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Where to shop 


for driveway salesmen 


It’s expensive for 

service-station deal- 

ers to hire and train 

a driveway salesman 

and then find out he’s 

not right for the job. 

One way to avoid this 

expense and get the right man on the first 
try is to go out and “‘shop”’ for him. 

There are many places to look for good, 

reliable man power. Among the best are 

the offices of the State Employment Serv- 

ice and the Veterans Administration. Also, 

guidance directors of local high schools, 

Y.M.C.A. directors 

and fellow business- 


men can provide the 





names of ambitious 
young men. 
But 


merely providing 


“or \ more than 
names, these places can do part of your 
work for you. Give them a full description 
of the kind of man you’re looking for and 
the qualifications that he must have. 


You’ll be sent only pre-selected applicants 


ETHYL CORPORATION, vew 


.. . those who seem most likely to fill the 
bill. In this way, you cut down on inter- 
viewing time and have an easier job pick- 
ing the best man. 
Many other dealers 
have had good re- 
sults using a different 
method to get pre- 
selected applicants. 
They’ve run adver- 
tisements in the classified section of local 
newspapers. But always, the advertise- 
ments were very specific about require- 
ments and what the job offered in order to 
eliminate the man just looking for any job. 
These pointers on 
where to “‘shop”’ for 
the best men are just 
part of the helpful in- 
formation available 
in Ethyl’s Recruiting 
and ‘Training Pro- 


gram. Contact your 





Ethyl Representa- 
tive about this use 


ful Ethyl service. 


York 17, N. Y. 
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BRONZE @ STEEL @ MONEL @ ALUMINUM 


YOU CAN ALWAYS DEPEND ON .... 


RAILROADS 


AVIATION 
for unlimited flow line flexibility, greater load 


LLL LLL LT ‘ H “ityvl 
. carrying capacity. 


4 ¥ 
The high standard of OPW’s Swing Joint per- 
formance results from expert designing, preci- 
sion machining, exclusion 
of contamination, simple 
lubrication requirements, 
soundness of load carry- 
ing principle and perfect 

Olt REFINING AND MARKETING alignment at all times. 


FOOD PROCESSING 





A wide range of styles and sizes; 
makes possible many and varied’ 
applications for safely handling 
liquids of diversified viscosity at 
required temperatures and working 
pressures. 


Exhaustive field research has 
directed OPW in planning a com- 
plete line of Swing Joints to fit all 
requirements, 


, 


FREE CATALOG F-S panes ibagule 


provides engineering 
data, sizes, styles, 
recommendations 
and prices. 


OPW CORPORATION 


2735 Colerain Ave. 
Cincinnati 25, Ohio 
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Again it’s Mobiloil— 


Indianapolis winner, Bill Vukovich, Pike's Peak winner, Keith Andrews, Gold Cup Winner, Slo-Mo-Shun V, 
averaged 130.84 mph to win this roared up the 14,)00-ft. mountain in averaged a record 99.1 mph in this 


500-mile classic and set a new record a record-breaking 14 min., 39 sec nationally famous hydroplane race 


BPs ' 

aired} ieee 

Chee dbaie! : hewn the country—throughout the world— 
7 / é 


Mobiloil has helped win more racing events . . . set 


more records than any other brand of motor oil. Prestige and 
performance like this explain why Mobiloil is the world’s 


- largest-selling motor oil 
Pan-American Road Race winner, 
Ray Crawford, drove his large stock car 


1,907 miles at over 92 mph average 


NEW YORK 4, N Y.--26 Broadway + CHICAGO 5, ILLINOIS 59 K Van Buren St. + BALTIMORE 18, MARYLAND—-1914 North Charles @t. «+ MILWAUKEE 1 
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4140 Lindell Bivd « DALLAS 1, TEXAS—-Magnolia Petroleu ( Magnolia Building « LOS ANGELES 4 CAL 4jeneral Petroleum Cort 612 8 Flower St 
Bocony- Vacuum maintains many other conveniently 


wated service Mices to give you close and fast cooperation 
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| EHIND THE NAMES of our regular staff is an invisibk 
network of correspondents, They are the men and women 

who supplement the news-gathering activities Of NPN staffers 
Many readers know NPN reporters or their by-lines. Not 
string,” correspondents 


so many know oul 


They are commissioned by NPN to handle specific assign 


part-time, o1 
ments in areas where they have their regular work. Because 
they are veteran newsmen who know their localities well and 
who know NPN, they can do a first-rate job of gathering 
information tor you 
One of these is C. E. Wright of Jacksonville, Fla. As he 


says, “The ‘C’ is for ‘Clarence,’ but it's ‘Steve’ to you 


Veteran Editor 


Steve has had a long journalistic career, starting back in 
the World War I era 


work as reporter, copy reader, telegraph editor and night city 
| 


After several years in daily newspaper 


editor in his home town, Port Huron, Mich., and in Detroit 
Feledo and Minneapolis, he went into business journalism 

Steve's first business paper position was editor of Hardware 

Trade 

Hardware Age and became an associat 

York. In 19] Steve 


serving iS Manhapine 


at Minneapolis. Next he went with 


editor in New 

joined /ron Age 
editor from 1936 to 1941. Then he went 
to Philadelphia as vice president of a 
company no longer in the publishing 
business. When that company wa old 
in 1950, the Wrights moved to Florida 
where Steve has established himself as 

business publica 


McGraw-Hill 


free-lance writer for 


C. B. Weighe He represents other 


tions 
publications besides NPN 
article about City Fuel of St 


done for us by Steve 


An informative Petersburg 


tarts on page I] 


What They Say in Florida 


Steve covered the recent meeting of the 
Marketers Assn. (See p. 69.) 
I can truthfully say 


Florida Petroleum 


writes Steve, “that never in the hun 
dreds of conventions I have covered have I heard so many 
voluntary words of praise for any publication as for NPN 
People came up to me to tell me how much they enjoy it 

‘While E. B. Porter of City Fuel was praising NPN, I told 
him one jobber had said he didn’t like too many ads with 
reading. Mr. Porter didn’t think this was a valid objection 
and remarked, “Ihe advertisements are as important today a 
the reading matter 

NPN was the only oil paper mentioned in the meeting 
and it was mentioned several times. Fred Bond held up a copy 
to show NOJC Chairman John White’s picture on the cover 
in introducing White 

“PD. W. McArthur, Jr 


president, introduced me and said the as 


Shell jobber of Jacksonville, retiring 
ociatiion was happy 
that its meeting was being covered by a national publication 


HarRkY Wappe.., Publisher 





Rotary Frame Pick-Up Lift 
cuts lube time in half 


Speeds repair and brake 
work ... makes all service 
jobs more profitable! 


the Rotary Frame Pick Up 


kind ol servic i id repall iob on 


and pi } up trucks 


icilent new lift ; ll spring suspensions 


undercat parts easy » reach for faster, better 


lubricatior ind other work 
Rotary’ x ive new Hydra-Seal described on 


ruarantees satislactor Maintenance 


lor years. Yet the Rotary Frame Picl Up 


" 


more than compat ible single jack lifts. 


Maximum 4 


Undercar Accessibility 


Phe compact superstructure (46” Relaxed Spring Suspensions ' ' 


wide, 68” lon of the Rotary Safety-Grip Pick-Up Pads 
Frame Pick-Up Lift has only four H spring suspension tax 


; Heavy oil-resistant synthetic rub- 

} Sas 

woints of contact with the car f "ews Fi /e. ber pads grip the frame securely 
) itt 


' 
| 

" ) ou t finest : 
Kasily handle automatic trans Y OF ANGE tn is eliminate the need for axle sup- 
Casi f ’ en tior < Qof 
mission intricate wheel suspen isier and fastet Penetration 1 ports or adapters on 98° otf all 
} “vy } . 
sions and frameless bodies. better and less grease is required ars. Easily attached adapters to 


{ 
Wheels clear low fender skirtings h; less bodies are fur- 


indle frame 








are casier to remove, nished as stand ird equipment 














ROTARY OBSOLETES PACKING! 











This 
lift 


leaks and require 
The 
to produce a hydraulic sealing 


pressure 


bind 


Or adjustrne nt 


Proven successful 
prove the Rotary Hydra-Seal out-perform ll types of 
packing t 


lift operation 


It 


Rotary auto lift jac ks and also can be installed 


pac king on Rotary lifts built since 1951 


revolutionary new 


jacks 


iMnY 


Installation is fast and easy. The Hydr: 


over the head of the plun er and 


automotive 


which a) 


feature of Rotary 


r¢ plac es trouble some pat king 


lrequent adjust ent 


Hydra-Seal utilizes oil pressure inside the jack 


action. The higher the 
the th hter the ‘seal vet there 


of the plunger 


Into place 
required 


Severe laboratory and field test 


Ir) pore enting ol Culr noother 


furnished as standard equipment on all new 
jul] 


1 to replace 





Write for catalog and prices 


asts for years without replacement 
Never requires adjustment 
il leaks 


Positively prevent: 


Reduces plunger friction 





Malleable 
iron gland 


Non-corrosive 
springs 





ROTARY LIFT CO., 1054 Kansas, Memphis 2, Tenn. 
and in Canada Colville industries Ltd., Chatham, Ontario 
The original manufacturer of hydraulic auto lifts . . . and still the leader 











Tri-Sure equipped drums are 


another feature of TRETOLITE 


DEMULSIFYING 


CORROSION INHIBITING 
~ pao 


DESALTING 
* Ne 
PARAFFIN REMOVAL 


% i 


WATER DEOILING 


SCALE PREVENTION 


PRODUCTION STIMULATION 


When an oil producer or refiner needs help with a 
demulsifying, corrosion, or desalting problem, they 
can be sure a Tretolite product will do the job— 
because it’s made right . . . it’s delivered fast . . . and 
its purity is protected in Tri-Sure* equipped drums. 


The Tretolite Company, maker of fine chemicals for 
the petroleum industry, has built its reputation on 
service. And as part of that service—part of a policy 
that protects customer’s needs—is Tretolite’s 
insistence on Tri-Sure Closures on every drum. 


If dependability is a feature of your products, ship them 
in dependable packages—drums that deliver a pure 
product every time, because they are sealed from 
leakage and contamination by Tri-Sure Closures. 


When you order drums, always specify ‘“Tri-Sure 
Closures’’—a good way to build good will. 





*The ‘‘Tri-Sure”’ Trademark is a mark of reliability backed by 
over 30 years serving industry. It tells your customers that 
genuine Tri-Sure Flanges (inserted with genuine 

Tri-Sure dies), Plugs and Seals have been used. 


AMERICAN FLANGE & MANUFACTURING CO. INC., 30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y. 
Tri-Sure Products Limited, St. Catharines, Ontario, Canada 
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Ahead of the News, 
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New Jobber Study Coming—National Oil Jobbers 
Council will unveil its most comprehensive survey so far 
of jobber operations at the mid-year NOJC meeting at St. 
Louis late this month. The profit-cost study will give job- 
bers a national-average yardstick against which to measure 
their own operations and will show whether jobbers gen- 
erally moved ahead last year. This year’s report will be 
based on more than twice as many reports as the 100 sub- 
mitted for last year’s survey of 1953 operations. 


Pushbutton Lube—A Midwest major has produced a 
new lubricant for use with the Lincoln-Mercury Multi- 
Luber lubrication system. The product, which becomes 
more viscous under pressure, will be packaged in an eight- 
ounce can to sell at about $1. Reports from Lincoln- 
Mercury indicate demand for the lubricant will be good. 
Spokesmen say public acceptance of the pushbutton lube 
system (see NPN, Dec., 1954, p. 46) has topped ex- 
pectations. 


Turbine on the Way—-An auto manufacturer has as- 
signed a design project pointing to production of a gas 
turbine auto in about four years—probably in 1959 or 
1960 models. 


Unity for Economy—Distributor associations in an At- 
lantic Coast state may combine their advertising plans to 
cut the costs of promoting oil heat. Under the proposal, 
all copy would go through one advertising agency. 


New Florida Marketer—A Southeast service station 
is shaping up in connection with plans to build the first 
refinery on Florida’s east coast (tentatively set for Ft. 
Pierce, midway between Miami and Jacksonville). Denver 
refiner M. H. Robineau heads the refinery backers. Those 
in on marketing talks include Wiley Moore and Gordon 
Duke, veteran Southeast marketers; J. Howard Marshall, 
Signal Oil; and Jim Brewer, Buffalo refiner-marketer. A 
prominent Midwest refiner-marketer reportedly may step 
in if the current plan folds. 


Gas Invasion Delayed— Minneapolis-St. Paul oil mar- 
keters have been given a breathing spell on Canadian 
natural gas competition. Work was to start this year on 
a line from Alberta fields to cities in central and eastern 
Canada, with a spur to the Twin Cities. But financing plans 
fell through and observers expect a delay of at least one 
year. 
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Farm Gifts Again— Midwest jobbers are falling back into 
the practice this spring of giving tanks, pumps and meters 
to farm customers. Favorite giveaway of these jobbers, 
co-operatives and commission agents is a 300-gal. overhead 
tank. In an effort to meet competition, but still get paid 
for its investment, one major is selling farmers equipment 
on a liquidation basis. The farmer pays 10% down and 
the balance at 1¢ gal 


More Work for Pumps—dGasoline pump manufacturers 
figure increasing highway traffic will put a 40% greater 
load on gasoline dispensing facilities 10 years from now. 
They are conducting field studies on all aspects of pump 
use in an attempt to increase the speed and efficiency of 
dispensing units 


Anti-Residual Plan—Shel! Oil will minimize output of 
unwanted residual fuel at its new Anacortes, Wash., 
refinery. The plant will process 22,000 b/d of Canadian 
crude and 13,000 b/d of California charging stock when 
it goes on stream later this year. The West Coast can’t 
consume all the residual produced now, so refiners want 
no more. 


Quality Contender—Pennzoil Co. says its high-octane 
gasoline soon will be “more than comparable” with any in 
its marketing area. The company is completing a $1 million 
Platforming-Unifining unit at Rouseville, Pa., to turn out 
this upgraded product 


Freeze Protection Gage—Reports are that a “name” 
commercial research laboratory has developed a new device 
to test the degree of freeze protection in auto radiator 
solutions. The new unit is said to give faster readings than 
present hydrometers 


NOJC’s Money Worries—FEfforts are expected at the 
National Oil Jobbers Council mid-year meeting this month 
in St. Louis to work out a sound, permanent method for 
financing NOJC. Many prominent jobbers want dues as- 
sessed from each jobber rather than, or in addition to, the 
present system of state association contributions. This 
would be similar to a recent NPN editorial suggestion that 
each jobber pay $10 a year (see NPN, Jan., 1955, p. 33) 
Meanwhile, many associations are giving added money to 
keep the NOJC Washington office going. 


For More Ahead of the News » 
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$F ahead of the news 


Pump ‘Facelifting’—-An API group will try to persuade 
National Bureau of Standards to abolish requirements for 
visi-gages on service station dispensing pumps. Backers 
say the gages, required originally to show the customer he 
was getting full delivery and to spot any air bubbles in 
product flow, are not necessary with modern equipment. 
Weights and measures subcommittee of the API Marketing 
Division’s Operations and Engineering Committee, which 
made the proposal, says the gages were painted over at 
several stations as a test and not a customer missed them. 


Tank ‘Specs’ Change—Underwriters Laboratories may 
revise specifications on home heating oil tanks to make 
outlet location optional, Last year's revision allowed a 
switch from side to bottom (with the tank tilted to the 
outlet) to avoid the problem of setfled water rusting out 
the tank bottom. But operators find the bottom outlet (not 
more than 3 in. from end of the tank) doesn’t remove all 
the water and what is removed often passes into the burner, 
dousing the flame. 


New Gasoline Ratings The next several months may 
produce a new rating system for gasolme. A group of auto 
and oil men met last month to discuss the possibilities. 
With fuels above the 100-octane mark expected in a couple 
of years, the conventional method, which technically ends 
at 100, will be useless. Possible switch to a “performance 
number” standard may bring objection from marketers. 
A 99-octane fuel rated under a performance number would 
be placed at 96.5. Marketers argue this implies decline 
in quality to the customer, 


‘Remodeling’ Already—General Petroleum Corp. says 
it has on the drawing boards changes for the new Ferndale, 
Wash., refinery that will cost “millions of dollars.” The $40 
million refinery, one of the industry’s most modern, went 
into full production only March 27. 


Air Cleaner Switch—A major oil company fleet super- 
intendent will equip all his trucks with a new dry-type air 
cleaner, Priority will go to tank trucks because of a safety 
problem. Recently, he says, a tank truck backfired when 
started, throwing a fine spray of oil from the oil-bath air 
cleaner onto the truck. The hot engine ignited the spray, 
and the fire caused several hundred dollars damage. 


Balks at Multi-Pumps—A Texas Independent jobber in- 
volved in a big building program has turned down multi- 
pumps in favor of conventional outlets. He says the multi- 
pump trend has slowed considerably in the Southwest. Only 
a few private-branders who generally post prices under 
“normal” are still constructing them. 
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Turbine Troubles—Fuel deposit formation and removal 
may be a tough problem with automotive gas turbines using 
rotary-type heat exchangers. The rotor disc, diameter 22 in., 
is formed by winding plain and corrugated stainless steel 
strips on a 4-in, center hub. The 1,750 ft. of sheet metal, 
weighing 35 lb., provides a quarter-million through-flow 
passages. This means plenty of places for deposits that, in 
those close quarters, may be difficult to remove. 


Station Training Push—Southwest marketers are laying 
heavy emphasis on service station training this year to meet 
stiffer competition. Humble Oil & Refining has started 
service station management conference meetings in Texas, 
with gasoline heading the first session’s agenda. Other con- 
ferences will cover oil and filters, tires and tubes, batteries 
and cables. 


Management Memos?—Proceedings of all future jobber 
association management institutes may be published by the 
American Petroleum Institute. On the Marketing Personnel 
Training Committee agenda for the mid-year API meeting 
this month in St. Louis is a proposal that $500 be set aside 
for this purpose. Backers say sale of reports on these edu- 
cation sessions, of which a dozen have been held so far, 
might pay back the grant. 


More Remote Pumping—A leading manufacturer of 
service station meters and pumps will be in the growing 
remote pumping field soon. The company is completing 
work on its new equipment line now, but isn’t saying when 
the products will be on the market. 


About-Face on Gas—National Oil Jobbers Council Fuels 
Policy Subcommittee may have a stormy session May 19. 
The question of whether to support exemption of inde- 
pendent gas producers from federal price controls is sure 
to come up. Chairman John White and General Counsel 
Otis H. Ellis feel developments in the imports fight and 
continued malpractices in marketing justify the switch. 
There was strong opposition when the stand for exemption 
was approved last year. 


Gasoline and Groceries—A large Midwest marketer 
has found large grocery chains are in no hurry to decide 
whether to sell gasoline on their parking lots. A big ques- 
tion in their minds is whether they should get into the 
gasoline business, completely unrelated to food. Also, bad 
public relations might result from competition with local 
oil companies, both jobbers and majors. 
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STOCKS” ‘ > NPN PRICE AVERAGES* 


Refinery /Terminal 
(¢ per gal.) 
Apr.** Mar. Apr. 


YEAR AGO 
oo ? Woes oss $85 
™ Gasoline 11,25 11.25 11.85 
44 Kerosine 10.76 10.77 10.45 
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Residual 4.38 4,38 3,93 
| 4 principal 
DISTILLATE ; products S.RB &.&9 KOR 
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MONTHLY PETROLEUM STATISTICS | Ags.” Mar. Apr. 


1955 1955 1954 
Primary stocks (Last Day) 
Finished and unfinished gasoline (thous. bbl.) 183,185 185,123 177,006 
Distillate fuel oil (thous. bbl.) 61,934 61,967 61,721 
Kerosine (thous. bbl.) 18,696 18,656 19,656 
Residual fuel oil (thous. bbl.) 44,620 44,836 44,362 
Crude oil—B. of M. (thous. bbl.) 266,563 265,814 280,310 


Refinery Activity 
Crude runs to stills (thous. bbl. daily) 7,019 7,389 6,811 
Foreign crude included (thous. bbl. daily) 679 716 579 
% of refinery capacity operated 84.1 88.6 83.8 
Refinery Output 
Gasoline (thous. bbl. daily) 3,354 3,466 3,298 
Kerosine (thous. bbl. daily) 329 356 322 
Distillate fuel oil (thous. bbl. daily) 1,598 1,727 1,374 
Residual fuel oil (thous. bbl. daily) 1,178 1,185 1,140 
Crude Supply 
U. S. crude oil production (thous. bbl. daily) 6,811 6,840 6,615 
Crude oil imports (thous. bbl. daily) 654 762 574 


*Through Apr. 8, except crude stocks~Apr. 2 
Source of Data: API Weekly Reports, except 1954, Bureau of Mines 


MONTHLY MARKET TRENDS Latest Month Previous Month Year Ago 


Petroleum products in secondary storage (thous. bbl.) 47,640 (Jan.) 50,107 49,951 
Exports of crude and refined products (thous. bbl.) 10,058 (Jan.) 10,599 10,165 
Average station gasoline price, ex tax (¢ per gal.) 21.42 (Apr.) 21.16 21.60 
Gasoline consumption (million gal.) 3,883 (Jan.) 4,315 3,633 
Service station permits (number) 914 (Sept.) 831 oe 
Passenger cars—domestic shipments (thous.) 649 (Feb.) 612 425 
Trucks and buses—domestic shipments (thous.) 55 (Feb.) 74 73 
Automotive replacement tire shipments (thous.) 4,281 (Feb.) 4,967 3,558 
Replacement battery shipments (thous.) 1,556 (Jan.) 1,796 1,788 
Oil burner shipments (thous.) 57 (Jan.) 47 46 


**On new basis, including urban and rural, unincorporated as well as incorporated places 
1953 data on new basis not available. 
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=F supply and demand 


Cutbacks Ease Gasoline Surplus Danger 


WO developments are cancelling 

the threat of gasoline oversupply 

in the late spring and early summer. 

1. Refiners are making seasonal 

downward adjustments in crude runs 

to stills earlier than a year ago. This 

can check the buildup in already high 

gasoline inventories before summer 

demand brings withdrawals from stor- 
age. 

2. General industrial conditions 
warrant raising the sights moderately 
on gasoline demand, as compared with 
the earlier forecasts. 

During January, February and 
March, U., S, refineries processed an 
average of 7,420,000 bbl. of crude 
daily, the highest on record. This was 
sufficient to take care of the increased 
product demand and still add 28,000,- 
000 bbl. to primary gasoline inven- 
tories. 

Crude runs were 6.4% higher in the 
first quarter of 1955 than in 1954. 
And demand for the four principal 
products (gasoline, kerosine, distillate 
fuels and residual fuels) was 5.6% 
larger. 


PREVENTIVE CUTS 


As the second quarter opened, re- 
finers recognized the need for larger- 
than-normal cutbacks. Companies in- 
dividually have announced cuts in 
runs totaling more than 200,000 b/d, 
averaging 7.7%. Total runs of about 
7,100,000 b/d are now estimated suffi- 
cient to meet product requirements in 
the second quarter and hold stocks 
fairly in balance, This is a reduction 
of about 4.3% from first quarter oper- 
ations, The Bureau of Mines had fore- 
cast crude runs of 7,220,000 b/d in 
April. 

The high first quarter demand, 7,- 
922,000 b/d for the four principal 
products, grew out of the large de- 
mand for middle distillate heating oils, 
which was 7.6% larger than in the 
same quarter in 1954, Gasoline de- 
mand was 4.7% greater than the year 
before and residual demand was up 
4.5%, 


Drop Ahead—-This high demand 
will bring a considerable stepdown in 
second quarter demand, even though 
demand in this period should be about 
5% larger than the second quarter of 
1954. It is now estimated that demand 
for the four principal products in the 
current quarter may reach 6,650,000 
b/d. This rate, if achieved, would still 
be 19% lower than first quarter de- 
mand, and it emphasizes the impor- 
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PRODUCT DEMAND drop underscores need for crude run cutbacks 


tance of the current substantial reduc- 
tion in refinery runs. 


Some falling off in demand in the 
second quarter is to be expected. Last 
year, due to the drop in the second 
quarter rather than to a_ high first 
quarter, demand for the four main 
products in April, May and June was 
15.5% less than the first quarter. It 
was not until early summer of 1954 
that refiners recognized the decline in 
demand and made severe reductions 
in the volume of crude charged to 
their stills, Gasoline inventories be- 
came burdensome, and the wholesale 
gasoline markets suffered. In 1953 
second quarter product demand was 
11.5% less than the first quarter. 

Over-all gasoline demand to date 
has exceeded the forecasts for 1955, 
which estimated a gain of 3.5% from 
1954. Demand in the first quarter was 
4.7% greater. Estimates of second and 
third quarters demands are 4 to 5% 
higher than last year. This rate of in- 
crease is expected to continue for the 
year, with domestic demand reaching 
a 5% gain. 


FUTURE LOOKS BRIGHT 

General business conditions warrant 
increasing the estimates of gasoline de- 
mand this summer, and support the 
forecast of a 6% gain in heating oil 
demand next fall under normal tem- 
peratures, 

Industrial production is still boom- 


ing, as are auto sales, new housing 
constructions and retail sales of most 
items. 

Industrial production in March was 
almost as high as the peak in mid- 
1953, buoyed by the record-breaking 
output of cars and close to 95% ca- 
pacity in steel production, Auto sales 
in March passed 700,000 units, a new 
record. 

The McGraw-Hill Economics Dept. 
now estimates second quarter sales 
will be close to 1,900,000 units and 
sales for the first 6 months will be 
3,800,000 units, some 400,000 higher 
than previous estimates, New esti- 
mates of the summer touring business 
indicate it may be 5% over that of 
1954, in view of current consumer 
spending. 

Housing construction continues at 
a high level, supporting the estimates 
of some oil companies that U. S. dis- 
tillate demand next winter may exceed 
2,100,000 b/d, with normal tempera- 
tures, 6% larger than for the winter 
just ended. 

Refiners’ inventories of the four 
principal products on April 1 (316,- 
386,000 bbl. for the U. S.) were 2.3% 
larger than March 31, 1954. Stocks in 
the combined East Coast and Gulf 
Coast refining districts were 4.7% 
larger. 

Stocks in the Ind.-Ill.-Ky. district 
were 0.8% smaller and those in the 
Okla.-Kan.-Mo. district were 3.3% 
smaller. x 
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Use this faster Way 


to make safe deliveries 
to underground tanks 


EVER-TITE 


97 Twisting Cap 


97 Locking Cap 
Can be padlocked 


ee 


97 Adapter 


No. 97 
Ever-Tite 
Fill Cap 


PT. 


"99" Coupler 
with Sight Gauge 


ou can get faster, safer tight-fill deliveries to 

underground storage tanks by using the Ever- 
Tite No. 99 Coupler with full 3” I.D.—a coupler 
that is so adaptable that it meets every tight-fill 
delivery requirement, and can be used with a 
manhole as small as 614” in diameter. 
An outstanding safety feature is the specially 
designed sight gauge which shows from every 
angle that delivery has been completed —a vaiu- 
able safeguard against loss of product. Coupler 
is made with male or female threads or adapter 
for standard Ever-Tite Coupler as shown. 


Easy To Use 

This 3” Ever-Tite “99” Coupler is used with 
any of the Ever-Tite “97” Adapters pictured 
below, which also are full 3” LD. in 3” and 
larger sizes. Until No. 97 Adapters have been 
installed on fill pipes, loose fill down spouts 
with brass tubes, pictured below, are available 
for use with the same 3” No. 99 Coupler. 
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To operate, just push the coupler onto the 
adapter and press down the push rod which 
locks the coupler tightly to the fill. After deliv- 
ery, just raise the push rod, remove the coupler, 
and replace the water-tight cap. The push rod 
can also be used as a carrying handle. The same 
operation applies to down spout units. 


Reduces Operating Costs 
The Ever-Tite No. 99 Coupler is made of high 
tensile aluminum, with bronze push rod and 
cams. Extremely light, yet rugged and sturdy — 
your assurance of long, trouble-free service. 
Ask your distributor now, or write for full 
information. 


*The Ever-Tite Trademark is a hallmark of dependability in fittings 
for the petroleum industry— proved by 17 years of pre-eminence 


EVER-TITE COUPLING CO. INC., 254 WEST 54th STREET, NEW YORK 19, N. Y. 
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3” 1.P.1. 2%" 1.P.T. 2” LP.T. 


97 Adapters for Ever-Tite “99” Coupler 
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4” Fill 3” Fill 


Loose Fill 
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Spouts 
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Ever-Tite 

“99" Coupler 





20" Fill 




















GALLONS 


00%: 


oe 


price PER GALLON 























—— a 


» ah et oe adnate 


stag ghee 0 


Libis eR CTR 
SNES Sb § axle ihe 





Customer's 
eye view 


The Gilbarco 906 does a lot more than just deliver gasoline. It's a 
salesman that's always on the job, helping to bring customers into 
your station. 


And not only is it designed from the base up to help give your station 
the attractive appearance that builds business, but it has every feature 
of design and construction that counts for fast, smooth operation and long 
service. Just a few of the features that put it years ahead in the field... 
easy-to-read dial face (20% larger, 200’. brighter)... Easy-Reach hose 


... rugged construction ...and ease of servicing. 


When you choose the Gilbarco 906, you know you are getting all the 
advantages that design, engineering and long experience can build into 
a pump—reasons why Gilbarcos are The Most Widely Used Gasoline 
Pumps In The World. 


Before you choose any pump 
write us at West Springfield for color-illustrated booklet. 


Gilbert & Barker 
Manufacturing Company 
West Springfield, Mass. 
Toronto, Canada 
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where you want them 


A bright red cooler for Coca-Cola does two 
things to help you make more money. It 
brings customers into your station, and it 
gets them out of their cars. 


A survey of 15,579 customers shows that, 
next to gasoline, Coca-Cola is the most pop- 
ular item the service station carries. And 
82 per cent of the motorists who buy Coke 
get out of their cars to get it. 


So, put your cooler out front where people 
can see it, and it will put customers—and 
profits—right where you want them. 


Let me show you how 
to take full advantage 
of your cooler as a traf- 
fic and sales builder. 


“COKE” 18 A REGISTERED TRADE MARK 
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THE RIGHT 
TRUCK TANK 
for you 


Take a good look at the six truck tanks illus- 
trated here. Five are stock models, one is a 
de luxe, custom-made job. They all have a 
number of important things in common— 
things you want in your truck tanks. 

Each one was engineered to the exact re- 
quirements of the work it has to do. Each one 
is constructed of the highest quality mate- 
rials, with strength to spare wherever strength 
is required. Each fitting and accessory is 
specifically designed for its particular purpose. 
All fittings are steel, malleable iron, or high- 
grade bronze. Each weld is expertly made 
and with no skimping. The tank of each one 
was tested at least twice after mounting. 

Of every 4 Quaker City truck tanks we 
build, 3 are repeat orders. Whatever your 
requirements—an inexpensive stock tank or 
a de luxe streamlined unit—Quaker City is 


your best buy. Write for full information. 


QUAKER CITY 
IRON WORKS 


3400 Gaul Street * Philadelphia 34, Pa. 


ONE OF AMERICA’S LEADING TRUCK TANK BUILDERS 
FOR OVER 25 YEARS 
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“The Betsy Ross’’—1,200 gal., 3 compartment stock truck 
tank mounted on model F6 Ford. CA 84” 


“The William Penn” —1,500 gal., 3 compartment stock unit 
mounted on model KB 7 International. CA 102”. 





“The Ben Franklin” —2,000 gal., 4 compartment stock truck 
tank mounted on model U/0 Autocar. CA 103%". 


f* GRIFFIN BROS. is 


“The William Penn’ —1,200 gal., 3 compartment stock unit 
mounted on model 6403 Chevrolet. CA 84 





“The Quaker Maid'’—Z,300 gal., 4 compartment tank 
mounted on model 755 GMC. CA 120” 


GULF 4! 


2,500 gal., 5 compartment de luxe unit mounted on model 
U70 Autocar. CA between front tandem axle and cab 120%". 





ee 


A truck meter handles $75,000 or more each year... 
a bulk meter may deliver its own value in half an hour! 


Sustained meter accuracy and low maintenance 


easily outweigh all other considerations in the 


selection of a meter 


Balanced 
Pressure 


Red Seal's double case design completely eliminates 
any distortion that may be caused in the measuring 
chamber by line pressure or by normal stresses set up 
in the piping system. Prevents binding, inaccuracies, 
and uneven chamber wear. 


Seal between oscillating piston and chamber in Red 
Seal Meter is of the capillary type... thin film of 
liquid whose thickness is carefully controlled by pre- 
cision machining. Eliminates metal-to-metal wear, 
provides constant, positive seal. 








Dirt in the ing t is a frequent cause of 
trouble in any meter, Here's where Red Seals save, 
for occasional particles won't damage the Red Seal 
hamber, The chamber is easy to remove and clean. 
There is no complicated mechanism to get out of ad- 
justment. 








Patented Red Seal ‘Gear Shifter’’ firmly locks calibra- 
tion in position with precision gears. It positively can- 
not drift or get out of adjustment, Sealers like it be- 
cause it is so easy to adjust when required... and 
it's seldom required, 
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ecURACY 


The one most important feature of a meter 





60,000,000 gallons . . . trifling wear 


“Red Seal bulk plant meter required calibration shift of 
only one hole to compensate for wear after 60,000,000 
gallons,” reports a Wisconsin gasoline bulk plant. 


Repair costs only 69 cents/year 

A 2” Red Seal gasoline meter installed in 1932 by a Ten 
nessee jobber needed minor repairs after 18 years of hard 
work. Cost: $4.41 for material, $8.00 for labor. Average 
69 cents a year! 


12 year old meters made good as new 

Thirteen 3” and 4” Red Seals 12 years old were sent to 
Neptune by a New York marketer for servicing. Only four 
required new chambers . . . others required only minor 
parts to make them good as new 


Installed 1939 . . . still perfect accuracy 

“Installed in 1939, 2” Red Seal tank truck meter with 
original measuring chamber shows so little wear it requires 
change gears only two steps away from original setting for 
perfect accuracy,” shows record of Indiana gasoline jobber 
Trusts Red Seals 6 times longer 


After switching 22-plant system to Red Seals exclusively, 
a large Pennsylvania marketer found it necessary to check 
the meters only once in six months . . 
he had to do it every month! 


. . . Ask your neighbor 


. with previous meters 


Each year your meters must accurately account for 
products worth up to 300 times the cost of the 
meters themselves! It's mighty important to keep 
them in tip-top condition with periodic accuracy 


tests 


It’s so important to you in terms of dollars that 
we recommend you keep simple records of accu 
racy tests and maintenance required. You'll quickly 
find that some types of meters require more ad 
justments than others some need replacement 
parts sooner some have to be scrapped years 


earlier because of the high cost of maintenance 


Prove to yourself what sustained accuracy means 
to your pocketbook and you'll soon be satis 
fied only with Red Seal meters for all your trucks, 


loading racks and terminals 


You'll find, as many other oil companies have 


found, that it pays to specify Red Seals 


he 





ecuracy You C2 2 a nk On 


NEPTUNE METER CO. 19 West 50th ST., NEW YORK 20, N.Y. Canadian Factory: NEPTUNE METERS LTD. Toronto 14, Ont. 
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eeehave LELAND 


explosion-proof gasoline pump motors 


outsold all others combined 
— again in 1954 as for over thirty years? 





Leland Type PA, ¢ 
explosion-proo! (Under 
Approved Class |, Grou 
externally fan « 


bearing, integra! HF 


LELAND 


MOTORS 


Because year after year Leland motors have continued to provide 
such extremely reliable, trouble-free service that users have come 
to expect, and look for, the extra performance a Leland delivers. 

This Leland performance and popularity is the result of design 
and engineering representing the finest efforts of experts—mate- 
rials and workmanship that are strictly top-level—testing and 
inspection that is thorough and uncompromising. 

For over thirty years, Leland has operated on the principle 
that motors should not merely meet specifications, but surpass 
them. 

It isn’t that we expect all motors to suffer abuse or extra hard 
service. It’s just that a Leland motor is built to take unusual 
demands, if and when they arise. 

For over thirty years, Leland has been supplying this extra 
quality and durability in open drip-proof, totally enclosed, and 
in Underwriters’ Approved explosion-proof motors. Today, the 
Leland motor line is unusually complete from % through 5 horse- 
power. Many standards are carried in stock. And specials, like 
the dispensing pump motor, are in use by many leading equip- 
ment manufacturers. 

Have you tried a Leland motor on your product? Why not 
write and let us give you the benefit of this superior design ability 


a 
neil 


™) Leland Type RA, repulsion stor 
induction run, Ye HP contin 
explosion-proof gasoline pump motor 
(Underwriters’ Appr 


Class |, Gr 


THE LELAND ELEcTRIC COMPANY 
Division of American Machine & Foundry Company 
Dayton 1, Ohio 
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Wash > Cars 
in the time of one 


AND TRIPLE YOUR PROFITS 


YOU'VE GOT to work fast to make big carwash profits. The 
new Automatic-Jet WAYNE WASH is fast. One man can wash 
a car in a few minutes. 
iE ASH is easy as 1-2-3. Swi > li “rfe 
“SPARKL-FINISH” in minutes less. Fast, WAYNE WASH is easy as 1-2-3. Swing the light, pe rfectly 
easy, streak-free jobs. Saves soap, water counterbalanced sway-arm . . . spray the car end-to-end first with 
elbow-grease. water, then detergent . . . scrub with fountain-mit . . . rinse 
BIG NET RETURN, small initial outlay. with sway arm. No fancy mechanism, no split-second timing. 
Unit pays for itself in three months to a Just simple push-button control. 
year. Service stations, garages, and car dealers all over the country 
ashing 50 or » cars a di i > 8d F 
COMPLETE SERVICE makes your station report washing 0 or more Cars a day with the same force that 
3 more popular. Tie-in sales of gas, oil formerly washed 20 cars a day. Write today for free literature 
repairs boost profits higher. and pric es on WAYNE WASH. 


WAYNE PUMP COMPANY 


Salisbury, Maryland WAYNE PUMP COMPANY 


Salisbury, Maryland 
Please send me free illustrated folder on the new WAYNE WASH. 


NAME 


ADORESS 


May, 1955 * NATIONAL PETROLEUM NEWS 





What goes on inside 
There’s An All-Revolving Mechanism With Liquid Capillary 


Double stainless steel bearings 
ot either end of rotor shaft 


Main rotor bearings are 
pressure lubricated by 
turning this screw. 


Choice of visible reset register 
(shown), non-reset register or 


printing register. 
Liquid capillary ,eal—minute 


clearances between the re- 

volving rotor vanes and the 

chamber wall provide an ef- 

fective, friction-free seal. 
Lubricant inlet to adjustment leant 


chamber 


\ 


‘\ 


Drain for removing condensate 


from adjustment chamber : HORIZONTAL 
; OUTLET 


All-revolving rotor assures 


Patented micro adjustment pro- 
smooth motion and long life. 


vides ultra fine increments for 


recalibration 


Rotocycle meter with body sec- 


ti d to sh iginal feat , 
ioned to show original features VERTICAL INLET 








FOLLOW THE ROTOCYCLE 





INLET INLET 
ROTOR POSITION I: Liquid entering the measuring ROTOR POSITION Hi: Pressure under vane No. (1) 
chamber through the inlet port encounters vane No forces the rotor to turn on its centershaft. Vane 
(1) which seals off further liquid progress. The seal No. 2 has now reached position occupied by vane 
is by liquid capillary action. There are no metal No. 1 where it forms a capillary seal with the wall. 
to-metal contacts between the vanes and the side Segregated between vanes (1) and (2) is a definite 
wall of the measuring chamber volume of liquid indicated in dark color. 
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Rockwell ({izi:/Meters? 


Seals Turning On Stainless Steel Ball Bearing Mounts 


The Finest Engineering and Construction 
for Accurate, Long Lasting Measurement! 


The Rockwell Rotocycle has been designed to keep 


meter maintenance costs down and to extend useful 


Rockwell 


ROTOCYCLE 


Neters 


meter life. This is largely due to the ease with which 
these meters operate. The smooth motion comes 
through reducing resistance to flow and eliminating 
metal-to-metal contacts. Liquid moves through the 
Rotocycle in a direct rotary ‘‘Flo-ward”’ path from 
inlet to outlet. No winding passages obstruct the 
flow. The motion is identical to that of an electric 
motor and equally free. By operating with less 
friction and resistance, Rotocycles permit savings 


YOU CAN RELY ON ROCKWELL 


through the use of smaller electric motors to drive 


pumps, and through lessened power needs. 


ROCKWELL MANUFACTURING COMPANY ® Pittsburgh 8, Pa. 


Atlanta Boston Charlotte Chicago Dallas Midland, Texas 
Kansas City, Mo. New York Philadelphia Pittsburgh Shreveport Tulsa 


Canadian Petroleum & Industrial Meter Sales: Peacock Brothers Limited 


Denver Houston Los Angeles 


San Francisco Seattle 





a la 


THROUGH A “‘‘FLO-WARD”’ CYCLE 


INLET 


ROTOR POSITION Ili: Vane (3) has reached the seal 
position. Between it and vane (2) is another meas- 
ured volume. There are two segregated and meas 
ured volumes for each rotating cycle as indicated 
in dark color. Capillary seals eliminate wear and 
friction. 
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INLET 


ROTOR POSITION IV: Vane (4) ha 
position and another measured 
gated. ‘The 
now discharging through the outlet port 


reached the seal 
volume is segre 
volume between vanes (1) and (2) is 
"I hese 
measured volumes are integrated on the register 
in terms of gallons 














. Maltese Cross Fire Hose for severest service .. . 
extra strong yet light and flexible. Standard lengths: 
50 feet—tested up to 400 psi 


IS THE FINEST IN 


Maltese Cross Fire Hose has never failed at a fire, has 
always given peak performance when needed as shown 
in these three case histories 


(1 A large New Jersey refinery battled a stubborn 
fire with five brands of fire hose. All brands burst on the 
job except Maltese Cross Fire Hose, and that same hose 
has been in use now for over 30 years! 


) 


; Not one length of 20-year-old Maltese Cross Fire 
Hose failed in one of the century’s worst refinery fires 
Thirty-nine lengths of other brands of fire hose burst 
during action 


(3 A large refinery refused to buy higher priced Mal 
tesxe Cross Fire Hose but settled for a lower cost hose 
When a fire occurred their cheaper hose lengths burst one 
after another, ‘They borrowed hose from a nearby refinery 
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FIRE PROTECTION 


Maltese Cross Fire Hose. Not one length burst. Today 
Maltese Cross Fire Hose is a standard part of their fire- 
fighting equipment. 

Here is proof that Hewitt-Robins Maltese Cross Fire 
Hose offers the greatest safety and economy over the 
years ... it will never mildew or dry-rot during storage 
it is oil, acid and abrasion-resistant and built to with- 
stand the severest pressures ... it’s the handmade fire 
hose whose wrapped construction includes four tough flex- 
ible plies of specially woven duck combined with premium 
rubber compounds. Maltese Cross Fire Hose is widely 
used and approved for oil tanker service because it resists 
weathering and salt spray. 
Your investment in Hewitt-Robins Maltese Cross Fire 
Hose will insure complete and proven protection in your 
industrial fire protection system. 


Conveyor Belting—Conveyor Machinery —Industrial Hose— 
Vibrating Screens—Vibrating Conveyors—Design, Manufac- 
ture, Engineering and Erection of Complete Bulk Materials 
Handling Systems. 


HEWITT-ROBINS INCORPORATED «© STAMFORD, CONNECTICUT 
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A SELO/L CABINET 


helps the man = 
onthe driveway <5, 





Modern up-to-date equipment increases the ef- 
ficiency of the Man on the Driveway. It helps him 
sell more motor oil, give better service, and keep a Prolong engine life ... 


cleaner station. 


e SELOIL places a colorful, mass dis- 
play of motor oil at easy-to-see ] Prolong engine life . .. 


lal 


MOTOR MOTOR MOTOR mOTOR 


-level . . . the cust ! 
papal a actin HEC ouMoWw | iCeetisclents 


| 
[Sane lex | 
e SELOIL saves time and steps. It i | ered tyr et ere i me 
puts everything needed to com- ([am | a aay 
plete the sale within easy reach. 

MOTOR MOTOR | MOTOR MOTOR 


MOTOR | MOTOR MOTOR moTor 
on ou | on on - - _ - 





e SELOIL provides for easy disposal 
of empty cans. It organizes motor | 1 Moron | woror| woros | woron 
. ° “oe | On | " 
oil sales on the Driveway. . 








|MOTOR (motor | moTOR | moTor MOTOR | MOTOR | MOTOR | motor || 
} On | | | on ou on | on : 


Let SELOIL work permanent- 
ly to help the Man on the Drive- " 
way. Boost his efforts and save [“GTO* | Motor | motos | moron | J MOTOR | MOTOR | moToR | MOTOR 

\ : : O34 on | % 1 on on on | on | on 
manpower by getting this silent 
salesman for motor oil. See your 4 

| | motor moTor moTor motor ) 


oe 


. . mo 
oil company representative or f["ow" “jot | ov0R | woros on @ on | on 
° ° t ou 
write directly to the factory. ' 


on | on on ou 





@ INCREASE MOTOR OIL SALES 


, 
MOTOR | moTOR MOTOR mOTOR | 
; j 


' on 


: i 
Ed SPEED uP SERVICE i = | MOTOR | woror | MOTos MOTOR | moTon | MOTOR | MOTOR 
: ou ou on ou | ou | on 


@ PROMOTE STATION CLEANLINESS 


Model 56, $78.00 Model 72, $86.00 


MODERN METAL PRODUCTS CO. © BOX 1798 * GREENSBORO, N. C. 
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A new plan to win hew customers 
for jobbers and dealers of 


SKELLY OIL COMPANY: 


It’s a daring new kind of guarantee 
that will be read and noticed. 


Since it is based on changing brands, 
it finger-points at prospective custom- 
ers only, and sells them. 


Since it is strong and daring, it will 
prove to present Skelly customers that 
they have been making a good buy. 


Since it will increase volume on the 
driveway, it should appeal to you! 


For complete information on how you can make more 
money with Skelly . . . phone, wire or write 


SKELLY OIL COMPANY Marketing Headquarters: KANSAS CITY, MISSOURI 


Division Offices: Kansas City © Chicago © St. Paul © Omaha © Cedar Rapids ¢ Tulsa © Wichita © Denver © Dallas 
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Daring Offer To Introduce New Customers To The One Combination of Premium 
Gasoline and Motor Oil That Can Give You The Most Miles Per Gallon: 


Skelly Guarantees You Either 


10% More Miles Per Gallon 


Or 10 Gallons of Skelly Supreme Gasoline FREE! 





Switch to the Skelly Supreme ‘Power Pair” from any other brand of gasoline 
and motor oil. Then . 
in the next 30 days than you got in the last 30 days, Skelly will give you 10 
gallons of Skelly Supreme Gasoline absolutely FREE! 


. if you don’t get at least 10°% more miles per gallon 


“What's the catch in this offer?” you 


may ask. “How can Skelly da 
guarantee more mileage wheng 


b ym epos - 


claim it?” 
of mileage-waste 


est level in 3. Keeps hydraulic valve 
And when you team 

Skelly Gasoline and 

Skelly Supreme 

engine, you get power (anc 


d r that no 


Supreme 
Motor Oil in your 
age) 
tion 
a cleaner, properly lubri- 





v8) tor oil 


n tests cated engine that squeezes the 


most miles per gallon from every 


_ may “how can 








drop of gasoline 

say, 
itching to Skelly Supreme Look at it this buy 

Motor Oil increase my gasoline and n By s 

mileage?” to the Po air, 

af nd ‘st for at least 


left 


It can se these 3 ways 0 dé ou re sain to win 


i way or the 
co! 9 more 
starting Ske Supreme 
maintains a tougher protective f r 10 gallons 


at high engine heats — giving y Supreme FREE 


other 
tested 
freely 
and warm-up—y 


preme Gan 
wasting pre 
trouble 


ows more 


you get 
Gasoline 


‘Power Pair’ 


HERE'S ALL YOU DO TO 
TAKE ME UP ON THIS A 
GUAR ( 


high 
‘ ' sin ite field 
ay test of the leve mer de e finest « 
Skelly Supreme : 


Pair' ; “de ive ite ponsible pr 


Power 


wer 


Drive inte any Skelly station, have your crankcase drained 
and refilled with Shelly Supreme Meter OW 


Fill up with Shelly Supreme Gesoline 


Register for the “10% Mere Miles Test 
a 
Use only the Shelly Supreme Power Pair for at least 30 days onten 
Record cach purchase and the mileage on the form provided 
mac cans 
After 30 days, if you have not averaged at least 10% mere . 
mileage, Skelly will give you « check for 10 gellons of 


Shelly Supreme Gasoline absolutely FREE! 


WDAF 7:00 A. M. 


rating in 
est te 
are the 


wally phir mincncs's te 


er. better 


“150.1 410° 445 
1557 370° “oe 
‘S37 355 390 


= * 443s" 420° 


New Higher Octane in Gasoline; 
V.1. in Motor Oil: 


45° 068 
40° 07% 
ss as 
40° ‘a8 


World's highest tested viscosity index 
and lowest consumption! 


i the oil industry's 
Skelly Suprem, 
others 


stem 


beats all 


per gallon 


own rabr 


ffiction 
And 


world s lowest con 
ou ll add leas 
changes 


Skelly 
Skelly 


sted iscomity 


history 
index 
years of 
ed by 


result of 


ts, and pro 


lubricated, me 


snd miles—per dollar 


Switch Now to the Skelly Supreme “Power-Pair” 


.-- Get 10% More Mileage... Guaranteed! 


REDUCTION OF FULL PAGE NEWSPAPER AD 
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Shelly 
the most stringent road 


work together 


Supreme Gasoline 
and Skelly 
These two 
research and 


with the 


re efficient engine 


just 


Supreme 
superior 


strnaat 


capable 
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A Helping Hand to Greater Profits! 


.+.8ervice-station Operator counts on the dependability and efficiency of 


Westinghouse Air Compressors to help him turn out more work at lower cost 


The operations that make those extra profits for you Thermal overload protection — cuts current if motor 
require air power. That is why you should select a should overheat. 
compressor that is dependable, and so efficient that 


; Automotive-type lubrication — pressure principle 
you get all the air you need at lower cost. 


forces oil to every moving part for longer life. 
That is why you should select a Westinghouse Air 


: Two-stage, air-cooled design — provides air at max- 
Compressor. Just look at a few features: 


imum efficiency. Costs less to operate. 
Low oil-level protection — your Westinghouse won't 
pump air if the oil-level or oil pressure is too low. 
You never get repair bills for lack of lubrication. 


Insist that your station is equipped with a West- 
inghouse Air Compressor and you'll truly have a 
helping hand to greater profits. Sizes from 11% to 
Starting unloader — keeps compressor unloaded until 15 hp are available for automatic start and stop and 
motor reaches normal speed and oil circulation starts. continuous operation. Write for literature. 


w-100 


UE; 540) Joes Division of we co Air Brake Co. 


PORTABLE AIR COMPRESSORS «6¢ «=6TRACTAIR * ‘STATIONARY AIR COMPRESSORS 86¢© )«=6ENGINES AIR TOOLS © TRUCK MIXERS 





© FRONT-END LOADERS 
Distributors in all principal cities 
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BUTLER 


gives you 


.-. with NEW truck tanks that are 
route-matched to reduce time and 
miles on your routes... 





NEW! CARGO 


Take the NEW Butler “Cargo.” It can save the cost of owning a separate 
pickup truck. You can use it to carry extra merchandise on your routes or for 
those dozens of odd pickup jobs you must do. The 1000-gallon Cargo has 
double bulkheads, fits an 84-inch CA truck. Has cabinets on both sides 

Or, on your route you may need a general purpose tank. The NEW 


NEW! SCOTSMAN -— Save, yet get every 
necessary quality feature! 


Butler “Scotsman” costs you less yet has every necessary quality feature 
1000-gallons, double bulkheads, plenty of space for barrels, packages and 
TBA items. 
And for routes that require extra capacity, Butler offers the NEW “Route 
master” SHORT 15. That’s right ... 1500-gallons on a 84-inch CA truck 
Cut backtracking, save miles and watch delivery savings go up on your 
NEW! ROUTEMASTER Short 15 — gives you routes with Butler Route-Matched truck tanks. Call your Butler representa 


1500 gallons on an 84-inch CA truck! : 
tive or write office nearest you. 


BUTLER MANUFACTURING COMPANY 


7454 East 13th St., Kansas City 26, Missouri 

954 Sixth Ave., $.E., Minneapolis 14, Minnesota 
913 Avenue W, Ensley, Birmingham 8, Alabama 
Dept. 54, Richmond, California 


Manufacturers of Oil Equipment « Steel Buildings « Farm Equipment «+ Dry Cleaners Equipment «+ Special Products 


Factories at Kansas City, Mo. * Galesburg, Ill. + Richmond, Calif. + Birmingham, Ala. + Houston, Texas * Minneapolis, Minn 
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HEADLAMP SALES EXCLUSIVE! 


Only Westinghouse Safe-T-Beam 
shields both low and high beams 


Other makes of new headlamps do not shield the high beam. Card 
held at center of such lamp shows unshielded upper streaks of light 
that hit fog, blind the driver with reflected glare 


2-BEAN 


GLARE SHIELD 


gives drivers the maximum See-Ability they need 


for country as well as city driving. Because the 
precision-designed Glare-Shicld in Westinghouse 
SAFE-T-BEAM Headlamps shields both filaments, 
stray upper light is cut off from the high as well 


as the low beams 


. ) EXCLUSIVE! 
)2-BEAM 
j GLARE SHIELD 


ALL-GLASS, 
HERMETICALLY-SEALED 


Never grows dim! 
NEW 


REFLECTOR 





Terrific headlamp sales bonanza just be- 
ginning! And here’s one sure way for you 
to get more profitable volume. Push the 
headlamp that has more consumer-con- 
vincing advantages than all others! 


New Westinghouse SAFE-T-BEAM high beam: same card test shows 
minimum of stray upper light. Only Westinghouse gives you the 
same glare-cut-off on both high and low beam. Safer, surer See- 
Ability in all weather 


Powerful Westinghouse 
Safe-T-Beam Promotion 


Westinghouse is telling drivers everywhere about the 
new SAFE-T-BEAM Headlamp with 2-Beam Glare 
Shield—with hard-hitting LIFE and LOOK magazine 
ads, and action-getting TV commercials. 

Dealers cash in with complete free sales kit. Special 
card to use in convincing Glare Test shown above, 
plus displays, streamers, sales leaflets and merchan- 
dising ideas, Take advantage of this sales exclusive. 
Order SAFE-T-BEAM Headlamps and fast-moving 
Westinghouse auto bulbs now through your Westing- 


house auto lamp distributor 


you Can Be SURE...iF iTS 


Westinghouse 
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Proven <A 
Performances \ (co 
in Every 

Type and Size § 


Behind every Eaton Axle there is almost a half-century of truck axle 

manufacturing experience. The advanced engineering and quality 

construction which have made Eaton 2-Speeds famous for stamina 

and low-cost hauling are also found in Eaton single-reduction, 
The rugged housing used in famous Eaton 2- double-reduction, tandem drive axles, and front axles. In more than 
Speeds is also used for Eaton single-reduction *W° million motor trucks, Eaton experience and engineering know- 
and double-reduction axles —the three heads are how are reflected in outstanding performance records, minimum 
interchangeable. hauling costs, and longer vehicle life. 


AXLE DIVISION 
FE ATOR vive COMPANY 
CLEVELAND, OHIO 


N 
6) PRODUCTS: Sodium Cooled, Poppet, and Free Valves * Tappets * Hydraulic Valve Lifters * Valve Seat Inserts * Jet 
Engine Parts * Rotor Pumps * Motor Truck Axles * Permanent Mold Gray Iron Castings * Heater-Defroster Units * Snap Rings 








Springtites * Spring Washers ~Cold Drawn Steel * Stampings* Leaf and Coil Springs *Dynamatic Drives, Brakes, Dynamometers 
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The only motor oil 
with Oil-Plating 
available in 5W-20 








Conoco Super Motor Oil 
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there’s gold on the outside 


there’s gold on the inside 


theres gold in your pocket 


when you— 


sell the oil in the can 


with the gold band 


a 5W grade 
starting characteristics of a 1OW grade 


New Conoco Super Motor Oil, America’s first 
Double-Duty motor oil, combines two exclusive 
additives, Oil-Plating” and Oil-Cleansing. Oil 
Plating conquers friction wear by plating a tough 
film of lubricant to metal parts. Oil-Cleansing 
conquers corrosive wear by neutralizing combus 
tion acids by holding moisture in harmless 
suspension . and by “‘sealing up”’ particles of 
dirt, dust, and refuse 


Just 2 grades service all customers. 5W-20 is an 
SAE 20 Oil with the starting characteristics of 


1OW-30 is an SAE 30 oil with the 


e Ke. 


duces engine knock and pre-ignition e Promotes 


e Increases gas mileage as much as 15% 


faster starting e Keeps valve-lifters free and clean. 


Start building your oil sales immediately with the Conos 
Motor Oil in the can with the gold band Contact your 
Conoco man—call or write him today. Continental Oil 
Company — Albuquerque, Butte 
Worth Kansas City, Lincoln, Los Angeles 
Minneapolis, New York, Oklahoma City, Salt Lake City 
Spokane, or Ponca City, Oklahoma 


Chicago Denver, Fort 
Houston 


© 1955, Continental Oil Company 


—the all-season motor oi 
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New models—more models —all loaded with new advantages! 


NEW CHEVROLET 


Task-Force 
TRUCKS 


Choose the model that’s matched to your job. You’ll get the most mod- 


ern engineering features in the industry—and cut costs hauling or 


delivering! Your Chevrolet dealer is ready to supply 


full details of these important features. ... Chevrolet 
Division of General Motors, Detroit 2, Michigan. 


i Fa 
== 


New Work Styling—New Cab Comfort and Safety! 


For the first time, light- and medium-duty trucks with 
their own individual styling—specially designed for the 
job! New Flite-Ride cab (even more durable! ) features a 
Sweep-Sight windshield, High-Level ventilation, and 
concealed Safety Step running board. 


New Power Steering — Power Brakes! 


Driving’s easier and safer with these power helpers. 
Power Steering is available on all models as an extra- 
cost option. Power Brakes are standard on 2-ton models; 


optional at extra cost on all others. Tubeless tires are 


standard on ‘4-ton models! 


34 


New Engines — New Ride! 


A new 12-volt electrical system sparks all six new Task- 
Force engines. That means faster, surer starts; in- 
creased generator capacity. New suspension, front and 
rear, provides a smoother, more stable ride for both the 
driver and the load. 


New Overdrive — Hydra-Matic! 


Count on big gas savings with the extra-cost option of 
Overdrive, now available on 1'%4-ton models. Truck 
Hydra-Matic (optional at extra cost on 14-, %4- and 
l-ton models) makes driving easier and saves valuable 
time on stop-and-go delivery jobs. 
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POWER FOR AMERICA’S MODERN CARS comes from the y: 
every gasoline station by the petroleum marketing indust1 lo keep pace 
demands for fuel, bulk plants everywhere are installing modern Marlow Vs 
Centrifugal Pumps on loading rack service to speed up gravity flow 
storage tanks. 


marlows do the job faster’ 


Where performance counts, majors and independent marketers ali} 


Marlow Vertical Self-Priming Centrifugal Pumps than any other self-primi np to 


! 
speed deliveries. Marlow’s broad line of verticals has now been increased by the introduc 
tion of many new models. They’re “tailor-made” for bulk plant operation. You can depend 
on Marlows for any bulk plant pumping job... modernize with Marlow. See your 


Marlow dealer or write for Bulletin PM-50. 








LOADING ARM 
ASSEMBLIES 


AND JOINTS 
FOR BULK PLANTS 


the New Wheaton 
CATALOG No. 63 


Proven for Quality 


wt 


veavavaes Pe oe Since 1892 for— 
poate ea ™ | LOADING ASSEMBLIES 


couPrt mae 


ane LoAoise «| Se) SWING JOINTS « FAUCETS 
acsemories Yo "| COUPLINGS « VALVES « VENTS 











e CALL OR WRITE FOR YOUR COPY, NOW 


Wheaton Bulk Handling Equipment is the recognized standard for quality. A 
leader for over half a century, Wheaton Equipment is engineered to provide 
long service life, maximum performance and minimum maintenance. Request 
: —_ of the new equipment handbook containing flow charts and other help- 
ul data. 


Distributors in All Principal Cities 


Eastern Representatives Southern Representatives Midwestern Representatives 


H. G. ANDERSON EQUIPMENT CO EQUIPMENT SALES CO., INC P. R. G!RARD 

177 Watervliet Ave 639 Ashby St., N.W 327 So. LaSalle St 

Albany 5, N. Y Atlanta, Ga Room 939-940, Chicago 5, Ill 

H. O. LINK & SON PHILIP S. CRUTCHER, JR WILLIAM A. KNAPP CO 

14 So. Calverton Rd 106 North Fourth St 714 Independence Ave 

Baltimore 23, Md Louisville 2, Ky Kansas City 6, Mo 

LUFKIN ENGINEERING & EQT. CO. 

368 Congress St Southwest and West Coast 
ton 10, M ili i 

osto , Mass THE WATTS Co. Brazilian Mfr. and Representative 

R. H. WISHMAN 4101 San Jacinto WORTHINGTON S.A. (MAQUINAS) 

204 West Utica St P.O. Box 8188 Rua Santo Luzia 5 

Buffalo 9, N. Y Houston, Texas Rio de Janeiro, Brazil, S.A 

BRISTAL METAL PRODUCTS CO Cc. H. CURRIER CO 

rent Bessemer Building 465 E. Union St 

Pitts h 19, Pe > : 

ittsburg , Penna Pasadena, Calif Canadian Mfr. and Representative 

JOHN A. SAVAGE J. C. FENNELLY CO. 

P.O. Box 453 1485 Bayshore Blvd EMPIRE BRASS MFG. CO., LTD 

Summit, NJ San Francisco 24, Colif London, Ontorio, Canada 














Mexican Representative British Mfr. and Representative 


ENRIQUE A. TESSADA EMCO BRASS MFG. CO., LTD. 
1510 Paseo de lo Reforma Westwood Industrial Estate 
Mexico D. F., Mexico Ramsgate Road, Margate, Kent, England 























WHEATON BRASS WORKS UNION, NEW JERSEY 
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“Pint-size’ 


refineries <¢ 


help us 
keep gasoline 
prices low 


Folks who like a bargain don’t 
have to look any farther than 
the gas tanks of their cars. For 
despite a steady increase in qual- 
ity, gasoline prices have remained 
low —and Standard Oil Company 
of California’s table-top refin- 
eries are one good reason why. 


They are pint-size laboratory 
pilot plants that have enabled 
our scientists to develop cost- 
cutting manufacturing methods 
for each new gasoline before we 
produce it. With the aid of these 
rubber and glass forerunners of 
multi-million gallon refineries, 
we’ve worked with car manufac 
turers to perfect balanced gaso 
lines designed to bring out more 
efficiency, economy from today’s 
higher compression engines. 


We’ve learned how to squeeze 
more gasoline from each barrel 
of crude; and—most important 

we've found ways to manufac- 
ture increasingly better gas at 
consistently low prices. Today’s 
gasoline, for example, is 50°; 
better than motor fuels of 1925, 
yet costs just a few pennies more. 





The combination of research 
and competition has held gaso 
line prices down so effectively 
that they’ve advanced only 17 
excluding taxes ) since 1925 while 
general living costs have gone up 
52°) .So,even though Standard’s 


( 


pint-size refineries make gasoline 
by the drop, they have a power 
ful influence on your motoring... 
are one reason why Standard 
products give you a longer run 
for your money. 


Standard plans ahead 
to serve you better STANDARD OIL COMPANY OF CALIFORNIA 
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CHAMPION SPARK PLUG 


wine 


May l, 


Dear Champion Dealer: 

Your advertising will appear on 
Reader's Digest peginning with the 
that's important news for everyone 
Spark Plugs! 

The Digest gives your 
audience reached by any American 
is read by thirty-five million people! 
audience with a loyalty to the Digest 
dup]i cated. 
their response 
strong.- 

Hundreds of companies 
stand, and applied for space 
accept advertising for the first time in 
century of existence . A great many were 
only 32 advertisements will carried 


to Digest 


Champion was selected not only for 1955 but 
two-color Champion advertisements will 
this month. 
adds millions 
is the industry's 
And it 
to the advertising and sales superiority you 


and 
appear 


full-page. 

every other month beginning 
This 1S good news because it 

pective customers to what already 

largest spark plug advertising program. 

of strength 

enjoy over your competition. 


Sincerely, 


9. 


a 


p.S. Here's 4 real one-two sales punch 
merchandisers. 
Ferrari and 
at Sebring, Florida, in America's only 
ally recognized sports car Grand Prix. 
Champions scored their 
Mobilgas Economy Run, 

07.43 miles per gallon 


giving 
for the 1325 miles. 


NATIONAL 


felt the same wa 
when the Diges 

its 
refused because 
each month. 


y, 
t decided to 


CGOMPANY 


1955 


regular schedule in the 
May issue . and 
who sells Champion 


advertising the largest 
publication. 
And it's 4 special 
that cannot be 

They believe what they read in the Digest, 
advertisements ig sure to be 


Fach issue 


and 


we under- 


quarter 
for 1956, 


also 


of pros— 


adds plenty 


for Champion 
A Champion-equipped p-type Jaguar, 4 
a Maserati outdistanced all opposition 

internation 
A week later 
sixth straight victory in the 
a Studebaker Commander 
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IN THE 
NATION 


AND NOW... You're in 


Reader’s Digest! 


Was 
y the Country « 
Hopes to Wie 


Thirty-Five Million People Believe 
lj hat They heead iy) the Digest! 


NEWS 
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Sinclair Dealers are 
riding the Rockets... 


Sales‘and profits ! 


The POWER-X pumps are humming, the station cash-registers are 
ringing, and Sinclair Dealers are riding high! With new, stepped up 
POWER-X — power-primed with rocket fuel — they're all set to 
break last year’s tremendous sales records. 


The big new poweER-x Spring newspaper campaign, promoting the 

“Power up with POWER-x” theme, 1s going full steam in hundreds of newspapers. 
It’s tied in with radio, television and station displays so that every motorist 
knows about this great new gasoline — and where to buy it. 


And there'll be another great advertising campaign promoting new 

Sinclair EXTRA DUTY Motor Oil, too. You'll see it in the Reader’s Digest, 

Saturday Evening Post, Look and other magazines, and hear it 

over hundreds of radio and television stations. 

Why not get these benefits by joining the Sinclair team? Talk it over with your 

Sinclair Representative, or drop a card to Sinclair Refining Company, 600 Fifth Avenue, 
New York 20, N. Y. Obligation, none — potential, puh-lenty! 


Ask about 

Sinclair's TBA Franchise, 
featuring Goodyear, 

the greatest name in rubber 
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Specify Milvaco valves... 


one source for all service 


HOSE NOZZLE VALVES 


MODEL U-14-5-8 
FOR METER PUMPS 


Rugged, die cast body. Rigid 
tube. Non-slip positive seat- 
ing for accurate metering 
Reversible Permadisc design 
eliminates disc distortion 
Non-chattering even at full 
flow 


S 


MODEL P-2010 
FOR BULK DELIVERY 


Milvaloy nozzle body. Full 
capacity flow. Dual poppets 
and two-stage fulcrum lever 
For gasoline or fuel oil. 100 
mesh strainer, dust cap and 
ground cable 


MODEL P-2040 
FOR FARM TANKS 


Bronze body and tube. Spe 


cially designed for tull gravity 
flow on overhead tanks. Posi 
tive closure. Permanent-type 
packing. Long-wearing dis 
Adaptable to 15-lb. pressure 


MODEL ?-2760 FOR 
UNDERWING FUELING 


Approved and used by major 
airlines. Ends over-wing fuel 
ing hazards. 100-mesh strain 
er removable for cleaning 
without detaching nozzle 


GATE VALVES 


4 
MODEL P-2690 
SCREWED TYPE 


Bronze by-pass pressure-re 
lief valve. Relieves excess 
back-pressure around disc to 
inlet side 


MODEL P-2654 
FLANGED TYPE 


Milvaloy. Rising stem. Dou 
ble disc design ends seating 
troubles. Bolred bonnet 
Square or round flanges 


MODEL P-2877 
VICTAULIC TYPE 


Bronze. Rising stem. Bolted 
bonnet. Double disc for posi 
tive closure, longer seat life 
150 lb. W.0.G 


MODEL 
P-901-U 
LEVER 
THROTTLE 
TYPE 


Bronze. Quick 
opening, self clos 
ing type. Double 
disc finds natural 
seat with less fric 
tion. Screwed ends 
Underwriters af 
proved 
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TRUCK TANK FAUCETS 


MISCELLANEOUS VALVES 


Every Milvaco truck tank 
faucet gives you all these 


advantages 
MODEL P-2965-L 
A 
* Straight-line flow for CMERSENCY VALVE 


quick cottwery Bronze. Self-closing type 


Positive protection in case 
oft fire 


Permadisc construction to 
eliminate disc distortion 


Reversible disc to save you 
—-r MODEL P-2920 
LINE LOADING 


Easy adaptation or change VALVE 


from straight to angle inlet 


Available with safety cap 
and standard adapter for 
quick hose coupling 


Bronze Shock proof action 
Dual poppets. Renewal discs 
replac eable without removing 
valve from line 


MODEL P-870 — 22',° 
screw type faucet 


MODEL P-324 
COMBINATION STOP 


MODEL P-890 — straight, AND CHECK VALVE 


flanged faucet 


Milv aloy, 


ve. Round flanges 


dual purpose val 
Bolted 


bonnet. Composition dis 


MODEL P-895 — 
65° flanged faucet 


MODEL P.2615 
MANIFOLD CROSS VALVE 
MODEL P-851 — locking 
type faucet with 
safety cop, less hondle 


Bronze. Screwe 


bonnet 


© matter how or where valve 
handling, theres a Milvaco 
or fitting for that particular service 
Milvaco valves give you quick control 
And only Milvaco valves are made with weig 
Milvaloy, the chemically resistant 
ern alloy that meets ALL your exacting requ 
Specify Mulvaco get the right valve for 
Write today for catalog B255. 


MILWAUKEE VALVE COMPANY 


A Subsidiary of A-P Controls Corporation 
2369 South Burrell Street ©¢ Milwaukee 7, Wisconsin 


Bis’) ie 

We 
‘ee 
age” 


non-sparKinyp 


THE MARK OF PERMANENT QUALITY 





steel service stations in the modern manner! 


“E | 
gege . 
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Clean, Functional Design 


Catches Motorist’s Eye 


Boosts Operator Efficiency 


Here's the attention-getting break from tra- 


ditional service station design. Smart contempo- 
rary lines identify your station as clean, quick, 
efficient. Spacious picture windows invite at- 


tention to your TBA items . 
around visibility to every pump island. 

Use your ingenuity in decorating the ¢ 
bian Rancho . 


COLUMBIAN DELIVERY TRUCK TANKS 


CITIES & SERVICE 


, peTTWaY OL 00: 


. provide all- 


olum- 
.. pastels, bright solids, compli- 


Volume produc- 
tion of SM-54 
units enable 
Columbian’ to 
pass along sav- 
ings to you! 
immediate de- 
livery standard 
sizes. Columbi- 
an top quality 
throughout 


mentary or contrasting colors. 

Practical, too... the Rancho is easily parti- 
tioned. Big, wide sliding side door is conven- 
ient for hand trucks or for moving portable 
service units into ample storage area. Fire-safe 
installation costs but little .. . no skilled labor 
required. Up in a jiffy on your own foundation. 
Dismantles with 100% exterior salvage for 
moving, if desired. 

Yes... from out of the West comes this new 
sales-boosting, labor-saving design. Lends it- 
self equally well to small or large operations, 
business districts, residential developments or 
the wide open spaces. WRITE today for sizes, 
prices and detailed specifications. 


COLUMBIAN ALL-METAL BUILDINGS 


Low first cost, 
low erection 
cost, low main- 
tenance cost 
Save on ga- 
rages, ware- 
houses, bulk 
plant buildings. 
Catalog lists 
sizes, types 
photos, facts. 
Write today 
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People are talking about a gasoline tax of 20¢ 
per gal. Sounds high, seems unlikely. But it has 
been mentioned 

Gov. Kohler of Wisconsin mentioned the figure 
during hearings on the highway program con 
ducted by the Senate Subcommittee on Roads 
Because Cigaret taxes amount to more than 100% 
speculation arose that gasoline taxes could too 

In Washington, there’s a new movement in that 
direction. Congress ts considering several proposals 
designed to expand the federal contribution to 
highway construction. A serious suggestion is that 
the federal gasoline tax be raised from two to 
three cents per gal. (a 50% hike) 

Ihe highway proposals stress improvement of 
the 40,000-mile interstate highway system as a 
vital part of national and civilian defense. It is 
proposed that 90% of the roads on the present 
system be re-located as limited-access routes, On 
a limited-access highway the state owns the land 
bordering both sides of the road. Commercial 
enterprises must make special arrangements with 
the state to do business there 

Ihe proposal to increase the federal gasoline 
tax is something that affects marketers right in 
the pocketbook. It places a heavy new tax on the 
main product of most marketers. Consumers now 
pay $950 million a year in federal ‘gas’ taxes 
including the tax on highway use of diesel fuel 
4 50% increase hoists the annual cost to nearly 
$12 billion 

Ihe highway plan before Congress also con 
templates drastic increases in state gasoline tax 
rates as well as a higher federal levy 

It is estimated that the existing federal ‘gas’ tax 
ties up 15% of a jobber’s working capital; state ga 
oline taxes tie up additional working capital. Re 
tailers have the same problem 


Ihe state tax—-averaging 5'2¢ per gal. for the 


nation—-plus 2¢ federal tax makes a total average 


levy of 7'2¢ per gal. This ts a sales tax of more 
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editorially speaking ad | 


d the Federal ‘Gas’ Tax 


than 30% [he proposed tederal increase would 
raise that percentage 

If the federal gasoline tax is linked with the 
federal highway aid, there vill probably he 
demand tor refunding or exempting the tax on 
vasoline used off the highway Marketers had a 
taste of collecting and filing federal exemption 
certificates on non-taxable sales of tractor tuel 
naphthas and solvents before Congre relieved 
them of that chore Phat was nothing compared 
to the paper work that an arrangement for federal 
tax refunds on non-highway use taxes would 
require 

Advocates of an expanded highway program 
claim it 1s essential to defense If this is true 
should the program be financed by a gasoline tax 
Or put it this way, why should one product or on 
group of consumers be required to underwrite 
protection that is for the whole country? 

If the real purpose is to improve roads for all 
purposes they serve, let Congress withdraw from 
the field of gasoline taxation. The original exclu 
ive right to that source of taxation could be r 
stored to the late Then the tile could 
their own gasoline tax rates to meet their actual 
highway needs. kor yeat now thi action ha 
heen urged by state legislature the Governor 


conference and many, many private group 





ice Boxes for Eskimos 
A ( anadi in lawm ike I h i 


the Canadian government upply ice box 


to the Eskimos in his Arecti onstituen 


propo ed that 


Ihe Eskimos and Indian hunters need then 
to keep their meat from spoiling durin é 
summer months, he said 

Marketing is only just getting 
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STATION PREMIUMS— 


THEY'RE BIG BUSINESS-estimated annual in- 
vestment of $42 million is more than a third of the 
$120 million 1954 station building permit valuation 


THEY'RE SPREADING -Premiums are reaching 


new areas because they are good volume builders, 
despite efforts to stop them with new laws 


THEY'RE A PROBLEM -If a retai'er gives pre- 


miums his competitors must also or lose volume. One 
jobber calls them “gravest problem” in his state 


NO EASY SOLUTION —Oil marketers need to 


know the facts about giveaways—their customer ap- 
peal and economic limitations. Here's the U.S. picture... 


YREMIUMS at service stations 

including everything from trading 
stamps to mink coats and Cadillacs 
are Carving Out an evel widening 
And growing competition 
is the reason for premiums’ gains, oil 


beachhead 


marketers say 

This spring in Detroit, Speedway 
Petroleum Co, and Big Bear Markets 
have launched the Gold Bell Gift 
Stamp Co-operative, Inc. More than 
200,000) supermarket customers and 
100,000 motorists were given a gift 
stamp book and 100 free 
Mailing pieces were sent to 
250,000 homes near Big Bear stores. 

In Galesburg, Ill, Sears, Roebuck is 
attracting national attention with its 
Four Star Stamp Co. experiment. 
Other merchants in the area, including 
stations, give Four Star stamps. These 


catalog 


stamps 


are redeemable at Sears stores 

In Nashville, Tenn., a Shell jobber 
has mounted a type of roulette wheel 
atop his station pumps. The wheel 


44 


spins while gasoline is being pumped 
If the wheel stops on a letter that is 
the initial of the Customer’s last name, 
he gets the gasoline free 

In Houston last month a private- 
brander gave away a Mexican burro, 
complete with saddle, at each of his 
four stations. He also gives drinking 
glasses and sells nylon stockings for 
59¢ to his gasoline customers. 

In New Orleans, American Liberty 
Marketing Co. gave away three mink 
coats at its stations just before Easter, 
and in Phoenix, Ariz., the Blakely 
private brand chain gives away a new 
car every 55 days. 

Saturation in Oregon—In Oregon, a 
trading stamp paradise, the _ state 
dealer month won 
from state officials a partial anti-stamp 
decree. Henceforth state employees 
who demand trading stamps when pur- 
chasing gasoline for state vehicles are 
in effect accepting a gratuity and may 
be subject to reprimand or discharge. 


association — last 


r 


YOUR - 
} 
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PREMIUMS! 


Oil men say that the use of S. & H 
trading stamps in Portland ts at a satu- 
ration point. It is believed to be the 
most solidly sold by Sperry & Hutchin- 
son of any area in the country. Fran- 
chises are limited to one in every eight 
square blocks. Any time a dealer drops 
his franchise, it is snapped up by a 
competitor. 

Outside of Portland, 
spreading swiftly in upstate areas. To 
combat them a private-brand group of 
dealers participate in a_ state-wide 
offer of a “Free Car A Month.” Other 
dealers have installed merchandise 
cabinets provided by a S. A. Sedlock 
& Co., a promotion firm. Cabinets are 
stocked with jewelry, watches, radios, 
appliances and electric blankets. Cus- 
tomers turn in sales slips showing pur- 
chases of $10 worth of gasoline, which 
entitles them to buy $20 worth of mer- 
chandise for $10 cash 

In the neighboring state of Wash- 
ington, premiums are also increasing, 


Stamps are 
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Giveaway Fever Grips Oil Marketing 


PREMIUM ‘DISPLAY CASE’ filled with scores of coupon premi- 
ums, is on the driveway of Sterling Oil's “Premium Tex 


have not 
foothold. The 


state dealer association hopes to elimi 


although trading stamps 


gained so much of a 
nate premiums by way of a law licens 
ing service stations 


WHY PREMIUMS? 


What makes the premium so attrac 
tive lo 
from the public’s appetite for 
thing for 
apparently 
whether he is really getting something 
whether the 


station customers? It springs 
“some 
Station cus 


analyze 


nothing.” The 
tomer doesn't 
for nothing, o1 
figured 
he buys 


gift” 1s 
into the cost of the gasoline 
It is an easy way for a lot of people 


to get “luxury” items, in the case of the 
trading stamp plans. The trading stamp 
people see very clearly that they are 
offering the customer a chance to ac 
quire a piece of merchandise he might 
not ordinarily buy, through the pain 
less method of incorporating the cost 
in the item 


price of some everyday 
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21-City Report 

Because a clear understanding 
of premiums can mean the dif 
ference between station profit 
and loss for oil marketers 
NPN went after all the facts 

The article on these pages | 
the result of 
ports from 21 cities from coast 
New York, Providence, 
Raleigh Nashville, 
Atlanta, Cleveland, Cincinnati 
Columbus (Ohio), Detroit, Chi 
cago, Minneapolis, St 
New Orleans, Houston, Phoenix 
Denver, Los Angeles, San Fran 
Portland (Ore.), and Se 
[his comprehensive treat 


first-hand field re 


to coast 
Washington 


Louis 


ISco, 
attle 
ment of important oil marketing 
problems will be a continuing 


goal of NPN’s new monthly 


operation 








NEWS 


station in Seattle. Sign in picture at left greets customers as 
they drive to the pumps. Tex” coupons have a cash value of 5c 


Role 


companies have no desire 


Stamp Companies’ Stamp 
to see deal 
ers lose money, or to have 
start 


que stion the 


premiums 
they 
accuracy of the 


price wars. In fact might 
dealer 
vho said a recent San Francisco price 
war was set Off because an Independ 
ent introduced a new giveaway in 
the form ot tree cigarets to Customers 


A ales talk 
trading stamp people is that they fur 


usually advanced by 


nish a way for small merchants to 


compete with large ones. To some 


extent, that argument might seem to 
be upported by an analysis of many 
premium plans collected by NATIONAI 
PETROLEUM NewS tin this nationwide 
that a 
many private-brand oil marketers rely 
offer to bolster 


with the 


urvey. It 18 apparent great 


on premium their 


ompetition major gasoline 
brand 
I he tudy ilso 


brander ale 


that 
the most adept at devis 


how private 


lew of 


ng their own premium plans 
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them have signed with the big trading 


stamp outfits. They use other premi 
ums, Or if they go for stamps, they 
design and print their own, and take 
care of their own redemptions 

It’s the individual major company 
dealers who are most prone to sign up 
with an outside trading stamp pro 
gram 


STAMP ECONOMICS 


Irading stamp plans are simple and 
fairly uniform. A dealer acquires an 
exclusive franchise in a designated 
trading area. He buys the stamps from 
a stamp company that supplies the 
books for customers and later redeems 
the stamp giving merchandise or 
cash 

Phe station-operator buys the stamps 
in pads of 5,000. The cost ranges from 
$12 to $15 per 5,000, depending on 
the stamp company. There are some 
variations, including (1) discount rates 
given to dealers for bulk purchase of 
stamps, (2) the number of stamps cus 
tomers must collect to fill each book 
and (3) the value of redemptions 

Discounts range from $5 for the 
purchase of two $15 pads to nothing 
In some Cases, a stamp company gives 
the customer a page of stamps free for 
a new book after he fills one. The 
1,200 to 
1,500 stamps, depending on the com- 
pany 


Usually 


books accommodate from 


a stamp is given for each 
Thus, a motorist 
who buys $3.50 worth of gasoline will 
get 35 trading stamps 

Value of a completed book ranges 
from $1.50 to $3, customarily redeem 


10¢ unit of purchase 


able in merchandise 

laking a typical case, a dealer may 
buy 5,000 stamps for $15 
5,000 stamps, a customer must spend 
$500. His four books entitle him to 
$10 worth of merchandise 

Sperry & Hutchinson, the grand 
daddy of stamp houses, started in 
1896. (It charges $15 for 5,000-stamp 
pads and services 1,200-stamp books 
of its 35,000 retail clients through 300 
redemption shops.) And 
other stamp 
throughout the country 

The economics of premiums at sta 


lo get the 


there are 


dozens of companies 


tions are simple. A margin of S¢ gal 
1,000 gal. If stamps 
cost the dealer O.8¢ gal., his margin is 
reduced by $8 per 1,000, to $42 

A station doing 10,000 gal. a month, 
without stamps 
of $500 


equals $50 per 


eurns a gross margin 


If stamps attract a 20% increase to 
12,000 gal, the gross margin would 
then be 12 times $42, or $504, or 
practically even with the board 

A 30% 13,000 gal 


increase to 





NPN’s estimate that | S. service 


to $42 million in premiums is based p 


Number of stations in U. S. (from late 
Stations using premiums of all kind 
20% of total stations) 


5 
Yearly gasoline 


primary and secondary 


Congress of Petroleum Retailers) 


(O0.8¢ X §,237,570,000 gal.) 





How $42 Million in Premiums Is Figured 


tations make an annual investment of close 


reports on the premium market Ihe formula 


ensus, 1953 201,444 


volume per station using premiums 
This estimate is higher than the national 
because of the many high-volume stations using premiums 
(One major estimates the yearly average volume of all it 


outlets at &5,000-90,000 gal.) 


otal gallonage per year for stations using 
(40,289 stations X 130,000 gal. each) 


premiums 
Premium investment per gal. (using estimate of National 


lotal U. S. investment in station premiums 


on known statisti ind partly on field 


timated 

4(),2%9 
130,000 gal 
average 


10,000 gal 


O.K¢ 


$41,900,560 








would make the gross margin 13 times 
$42, or $546, for an extra $46 credited 
to stamps. This would be possible only 
if the 30% extra gallonage could be 
handled without extra cost. An aggres 
sive dealer who pushes TBA, motor oil 
and lubrication, might earn somewhat 
more than an extra $46 

While a total jump of 30% in all 
classes of station service might add to 
the payroll, it seems that the sidelines 
offer the dealer the best opportunity to 
come out ahead on premium cost 

A 50% increase to 15,000 gal 
would earn a margin of 15 times $42, 
or $630. Here the $130 additional 
gross might suffer from the extra labor 
needed to handle the larger volume 
It would call for a definite effort to 
exploit to the full the TBA and other 
possibilities 

Where station rental is tied to gal 
lonage, premiums can't pay their way 
until they attract a substantially higher 
volume. For example, if the dealer 
pays I¢ gal. rent, this would have to 
be added to the O0.8¢ hypothetical 
premium cost, Starting with a 5¢ mar 
gin, without stamps, a 10,000 gal. sta 
tion (with stamps) would have to jump 
to 16,000 gal., or a 60% 
order to break even on paper. Any 
extra labor required would have to 
produce substantial TBA and other 
profits to make such a venture worth 
while 

There are many ways dealers seek 
to hold down their premium costs 
They instruct their helpers to give out 
stamps or coupons, or whatever they 


increase, In 


are using, Only to regular customers. It 
may be argued that this is a sound 
effort to induce customers to spend all 
of their gasoline money at one place 
The average car owner splits his busi 
ness, not always evenly, among several 
dealers 


NATIONAI 


Othe: 
tamps, are satisfied to have the sign 
out front, and only give stamps or 
coupons to those who request them. A 
stamp or premium house in a strong 
position in the community takes a dim 
view of such tactics, and in extreme 
cases may withdraw the franchise. 

Any scheme for limiting the dis- 
tribution of stamps or coupons has 
some faults. It does not bring new peo- 
ple into the ranks of stamp savers. A 
service station, like any business, needs 
new customers, and premiums are sup- 
posed to help in converting transients 
to regulars. 

Nevertheless this practice of separat- 
ing customer sheep from goats is wide- 
spread among dealers everywhere. In 
one small town, a dealer has a sort of 
period. Newcomers don’t 
get stamps until they have been steady 
customers for 30 days. That way, he 
figures, he saves money. 

In some areas, there is an abuse of 
stamp-collecting at the taxpayer’s ex- 
pense. When state employees pay extra 
for fuel for state vehicles to get stamps 
for themselves, that’s on the taxpayers. 

“The taxpayer is cheated doubly,” 
commented Dan Lundberg, California 
Petroleum Distributors Assn. secretary 
in his book, The Giveaway Issue 

The employee’s impulse to collect 
stamps, said Lundberg, causes him to 
shop for his benefit rather than for the 
lowest prevailing prices 

Second, the habit 
ployee to ignore opportunities to save 
money because, said Lundberg, “as is 
well known in the petroleum industry, 
stamp shoppers will go out of thei 
way to procure stamps.” 


MAJORS ARE NEUTRAL 


Without exception, major oil com- 
panies refrain from giving any Official 


dealers who sign up for 


probation 


causes the em- 
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opinions on using stamps and premi 
ums. They say it’s the dealer's exclu 
sive province to fix the retail price of 
including any inducements 


to offer 


vasoline 

he may ¢ 
\moneg individual oil men, however 

you will find some arguments on both 


sides. Some condemn all forms of 
trading stamps, or any premiums tied 
to the gasoline price, except for open 
Typical is the 
marketing official 


Any dealer who will offer top notch 


ing day promotions 


comment of one 


service and pay a litthe more attention 
to his customers can bring in as much 
or more business that way than he can 
pull with stamps.’ 

He goes on to say that when he was 
in the field he sat down with the 
dealer and showed him how much 


trading stamps would cost, and 
strongly advised against their use 

Spokesmen for major oil companies 
operating in Oregon have these com 
ments 

Some dealers are paying out $800 
to $900 a month for stamps which 
takes practically all of their profits.’ 

It's becoming very acute—we can't 
see any way out 

Where stations have dropped thei 
use, volume skids 20% to 30% 

Dealers finally did eliminate double 
stamp day, a favorite promotion of 
stamp companies. It was costing them 
$75 to $100 some days.” 

Some mention as a contributing fac 
tor to S. & H. success in Portland the 
support of a local department store, 
Roberts Bros 
time promoted the stamps, and has an 


Ihe store has for a long 


entire department set aside in its main 
store for premium redemption 

In a major company division office, 
don't like 


stamps, and we tell dealers so. But we 


an execulive says “We 


don’t tell them they can’t put them in.” 
Like other major company spokesmen 
he explains that premiums and stamps 
are part of the retail price, and that’s 
an area where dealers have to make 
their own decisions 

He adds: “For some reason it seems 
hard for dealers to realize that trading 
stamps will cost them from 1.2¢ to 
1.3¢ per gal.” (His is the highest esti 
mate of dealer stamp cost NPN un 
covered.) 

In another company the subject of 
premiums is not even mentioned in the 
retail manual. Occasionally it comes 
up in a sales meeting because salesmen 
be able to explain the eco 
plan for 


should 
nomics of any a dealer who 
wants to know, an official said 


We would 
dealer take on a stamp plan It's too 


never suggest that a 


costly, cuts into his margin, and the 
industry as a whole would be better 
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GIANT SOMBRE’.O over “Premium Tex” 


station building is trademark of Sterling 


station. Sale of nine tons of potatoes was recent Sterling promotion 


off without them,” he said Neve! 
theless we have to recognize that when 
stamps are introduced into an area 
the practice spreads like wildfire and 
dealers find they have to go along or 
We've 


evidence that stamps pull,” he con 


lose gallonage seen plenty of 


cluded 


HOW MUCH PULL? 


A private-brand marketer advises 


his dealers to sign up for trading 
stamps in areas where they are popu 
lar. He tells them the cost will run 
0.9¢ gal. and that they should rats 
their price accordingly. His experience 
has been that a stamp franchise will 
boost gallonage for his dealers any 
where from 30-50% 

To illustrate the pulling power of a 
stamp franchise, he cites the case of a 
station where the dealer died suddenly 
Before his estate could be settled and 
a successor installed in the station, hi 
stamp franchise was picked up by a 
nearby competitor. The result was a 
sizable loss in gallonage 

This same marketer comments that 
glassware giveaways are also effective 


Where used 


steadily as a week-end attraction, the 


in pulling gallonage 


almost triple gallonage. One reason 
why glassware is favored by dealer 
he says, 1s that the customer is sure to 
break some, and comes back for re 
placements. But like the stamp plan 
the extra gallonage disappear 
the premium does 


when 


JOBBERS OPPOSE THEM 


“Most oil jobbers do not endors 


premiums with gasoline. Their opposi 
tion in some regions 1s passive, but in 
others they have taken a public stand 


and have sponsored legal curbs. The 


NEWS 


inti-premium teeling 1 trongest in 
Midwest state Ihe Nebraska Petro 
leum Marketet Assn. 1 


extended study of the question 


makin it) 


Oil jobbers in lowa are asking tor 
heavy license fees on stamp compa 
nies. R. B. Ritter, of Ritter & Randle 
Oil Co., Waterloo, sa I believe on 
of the grav 


industry in lowa today ts the roOwiny 


st problem facing the oul 
problem of trading stamps and prem 
ums. It has gotten to the point where 
ilmost every dealer teels he ha 
have stamps or some gimmick 
his product. I have heard of 
ases of stamps being 
wagon consumers in the 
masoline 

Ihe Northwest 
asked for 
from 94,000) to 
but has been told that 
unconstitutional 

Thi ittitud 


Petroleum 


Petroleum 
tamp license fee 
S1O.000 


fornia 
Its member plit down the middle 
on a state law " , premium 
He the dealer n ¢ Worn vho want 


in anti-premium | 


DEALERS FIGHT THEM 


forthright 
hitter int ) tion. John 
Nerlinger 
C onegre ot 
his group 
ind stamp 





—é| industry news 


lamps that cost 0.8¢ gal., on which 
rent must be paid at the rate of I¢ 
gal. 16 4 money-losing deal, he says 

Similar arguments by local dealer 
groups have been effective in some 
areas. As one small town dealer de 
scribes this method I take the time 
to sit down with a man, take a pencil 
and paper and figure it out for him 
We estimate how much extra gallon 
age he can hope to pull, what this 
extra volume will cost him, and how 
much extra profit he will have left 
That usually opens his eyes 

On the legal front, the dealers like 
jobbers, find it’s not so simple to put 
a clamp on stamps and premium 
Laws that have been passed don't 
stand up in court. Those proposed ar 
no better. The only laws that seem to 
tick are those that call for redemption 
of stamps or coupons in cash, or at 
least the option of cash or merchan 
dise. Stamp companies don't oppose 
ich laws, or at least they do not at 
tack them in the courts 


THE LEGAL ANGLE 


A willingness to fight for their rights 
in court is One big reason why trading 
stamp companies flourish. Its hard to 
find any sound basis for a law that 
would forbid a businessman to throw 
in something extra with his purchase 
price. The problem is how to draw the 
line at what is so unfair or deceptive 
as to be against public interest and 
therefore a proper field for exercise 
of state regulatory power 

It’s equally hard to avoid 
legislation, or high license fees, both 
of which are vulnerable in court. Even 
the price sign laws, on the books in 
some states, have no effect On signs at 


‘class 


stations announcing stamps or other 
premium Offers. There is a_ strong 
suspicion that state enforcement of 
price sign laws in general, is luke 
This may be due to the 
practical difficulties, to doubts about 
whether such laws are sound, or to 


warm at best 


lack of strong public support 
Recently a new field of attack was 
tried when New Jersey filed suit 
against Sperry & Hutchinson for the 
value of unredeemed stamps, on the 
theory that it is a form of abandoned 
property. By an old state statute, prop 
erty unclaimed by any 
specified term of years, reverts to the 


owner for 


State. The case has not yet come to 
trial 

The question of unredeemed stamps 
(called “breakage” by stamp compa 
nies) Causes great resentment among 
station dealers. They look upon it as 
a source of hidden profit, unjustly en 
riching the stamp companies at the 
expense of the dealer. It seems un 


48 


boa 














DISHES AND GLASSWARE are favorite premiums with dealers. Customers get them 
in sets or singly and breakage keeps them coming back for replacements 


likely that this can be any great 
bonanza 
competitors, each trying to outdo the 


Ihe stamp business ts full of 


others in premium appeal 

If New Jersey wins its suit, it will 
hardly put a stop to trading stamps 
The stamp companies will have that 
much less to spend on the merchandise 
premiums, state governments will get 
a windfall, but station dealers and 
other stamp users will save nothing. 

Action in Delaware—A recent rul 
ing by the Delaware attorney general 
declared that service stations in the 
state could not legally give trading 
stamps to gasoline customers. A Dela 
ware statute reads: “No rebates, allow 
ances, concessions, discounts or bene 
fits shall be given directly or indirectly, 


sO as tO permit any person to obtain 


motor fuels from a retail dealer below 
the posted price 

The State Highway Department sent 
a letter to all dealers calling attention 
to the law, and to the ruling that 
stamps constitute a violation of the 
law. At the same time the highway 
department noted that it had no au 
thority to forbid dealers giving stamps 
for other goods and service. The law 
applies only to gasoline 

Apparently the ruling was sought by 
dealer groups as a means of stopping 
recent local price wars in Delaware 


ALL KINDS OF PREMIUMS 


But not all gasoline premiums are 
in the form of trading stamps, nor are 
premiums confined to any particulas 
section of the country. Here are some 
of the more unusual premium plans 


Denver—Oil men estimate about 
using trading 
stamps. Other premiums: five bars of 
Ivory soap with 10 gal. of gasoline; a 
set of glassware with each 10 gal.; a 
punch card with a sealed premium 
After $10 worth of purchases the seal 
is broken revealing an award that may 
be gasoline, oil, a lube job, or cash 
up to $25. 

Minneapolis-St. Paul—An estimated 
40% of all stations are giving stamps 
About 15-20% of the 
major brand stations are in on the 
practice. Some stations have double 
stamp days. Even triple stamp days 
have been tried. Erickson Bros., a 
large private-brand marketer operating 
in Minnesota and Wisconsin uses mer- 
chandise premiums. Each’ Erickson 
station features a large Outdoor mer- 


half the dealers are 


or premiums 


chandise display 

Chicago, St. Louts, Kansas City, 
Milwaukee and Des Moines midwest- 
ern cities where trading stamps and 
premiums show a marked increase 
About 40-75% of stations are using 
them. The practice is not limited to 
metropolitan areas. It is prevalent in 
smaller cities also, down to a popula- 
tion of around 30,000. Below that the 
practice slumps considerably 

Chicago The Bulk Petroleum 
Corp. hands out coupons that may be 
redeemed at any of their stations for 
two gallons of gasoline 

Elsewhere: in the state, the Star 
Service Co. issues its Own stamps, one 
for each 20¢ worth of both gasoline 
and motor oil. A book of 50 stamps, 
equal to $10 in purchases, can be re- 
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Bite 
Se ae 


ale Seek 


SIGN of the S&H Green Stamps is a familiar one at service station in all parts 
of the country. Sperry & Hutchinson is one of the biggest stamp companies 


deemed for $1.20 in trade at a Star 
station 
The Martin Oil Co., 


erates in four Other states, has its own 


whi h also op 


stamp plan, and issues them in two 
colors, red and blue. One red one ts 
worth five blue ones. A blue stamp is 
issued for each 25¢ purchase of gaso 
line or oil. A book with the equivalent 
of $25 in purchases is redeemable in 
merchandise on display at Martin sta 
tions. Martin also uses a gold seal on 
the cover of the stamp book. Awards 
under the seal are in varying amounts 
of extra stamps 
St. Louis 
Stamp Co. St 
center of trading stamp activity. And 


Home of the Eagle 
Louis long has been a 
recently it has been the scene of 
chronic gasoline price cutting. Oil men 
say that 30-40% of major company 
dealers in St. Louis handle stamps 

Cleveland It is another Eagk 
About one-third of 
the dealers offer premiums of some 
kind, and a 75% are Eagle 
stamps. Most of the remainder handle 
Merchant’s Red stamps 

Central and southern Ohio— Severa! 
private brand chains run their own 
premium Akron 
and Red Head in a number of towns 
give coupons redeemable in merchan 


stamp stronghold 


vow val 


plans. Benzoco in 


dise. Tower Oil in Cincinnati hands 
out coupons good for cash or products 
at its stations. Verkamp-Withrow 

Fleet Wing jobber 
with a seal covering an 


uses a punch card 
award for 
Most com 
mon award printed under the seal is 


each 100 gal purchased 
five val. of gasoline 
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Another Ohio private brand com 


pany, Bonded Oil of Springfield and 
trading 


C incinnals issues ws own 


) 
Stations 


Stamps at its 32. salaried 
They're redeemable in varying amount 
of cash as printed under a gold seal 
on the cover of the 4-page stamp book 
Wednesday § 


day. In addition to its own brand of 


Every double Stamp 
vasoline and its own trading Stamps 


Bonded sells a private brand cigaret at 


its stations. Driveway signs advertise 


them simply as “Cigarets—17¢ 
Lima, Ohio 
up simultaneously for 


Six dealers who signed 
a trading stamp 
plan. The group sponsored a large an 
nouncement ad in the local newspaper 

Raleigh, N. C.—In recent month: 
everal major brand dealers, plus a 
fuel oil distributor, have signed for 
S. & H The Dixie Vim 
private brand chain hands out mer 
And a 
the out 
rack for its dish pre 


green stamps 


chandise coupons at the pump 
fixture at all Spur stations 1s 
door display 


mitums 
PREMIUMS MOVING IN? 
Atlanta 


premiums arent 


though four 


Atlanta 1s one place where 
doing so well. Al 
Stamp companie are 
Oliciting gasoline outlets, the estimate 

that less than 10% of the service 


kind of premium 


tations give any [ 
Nor have stamp and premium deal 
made much headway tn the large east 
oust cities from Washington to Bo 
ton. Some say it’s because of chroni 
price wars and under-canopy discount 
ng. Others think it 


lepartment tore ind 


hecause leading 


other large 


NPW‘* 


MEXICAN BURRO is one of several given 
away by a Texas marketer 


merchants in these cities have nm ’ 
Sull other 


Opposition to 


popularized trading Stumps 
ittribute it to strong 
lamps by dealer associations IT hy 
‘rroups seek restrictive laws but 
found they have as little force here a 
elsewhere. Their most effective weapon 
is direct personal persuasion 

Rhode Island—-An S. & H. drive in 
recent months ts said to have doubled 

handling 
Providen 


a grocery chain, 1 


the number of merchant 
their green stamps in th 
rea Alma Im 
credited with publicizing the stamy 
to the extent that many servic ta 
tions are taking them on 

And in Pittsburgh, Buffalo, R 
ter, Syracuse and Troy there are 
ports of a marked tncrea in’ servi 
About 


tations in’ Troy 


tation use of trading 
third of the 
> &@ 
opposition from the local dealer 


lamp 
tamps, in spite of 


ation. And several dealer group 
western New York are ponsoring 
iw to bar all premium 
Seattle 
the premium technique are in action 
here Core the Sav-Mor private 


hain which wiv iwi itt 


| 
state | 


Iwo elaborat exampl ol 


brand 


ar a month plu tel on 
lothes dryer 
les. A ustomer is given a numbered 
ticket with each gasoline pul hase A 
held on 


the ticket turned in | the enti 


deep freeze ind b 


drawing ! imonth using all 
hain of thor [her ome opin 
ion that plan ma encounter 
trouble he i e of its lottery feature 
hut so far it é iped attach 


I he other example Premiu 
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lex,” trade name adopted for the new 
est of four 
Sterling Oil Co 
Dootson I he 

haped like a big sombrero 


tations operated by the 
headed by 


main 


James I 
service station 
building 
while the restrooms are in a building 


haped like 


A merchandise display case 


a cowboy boot 
consti 
separate structure on the 
In its 30-fft 
mall premiums 


tule another 
station lot window are 
hundreds of in which 
dishes 


tayved with a 


predominate kach item 1s 


retail price, plus an 


ictual selling price running about 


0% lower, and also the number of 


coupons needed to earn it. Coupons 


are issued at the rate of one for each 
5S val. Each coupon has a cash value 
of Sé¢ becaus Washineton law re 
quires that all coupons be cash-re 
deemab'¢ 

An example of a typical Dootson 
promotion was the recent sale of nine 
tons of potato at 394 for a 10-lb 
plastic-wrapped package. This is not 
since the entire 


strictly a premium 


nine tons were disposed of in one 
week to all comers, whether or not 
they pur hased gasoline 

In nearby Tacoma a dealer calls 
himself facoma’s No. 1 
Station.” He buys 


dise by the job lot and uses them as 


Premium 
premium merchan 


long as they last. A recent item was a 
bamboo grass rake given away with 
every tankful of gasoline 
Houston.—-In addition to Webb and 
his Mexican burros, the Fairway Sta 
tions participate in an automobile give 
away run by a local drive-in theater 
Fairway customers get chances on a 
car with each gasoline purchase. They 
can also get chances at other nearby 
merchants, including other service sta 
tions Drawings take place at the 
theater 
Nashville. A 


given away five new Fords, one every 


fexaco dealer has 


four months. A Pure dealer is offering 
an Oldsmobik In addition five out 
Of six private brand marketers offer 
premiums of some kind. One has his 
own premium store offering “every 
thing from an outboard motor to a 
retrigerator 

New Orleans. — [he 
erty Marketing Co., 
Laster 


American Lib 
sponsor of the 
mink coat giveaway, believes 
in Variety We went into premiums 
with the idea of getting something 
exclusive in the $2 to $4 range to 
attract people to our business,” the 
Some 
were stufled toys and dolls (at Christ 
Easter), steak knives and 


stainless steel silverware. Company is 


officials say premiums tried 
mas and 


now using a punch card system by 
Which customers buy $15 worth of 


SO 





Wrong Thinking 


The fact that station custom- 
ers lose or discard a certain per- 
centage of stamps and coupons 
is a blow to dealers. They are 
irritated that customers regard 
so lightly something for which 
the dealer pays good money 

The head of a local dealer 
group talked with a number of 
his regular customers and found 
these two misconceptions: All 
supposed stamps were of little 
cost to the dealer. All assumed 
unredeemed saved the 
dealer money 


stamps 











vasoline and earn the right to pur 
chase merchandise at wholesale cost 
Billups Petroleum Co., operator of a 
chain in the South, is a big user of 
general merchandise premiums 


AUTO CLUB DISCOUNT 
Although stamps and premiums are 
little used by New York City dealers, 
about 1,100 are enrolled in the Auto 
mobile Club of New York discount 
plan. The group 
0% of the dealers in the city and 


constitutes about 


suburbs. The club says it has a waiting 
list of SOO 

Coupons are sold to dealers in 1¢, 
S¢ and 10¢ denominations. He hands 
them out in amounts equal to 10% 
of the gasoline sale, ex tax. Currently 
that costs the dealer from 2.0¢ to 2.3¢ 
gal. Club members may apply coupons 
on payment of annual club dues, or 
get cash for them if they prefer 

As a counter move, the local dealer 
association recently launched its own 
organization, the Majestic Auto Club 
It is a Co-Operative 
owned jointly by dealers, garage men 
and car owners. A 10% discount plan 
will be offered, plus emergency tow- 
ing, trip routing and other services 


CALIFORNIA STRONGHOLD 

Practically all Known varieties of 
premiums, stamps and other giveaways 
have been given a whirl in California 
In the San Francisco Bay area, about 
SO% of all stations give stamps. An 
other 10% use other types of give 
aways 


venture, to be 


In addition to the conventional trad 
ing stamps Californians have given 
premiums some new twists 

e The King Regal have 
their own stamps, given at the rate of 
a stamp for each gallon of gasoline 
A book of 50 stamps entitles the cus 
tomer to a wholesale price (or slightly 
higher) on 


stations 


jewelry, auto accessories 


NATIONAL 


and other each 
Regal station. 

That’s only the start. Regal stations 
also give away a pearl necklace free 
to lady customers and offer nylons for 
59¢. With each 50¢ purchase, custom 
ers get a ticket for the monthly draw 
ing on a new Cadillac, TV sets and 
Also 18 merchan 


goods displayed at 


major appliances 
dise prizes worth $170 are given away 
each month by each Regal station 

e A Hancock dealer with two sta 
tions issues a punch card tmprinted 
with a green shamrock and the trade 
name “Murphy’s Save Serve.” A com 
pletely punched card represents pur 
chases of 100 gal. of gasoline and is 
good for $1 on anything sold at the 
stations. To the customer the card 1s 
equal to 1¢ gal. discount 

e In some communities neighbor 
hood merchants have set up reciprocal 
stamp agreements. Thus, one Shell 
dealer belongs to the Balboa Mer 
chants Assn. which issues its own Gold 
Bond stamps. The stamps are redeem 
able for the goods and services of any 
of the 40 member Members 
will also redeem any other stamps is 
sued by any of their members. Thus if 
Thrifty Shoppe: 
stamps at the hardware store, he can 
cash them in at the Shell station. In 
cluded in the group are a barber shop, 
grocery, hardware store, dime store 
pet shop, cleaner, beauty 
furniture store B 


stores 


a customer received 


salon and 


The Giveaway Issue. By Dan Lundberg. 
94 pages. Murray & Gee, Inc., Culver City, 
Calif. $50. 

A study of the use of premiums in 
merchandising of oil 
made for the California 
Distributors Assn. by its 
secretary, Dan Lundberg 
premiums merchandising is a 
issue in California, the 
published the study, calling it 7he 
Giveaway Issue. 


products was 
Petroleum 
executive 

Because 
lively 


association 


Ihe book contains a comprehensive 
rundown of types of giveaways and 
stamp plans being used in California 
It examines the nature of premium 
competition and discusses the pros and 
cons of giveaways 

The association adopted a neutral 
stand on a state assembly bill seeking 
a ban on discount practices at service 
stations. Copies of the book were given 
to legislators as “background.” Al 
though this neutrality is expressed in 
the summary, one can read an infer 
ential condemnation of premiums into 
the text. 

The book is a useful reference work 
for oil men with a voice in merchan 
dising practices of their companies 
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40 Jobbers Take On Co-op Gasoline 


Kent Oil Co., Kansas 


private-brand jobber, is 


distributing oil products 
of Consumer Co-operative 
Assn. to Kansas and 
Nebraska Independents 


who will fly the Falcon flag 


by LEONARD CASTLE 
Midwest Editor 


The Kent Oil-Consumer Co-opera 
tive alliance is something new in 
Kansas marketing 

e For the first time, Consumer will 
market openly through non-co-opera 
tive channels, sometimes in competi 
tion with local farm petroleum co-ops 

e An Independent marketer in 
Salina, Kan., who for years purchased 
his supplies from Independent refiners 
in Kansas, Kent will promote the sale 
of co-op products to the motorist 

Who’s in Charge—CCA created the 
Falcon emblem specifically to identify 
co-op being marketed 
through non-cooperative 
Heading the newly 
division of the Cooperative Refinery 
Assn., a subsidiary of CCA, is Joe 
S. McKenney, who joined CRA last 
summer after 18 years with Sovereign 
Service, Inc 

Working with McKenney in pro 
moting the Falcon brand is youthful, 
dynamic Robert A. Kent, who, with 
his father, Rex Kent, heads the Kent 
Oil operation 


products 
channels 


formed Falcon 


JOBBER AID 

Falcon and Kent Oil will provide 
their jobbers with painting 
credit maps and sales pro 
motion material. Falcon stations will 
accept the credit cards of all oil com 
panies. Collections will be handled 
through the Kent headquarters 

As the supplying company, Kent 
will use its transports to make deliver 
ies to jobbers from CRA’s two Kansas 
refineries at Coffeyville and Phillips 


signs, 


cards, 
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burg. Kent, quoting delivered prices 
will save On transportation costs, since 
transport haul will be 
vithin a radius of 80 to 100 miles of 


the average 


the refineries 

Falcon products will not be sold 
directly to commercial consumers 
[his business will be left entirely to 
the jobbers 

Ihe jobber’s prices are his own 


* says Bob Kent, ‘ 


we won't sell to price cutters. We have 


business, except that 
only one price, no matter how much 
they buy from us. Our contracts will 
be written on the prices the day of 
delivery, based on the Wall Street 
Journal.” 

Iwo important economic factors 
were responsible tor the new market 
ing arrangement between CRA and 
Kent Oil 

Co-op Seeks Market-—-CRA found 
itself with an oversupply of product 
marketing 
with refinery output, and CRA was 


Co-op hadn’t kept pace 


in the untenable position of being 
forced to look for channels of dis 
tribution outside its own organization 

Jobbers Need Supply Drastic 
hanges were taking place in the posi 
tion of refineries in 


Kansas 
I hree 


Independent 


Independents closed down 


NEWS 


™ 


Bay at McPherson, Barnsdall at 
Wichita and Shallow Water at Garden 
City [his meant that three 


brand marketer 


upply 

source for privat 

were cut off 
Ihree other 


merged with othe 


Independent refiner 
ompani I hese 
merge! were Derby and Colorado 
Gas and Fuel, Kanotex and Anderson 
Prichard and Champlain imal othe 


Chicago ( orp 


BIRTH OF FALCON 
(CRA’s first break in it 
policy of marketing only through co 


traditional 
ops came in 1953, when it signed a 
contract to supply Kent's gasoline re 
quirements of 10,000,000 gal. a year 

This was a highly 
rangement for Kent, because of the 
proximity of the Coffeyvill ind 
Phillipsburg refineries to Kent's mat 


Satistuctory af 


keting territory 

At the same time, Floyd Miles, then 
director of bulk ales for CRA, got 
the idea of developing — the Fal 
con trademark to distribute gaso 
line through non-cooperative In 
dependent 

Miles called Bob Kent to Kansas 
City in March, 1954, and asked what 
he thought of the idea 

Kent could 


numerous problems 
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BOB KENT helped set up Falcon line, 
will aid in promotion 


and objections, unless a thorough 


selling” job was done He was 
convinced that co-op products didn't 
have general acceptance among In 
dependent marketers, and that they 
would be hard to sell regardless of 
the name that was used. And he 
didn’t like the prospect of 
supplying company entering the Kan 
sas field 

Why wouldn't it be a good arrange 
he suggested, for Kent Oil to 
take over the distribution of Falcon 
Kent Oil was 
known and accepted among Kansas 


another 


ment 


to jobbers? widely 


marketers 


OBSTACLES 
But it was necessary to determine 
whether Kansas 
sold on co-op products. And _ there 


jobbers could be 


JOE S. McKENNEY is boss of CRA’s newly 
formed Falcon division 


§° 


was the question of whether local 
farm co-ops would object too stren 
uously to the distribution of co-op 
products through Independent jobbers, 
sometimes in competition with them 
selves 

At this point, CRA brought in Joe 
McKenney. He and Bob Kent went 
into the field to sound out jobbers 
[hey made up a list of 50 selected 
jobbers—the oldest, soundest and best 
known in the area, both major com 


pany and private brand 

Only The Best—"“We avoided the 
second best, and the price cutters,” 
Kent recalls We didn’t want any 
dogs.’ We decided at the start that 
if we couldn't get the best in a par- 
ticular area, then we'd give up the 
whole idea 

Offering 
chises in each jobber’s territory, Kent 


exclusive kalcon fran 


REX KENT, with son Bob, heads Kent Oil 
Co., which will market Falcon 


and McKenney quickly signed up 18 
or 20 jobbers. This convinced them 
that there was a place in the Kansas 
market for the Falcon co-op gasoline 

Meanwhile CRA had encountered 
little Opposition to the Falcon plan 
among the local co-ops, and had given 
its final approval to the project 

In the following months, Kent Oil 
and CRA’s Falcon division worked 
program. It 
was not until this Spring that they 
were ready to install the Falcon signs 

Ihe new emblem depicts a golden 
falcon in flight. The name 


out details of the new 


“Falcon” 
appears in white letters over a green 
background for regular gasoline, and 
over a red background for premium. 
Motor oils and greases are slated for 
distribution later, also under the sign 


of the Falcon = 
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DuPont Finds Stations 
Work 100-Hour Week 


Ihe average service station 1s open 
100 hours a week—14! 
weekdays and 13'2 hours on Sunday 


hours on 
says the latest station survey by 
DuPont Co.'s Petroleum 
Division. Gasoline sales are highest 


Chemicals 


between 4 and 7 p.m 
Ihe 2,633 


said 


dealers surveyed also 


e A station owner or lessee works 
72 hours a week 
e Two-thirds of the 
most of their business from neighbor 
hood people, with 16% depending on 
transients. The rest reported an equal 
split 


Stations gel 


Prompt and efficient service was 


named by 19.8% of the dealers as 
their greatest gasoline sales asset. Oil 
company reputation followed with 
18%, triendship with customers with 
17.7% and location with 16.8% 
[his matches a previous DuPont 
survey on motorists’ buying habits 
77% of dealers 
would 


get oil company credit cards. But the 


Ihe survey shows 
wish persons wanting credit 


previous survey shows customers don't 
get cards. It revealed that only 12% 
of U.S. motorists hold cards and more 
than 25% have charge accounts at 
local service stations 


14 Companies Support 
Market Report Program 


Fourteen major and Independent 
oil marketing companies are backing 
the Oil Heat Market Reports’ survey 
program, according to Robert Gray, 
OHMR director. Oil Heat Market Re- 
ports will attempt to evaluate the oil 
heat market potential by cities and 
regions, letting each company decide 
what funds it will spend to develop 
and promote oil heat in its specific 
area (see NPN, April ’55, p. 132). 

The companies that have contrib- 
uted more than half of the $75,000 
Market Reports plans to spend annu- 
ally for the next three years are 

Esso Standard Oil Co., Cities Serv- 
ice Co., Gulf Oil Corp., Sinclair Re- 
fining Co., Atlantic Refining Co., 
Socony Mobil Oil Co. (formerly 
Socony-Vacuum Oil Co.), Shell Oil 
Co., and Standard Oil Co. (Ohio), 
Maritime Petroleum Corp., New York; 
Coastal Oil Co., Newark, N. J.; Para- 
gon Oil Co., Brooklyn; Hartol Petro 
leum Corp., New York; American 
Mineral Spirits Co., Chicago; and 
Republic Oil Refining Co., Pittsburgh 


PETROLEUM NEWS ¢ May, 1955 





May, 


1955 


NATIONAI 


CHAIRMAN M. M. BECKES, of 
Socony Mobil Oil Co 
Socony-Vacuum Oil Co.), has 


all phase 


(formerly 


gained experience in 
of marketing during more than 
30 years in the oil business. A 
graduate of Purdue University 
with a chemical engineering de 
gree, he joined Socony in 1944 
He heads the 


domestic 


company’s new 
marketing operation 
department in New York City 
His background has familiar 
ized him with the fields of spe 


cialized subcommittees 


VICE-CHAIRMAN P. W. ENGELS 
of Shell Oil Co. has a_ back 
ground in mechanical engineer 
Shell in 1922 


working as a draft 


ing. He joined 


and, after 
man in production and refining 
moved to 


marketing engineer 


ing. He was named assistant 
manager of marketing 
tions in 1940 


York City. He 


tions 


opera 
located in New 
became 

Shell's 
1952. He 
is heading a study of past work 


opera 
manager for mat 
keting department in 


in industry Operations 


SECRETARY R. A. NILES has spe 
construction 
Standard 


(Indiana) in 193 


clalized in engi 
neermyz since 
Oil Co 


Starting as a 


poring 


construction in 
pector, he held the post of con 
struction superintendent at val 
1Ou pots in the held organiza 
tion. He 


the construction engineering de 


became manager of 
partment when that department 
1947. He be 
Society of 


and 


was organized in 
longs to American 
Construction Engineers 


Western Society of Engineer 


WALTER J. TALLEY 
his first job with Pure Oil Co 


of Chicago took 


ycal azo a i warehouseman al 


Wilmington, Del. He now ts oper 


itions Manager of the company 
marketing division. In the 
held 


in the field and served 


yeal 
between, he marketing oper 
auions post 
as vice president and president of 
Allen Corp., a Pure 
ubsidiary. He took his present 
1954 


Petroleum 


position in 
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New API Group to Study Oil Operations 


Il MARKETING promises to become a more effi 
© cient business if plans of American Petroleum Insti 
tutes new Operations and Engineering Committee are 
carried out 


The 


tion projects to study possible standardization of certain 


group, formed last year, already has set in mo 


service station, bulk plant and terminal operations and 
And it 
and investigate new trends that may help stream 


equipment plans to analyze operational prob 


lems 
line the industry 


Here are some subjects that are up for possible con 


when the committee lays out tts 


Marketing 


ideration 
at the 
in St. Louts 
e light fill 
tations 


program 


mid-year Division meeting May 23-25 


connections for bulk delivery at service 


bulk 


with the possibility of recommending changes 


@ Codes and regulations affecting plants and 


terminals 


@e Study of the possibility of standards on sizes of 


ervice station storage tanks and fill connections and 
attachment 
® Specification on 
terminals and bulk plants 
e Remote 


@e Study of 


methods of 


piping Valve ind fittings at 


pumping at service stations 


uniform codes 


building 
bulk 


e Uniform color coding of pipes at plants and 


designat 
e [rends in 


tations 


terminals to product 


electrical plugs and outlets at service 
ubjects 
group Advisory 
headed by M M 


hairman of the 


[hese are some of the that emerged during 


Ihe 


Socony 


Subcommittee 
Beckes ol 
submit its 
ommiuttes it St 


meetings of the 
idivisory group 
parent committee will 
recommendations to the tull Lou 


The committee jurisdiction covers problems of con 


field 


other 


falls 


and any 
that 
operations 

tude Mill be 


truction 
in the 
the heading of « 
Some of the 
taken by the 
bulk plant 
High points of the meeting thi 
for May 24 at the Chase 
of papers by 


equipment 
end of the 


proce dure 
marketing industry 
ngineering Of 
under 


most exhaustive 


ubcommittec oncerned wi 
tion ind terminal 

month, scheduled 
Hotel, will be presentation 
members——-R A. Nile 
Standard Oil Co. (Indiana), on service station lighting 
and R. W. Hird, Continental Oil Co pumping 
at service stations. J. A. Winger of The Texas Co 


ommittec objective ind plan 


two committee 
remote 
will 


ew the 


R. McCOY | in architectural 
of Oklahoma A&M. After 
in World War IL, he 

d to A&M to work on the 
iff, supervising state col 

He joined Mid-Con 

Cory 1952 


ding 
nt Petroleum 
northern division onstruction 


rintendent and became gen 


onstruction superintendent in 
He handles bulk 
' 


sation ynstruction 


plant and 
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K. W. BIRKIN, chief engineer for 
the motor 
Sinclair 


company 35 years ago 


vehicle department of 
Refining Co., joined the 
He began 
in the motor vehicle department 
transferred to terminals, then re 
turned to motor vehicles in 1933 
During his terminal days, he man 
aged Sinclair’s installation at Jack 
headed all Florida 
terminals and managed the harbor 
plant at Tremley Point, N.J 


sonville, Fla., 


JOSEPH A. WINGER began as a 
draftsman with Indian Refining Co 
in 1922 and was engineer of service 
station properties when the firm 

acquired in 1931 by The Texas 
Co. He then 


and construction superintendent at 


became equipment 
Indianapolis, later taking charge of 
operations there. After World War 
Il service with PAW, he returned 
to ‘Texaco, 


becoming operation: 


manager of domestic sales in 1954 


GEORGE T. RYAN, in his 40 years 
with Gulf Oil Corp., moved up 
from clerk-bookkeeper in the Pitts 
burgh sales department through 
various sales and operations posts 
to become director of operations 
for the domestic marketing depart 
ment in 1954. One of his duties 
is to make policies to provide ade 
quate inventories of oil, TBA and 
bulk plants 


and other distribution centers 


specialty products at 


HAROLD G. COOPER, now market 
ing facilities representative’ of 
Union Oil Co., 


in 1923 as a field engineer 


joined the company 
Seven 
years later, he was assigned to sales 
construction in the Southwest, mov 
ing to head-office marketing in 
1944. In his present post, he for 
mulates standards for retail and 
wholesale marketing facilities and 
operating and maintenance proce 


dures 


CARL A. BALLINGER, assistant retail 
sales manager, operations, for Ohio 
Oil Co., 
and auditing end of the oil busi 
ness. He joined Ohio Oil in 1929 
and moved to the general office in 


began in the accounting 


1935 as a marketing accountant 
Ohio 
manager in 1937, 


He became district office 
assistant to the 
retail sales manager in 1944 and 
took his present operations post in 


19S] 


CARL T. HELLSTEN spent nine years 
in the automotive and oi] business 
before joining Cities Service Oil 
Co. (Pa.) in 1932 as superintend 
ent of the truck transportation and 
technical service department. He 
erved as plant superintendent at 


Long Island City and superintend 


ent of operations for the New York 


district. He was 
during World War If and became 
superintendent in 1946 


airports manager 


operation 


R. W. HIRD, who holds a degree in 


mechanical engineering, joined 
Continental Oil Co. as a service 
station salesman in 1934 at Denver 
He held sales 
Ponca City, Okla., then moved to 


Houston in 1950 as administrative 


operations posts at 


assistant to the vice president in 
charge of marketing After 

Korean War military leave, he be 
came assistant director of market 


ing operations in 1954 at Houston 


A. F. LARBERG joined Skelly Oil 
Co. in 1927 after experience in the 
engineering and mechanical depart 
ments of a Kansas City, Mo., resi 
dential construction firm. He now 
serves aS superintendent of con 
struction and equipment. During 
his tenure with Skelly, Larberg has 


directed warehouse, bulk storage 
and office building projects, includ 
ing a $1 million marketing head 


quarters addition now underway 


Cc. J. BOLTON, holder of a Master 
of Science from the Uni 
versity of Florida 
Oil & Refining in 1931 as a stenog 


rapher in the pipeline department 


degree 
joined Ashland 


He transferred late that year to 
marketing and has served as office 
manager, Operations manager and 
merchandising manager, becoming 
marketing division manager in 
1943. He is a veteran of local and 


state PIC groups 


FRANCIS R. WASHINGTON joined 
Esso Standard Oil Co, in 1930 as 
a service station salesman in Mary 
land. He held various sales posts 
in Delaware and Virginia. He be 
came Washington, D. ¢ district 
manager in 1938 and operations 
manager of the Baltimore division 
eight years later. He transferred to 
New York City in 1953 as opera 
tions manager of the marketing 
department 
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J. W. H. MENCKE, a mechanical en 
joined Tide Water 
ited Oil Co. in 1926 as 


superintendent after a brief career 


gkineer, Assoc 


marine 
aS instructor at his alma mates 
the University of 
School of 


transferred to sales 


Pennsylvania 
Engineering. Later he 
becoming sal 

operation 1946 It 


1954 he 


manager in 
took 


manager of the 


Over as engineering 


eastern division 


marketing department 


WILLIAM KEEN has spent 45 years 
with At 
lantic Refining Co. of Philadelphia 
He started as a clerk in Atlantic's 
Philadelphia 1907, 


in accounting and sales 


office in later 


serving aS assistant sales manager 
New Eng 
1948, he wa 


chosen to head the company’s new 


in Providence and the 
land region. In 
ly formed sales operations division 
of the 


keting region: 


in charge six domestic mar 


GILBERT B. DICKEY, JR., 32 
president of 
Nashville 
company’s 5§ 
the Nashville 


ident and owner of 


year-old 
American Oil Co. of 
lenn., supervises the 
service Stations in 
areca He also Is pres 
American Tire 
which sell 
American Oil 


a general oil marketing 


ind Recapping Co., 
IBA to 
Dickey ha 
background and has 
iffair He presi 
Tennessee Oil Men's Assn 


Stations 


been active in 
industry 


dent of 


now 1s 


CLARENCE F. REINHARDT, 


co-ordinator of Phillips Petroleum 


project 


Co engineering department, ha 
an oil marketing architectural back 
ground that go back to 192% 
when he joined Phillips as a draft 
Reinhardt ha 

tank and 
Phillips, 


new Adams Building, which houses 


man designed pipe 


line torage building 

projects for including the 

home-office 
Okla 


many of the company 


per onnel in Bartlesville 


J. E. NILAND, chiel 
Humble Oil & Refining Co ale 
department, ha 
work 
engineering. He 
1927. Niland has 
of API's 


Fire 


engineer ol 


extensive 
in fire prevention and safety 
Humble ir 


member 


done 


joined 
been a 
Central Committee on 


Protection since 1939 and | 
chairman of the Houston Chamber 
of Commerce Fire Prevention Com 
degree in 


mittee. He holds a 


mechanical engineering 
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FRED H. PODMORE, 
onstruction and 
Richfield Oil ¢ orp.’s 
held 


company sit 


manager of 
maintenance tor 
department, has that same 
position with the 


he joined it in 1938 Former! 


ndent of t 
properti lor Rio 


Co from 1929 to 


i superint mark 


Crrand 
Podmore has been a_ licensed 
mechanical California 


ince 1937 


engineer if 


A. B. CARMITCHEL, manager of con 
struction, maintenance and real 
estate for the sales department o 
Standard Oil Co. (Ohio), had 
years of structural engineering 
Sohto 


three 


perience before 


1929. He 


truction 


joining 
worked for 

firm ind the Cut 
( leveland, moving to Sohio a I 
estate 
intendent. He wa 

19S] 


and construction field supe 
ippointed to hi 


present job in 


PHILIP R. CRIPPEN, JR., is & parine! 
with Roy J. [Thompson in Apex 
Motor Fuel Co., one of Chicago 
largest Independent distributor 
vice president and secretary. Son ot 
original 
Apex a 
after hi 


hool in 192 


one of the incorporator 
porn d 


hortly 


( rippen 
alesman 
tion from high 
head Ape \ 
and is president of the [lino 
troleum Marketet Assi 


gasoline opera 


BLATCHLEY of | 


ind eng 


GEORGE E. 
more 4 construction 
ralist I managing 

or marketing of Ame 
He joined the 


a drattsmat with ¢ 


Oniy 


construction and engi 
He rose to chief 


1941 and moved 


engine 
into his 4 
1952. He 1 i 

prot 


job member 


everal ional engin 


ind architectural societs 


Cc. W. SCHNEIDER 


president and director 


tions tor Standard Oy ¢ 
tuck 1944 He h 


| property 
terminal 
cts plant and terminal opera 
A native of Louisville and 
vy veteran of World War I! 
Schneider Kentucky Stand 


ard 40 years ago as a stenographer 


joined 


marketing 





= Some marketers fear an @ 


of gasoline this season 


= Majors are.getting set.te 
leadership in’ s ret 


« Premiums are 


gasoline customer 


= Price spread between private and 


major gasoline brand is a sore spot 


# Unbranded jobbers can get product 
cheaply from the many small refiners 


By MARVIN REID 
Southwest Editor 


LL these problems are potential 
l fuses in the explosive Texas re 
tail marketing situation as the tourist 
season gets under way this month 
And most of the dangers were present 
and contributed to the price wars that 
blazed in 1954 

Ihe two factors that worry Texas 
marketers the most, and the two they 
can do the least to prevent, are the 
threat of topheavy gasoline stocks, 
and the almost certain battle between 
ut least two major companies for top 
rating in retail gasoline sales. 


THE GASOLINE BOGEY 


In 1954, marketers laid the blame 
for price cutting on the oversupply of 
gasoline. This in turn, they 
caused some refiners to 


said, 
“dump” ma 


terial at below-market” prices to 
some jobbers who were willing to pass 
the reductions on down to retailers 

Going into the spring and summer 
season this year, there is a difference 
of opinion among Texas marketers as 
to whether or not they are again faced 
with an oversupply 

Some say there is too much gasoline 
Others, however, say stocks on hand 
are fairly large, but not too large in 
view Of an anticipated national in- 
crease in demand of 3 to 5%. They 
think the Texas increase will be this 
much or more 


BATTLE OF THE GIANTS 


Some jobbers fear the most trouble 
will come from the anticipated fight 
between major companies for “leader- 
ship” honors 

One major is believed to be laying 
the groundwork to challenge Humble 


NATIONAL 


industry news —fj 


il clubs among 
Jers is being 
id price wars 


and other premiums to 


ine prices in line 


ers are being told that trying 


much margin leaves them open 
rcutting by competitors 


Oil & Refining Co., which has held 
the lead in reported taxable motor fuel 
sales for the last few years. 

According to reports from jobbers 
and commission agents, this company 
has converted about 450 of its inde 
pendent dealers from leased operation 
to a retail commission basis. 

This way, marketers say, this com- 
pany will be able to set its own retail 
prices. Regardless of how low or how 
high the retail postings are, the dealer 
will get a fixed commission on each 
gallon of gasoline he sells. 

The talk in the beginning indicated 
that this was being done to meet low 
postings by private brand operators. 
But later reports indicate that the com- 
pany eventually plans to post a retail 
price for regular no higher than 
Humble does. 

Humble stations, especially in larger 

(Continued on p. 59) 
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New detergent gasoline discovery 
...greatest gallonage builder ever! 


it’s here! It’s proved! 


——s 


ETHYL with ICA’ 


POWER TONIC 


drives out engine dirt 


Results of this great, new detergent gasoline are so 





Ashland Ethyl with ICA Power Tonic will 


good, you can count on customers driving by other 
] Restore engine power because both old de 
stations to get it al yours. posits and everyday driving dirt go out the 
exhaust pipe 

Tested hundreds of thousands of miles, this ICA Prevent pre-ignition and knock 


Prevent spark plug fouling 
POWER TONIC detergent gasoline not only drives 
Start faster 


out today’s engine dirt while you drive, but actu 
? ‘ Give you livelier pick-up. 


ally rids the engine of Gangerous deposits your car Stop gasoline waste 











has been accumulating in years of driving. 
Brand of Ignition Control Additive 


CAN ANY ALERT INDEPENDENT PASS UP SUCH A GOOD BET? 


ASHLAND OIL & REFINING COMPANY 
Home Office: Ashiand, Kentucky 


ALTON, ILt 616 -. Broadway; BUFFALO WY £00 Ellicott Square, CHICAGO, ILI 17 ) Michigan 
Ave . CINCINNAT 1402 Fed Reserve Bank, CLEVELAND O jtandard Bidg . DETROIT, MICH PO 
Box 6025; EVANSVILLE NI 2500 Broadway, FINDLAY PO. Bow 210, LOUISVILLE, KY 


5 Dumesr NASHVILLE TENN — Main. PADUCAH KY PITTSBURGH PA Jil Park Bidg 
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Gafill Oil Company 


largest independent jobber celebrates 
40 years, all of them with Mid-Continent 


From the Gafill Scrapbook 


J. BRUCE GAFILL, SR., headed 
the Gafill Oil Company for 36 
years from May, 1915 until his 
death, August 1, 1951 


PRESIDENT of the Gafill Oil Com 
pany today is J. Bruce Gafill, Jr today 
He started with the firm in 1930 
as a service station supervisor 


From just one gasoline pump and a small frame 
building, the Gafill Oil Company has advanced to 
a comfortable forty years of age and grown to more 
than 200 service stations. 


It’s a tribute to the business skill of the late 
J. Bruce Gafill, Sr., and J. Bruce Gafill, Jr., that 
the Gafill Oil Company has become one of the larg- 
est independent petroleum distributors in the U. S. 


Tulsa, Oklahoma Waterloo, la 


Chicago, III 


THIS BUILDING was the humble 
start of the Gafill Oil Company 
Here, in South Bend, Indiana, he 
began selling gasoline in 1915 


TYPICAL GAFILL service station 
There are more than 200 
like these in Gafill’s 2-state terri- 
tory of Indiana and Michigan 


THIS TRUCK was one of the 

to serve Gafill customers 
hardly a fit companion for Gafill’s 
modern fleet of transports. 


DELIVERING to Gafill stations, a 
fleet of highway transports keeps 
D-X and Diamond Products flow 
ing to Gafill customers 


And it’s a tribute to the people of D-X and D-X 
products to have been associated with the company 
for forty years. 


“D-X has bent over backwards to help us succeed,” 
says Gafill president, J. Bruce Gafill, Jr. 


“T can’t imagine a happier business relationship 
than ours. D-X products and the character of the 
Company are unsurpassed. As far as we’re con- 
cerned, it will always be Gafill and D-X.”’ 


Write for complete information about the D-X franchise. 
Mid-Continent Petroleum Corporation, Box 381, Tulsa, Oklahome 


Omaha, Nebr 
Madison, Wis 


Terre Haute, Ind 
Minneapolis, Minn 
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(Continued from p. 56) 

cities, generally have sold regular gaso 
line 0.5¢ under other major brands, 
when conditions were “normal.” 


THE QUALITY RACE 

Then there is the problem of what 
small, independent 
with their products, if they can’t man 
ufacture gasoline meeting the specifi 
cations of major refiners 

Rising quality already has placed a 
heavy burden on these smaller com 
panies. If they cannot make quality 
material to sell to major companies, 
then they must either shut down, o1 
sell to unbranded operators at lower 
prices than the other companies 

Since these independent companies 


refiners will do 


are scattered over the more heavily 
populated parts of the state, they pre 
sent a nearby 
private-brand jobber 

He is able to build stations and sup 
ply them direct with his own transport 
trucks, so he has no bulk plant over 
head. Thus, he ts generally able to lay 
products into his stations at less cost 


supply source for the 


and sell it cheaper 


PRICE SPREAD WOES 


If he is able also to save more 
money by buying from the small re 
finer under the 
prices, then he can cut his retail prices 
further 


These two things 


majors’ wholesale 


savings in Ove! 
enabled the 
private branders in 1954 to post prices 
in some 
under major brand dealers 
when the trouble started. 
Since then, the private 

have their 
and the major dealers have dropped 
Most marketers seem to 
believe there shouldn’t be 
2¢ gal 
brand prices 


head and cost of product 


Texas cities 5¢ to 6¢ gal 
That's 


branders 


increased postings some, 
theirs some 
more than 
between major and_ privat 

How long they can keep it this nar 
row, if “cheap” gasoline is dumped on 
the market this spring and summer 
may be the answer to the price war 


question 


TROUBLE WITH PREMIUMS 
The use of premiums has also been 
marketers 
Whether he is actually losing sales o1 
not, most dealers seem to feel that if 
their neighbors are giving trade stamps 
or other premiums, they are taking 
away Customers 


a headache for Texas 


For the most part, the private brand 
stations in the state go in more for 
“give aways” than do the major brand 
stations. 

To combat premiums and low 
prices, the major brand stations have 
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stressed service and quality products 


(For nationwide report on station 


premiums, see p. 44.) 


DEFENSIVE MEASURES 


Steps are being taken to avoid what 
happened in 1954 

Ihe Texas Service Station Deal 

has promoted dealer meet 

ings to talk over 


ers Assn 
problems These 
meetings are designed to show station 
operators that everybody loses in a 
price war 

Marketers think that through such 
Houston was spared a wat 


in the fall of 1954, when a few major 


mectings 


brand stations cut prices to meet low 


postings of private brand operators 
Instead of all joining in, Houston 
dealers met and decided they could 
not reduce their price unless there was 
an Outright reduction in gasoline tank 
wagon price 
Ihe idea of forming local oil 
clubs in various cities has been pro 
moted, where jobbers, agents and deal 
ers can get to know each other and 
each other's problems. Those promot- 
ing this idea believe such clubs will 
be a help in avoiding price battles 
Action has taken 


heen against 


A Startling 
Developmen 


POWER 


VERTICAL TAKE-OFF 





STRAIGHT-IN SUCTION 

with NO CHECK VALVE 
MEANS — 

SAFETY —No dangerous high 


pressure from confined, heat ex- 
panded liquid. 


DEPENDABILITY Always ready. 
Arctic cold or desert heat — No 
priming failures. 


SAVINGS — Fewer parts to main- 
tain and service. 


industry news fj 


trade and other premiums 


Their opponents want a levy of 20 


Stamps 


on the derived trom 


premiums 


gross receipts 
Marketers generally believe 
that will either force dealers to quit 


using them, or adjust their gasoline 
prices to offset premium costs 

But in the end, marketers say the 
state’s future retail conditions again 
will hinge for the most part on the 


gasoline stock picture 


DEALER MARGINS 


There is One other thing major com 
panies and their jobbers and agents 
are trying to do, and that is show thei 
dealers why they shouldn't try for too 
much of a margin 

High 


privat 


what caused 


branders to move into some 


postings were 
towns for the first time a year or so 
not content with a S¢ or 
5.5¢ between the tank 


selling 


ago. Dealers 
wagon and thet 
were rctting in 


price some 


cases as much as 7¢ gal. or highe 
The private branders started posting 


prices S¢ or 6¢ unde brands 

Now, those dealers in towns not hit 
in 1954 have 
happen, if they 


about margin s 


T OY series 
CENTRIFUGAL PUMPS 


THAT PRIME | 


FOR HANDLING 
PETROLEUM OR 
INDUSTRIAL LIQUIDS 
Bulletin 4-PP-1] 


major 


been hown what can 


becom too cagel 


ENGINE DRIVEN 


ELECTRIC 
MOTOR DRIVEN 


PERFORMANCE 
strictions. Priming lift 
More efficient. Low 
requirements. 


No entrance re- 
increased, 


N.P.S.H. 


Designed with advanced engi- 
neering know-how applied to 
meet the practical everyday needs 
of the pump user. 


7&GORMAN-RUPP CO., MANSFIELD, OHIO 
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Announcing the NEW 


Eway LABORATORIES 


—another milestone of service to industry 





bth 


The first section of the new Enjay Laboratories, at Linden, New Jersey, houses 12 laboratories and 
14 offices in this modern cement-brick structure 


This month the Enjay Company announces the opening 
of the new million dollar Enjay Laboratories. Here, 
with the newest and best facilities available, the Enjay 
Company is better equipped than ever before to serve 
its customers. 

Enjay has been a pioneer and leading supplier of 
petroleum chemicals to industry for 35 years. Enjay and 
its associated companies were the first to make available 
alcohol and other additives from petroleum, first to 
make iso-octyl and other higher alcohols by the oxo 
process. BUTYL rubber and the process for making it 


were created in Esso Research and Engineering Labo- 
ratories. 

The new Enjay Laboratories are dedicated to mak- 
ing Enjay products work for industry. The well- 
equipped staff is ready to give expert technical assist- 
ance in the use of ENJAY BUTYL and other polymers, 
chemical raw materials, PARAMINS for improving 
petroleum products, alcohols and oxygenated solvents. 

You are cordially invited to contact the Enjay Com- 
pany or its representatives for information, supplies of 
these products and the services of the Enjay Laboratories, 


35 successful years of leadership in serving industry 


ENJAY COMPANY, INC., 15 West 51st Street, New York 19, N. Y. Other Offices: Akron-Boston+Chicago-Tulsa 


60 
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Probers Hear Dealer Complaints 


enforcement of anti-price discrimina 


Gasoline retailers had their inning 
in Washington last month 

Dealers, through the National Con 
gress Of Petroleum Retailers, told a 
House Small Business subcommittee 
on distribution problems that legisla 
tion is needed to make some major oil 
companies abandon “coercive” poli 
cies. They said one-third of the na 
tion’s 200.000 


independent — service 


Station operators go out of business 


each year 


NCPR also asked for more vigorous 


tion laws 
Major 


companies will be 


their side of the story later to the same 


subcommittee 


And representatives of 16 majors 


vill be sitting down this month 


NCPR officials to discuss the possibil 


ity of longer station leases 


THE DEALERS’ STORY 


A score of gasoline retailers, testify 


ine before the Hous« 





telling 


with 


subcommittee 





it fast 
NPN’s first annual FACTBOOK 
extra, mid-May issue—tfree* to 


The FactBOoK is intended tor 
your desk top, as a year-round 
reference to statistical data that will 
help you in your marketing job, It 
will have the answers to hundreds 
of questions that come up in your 
business 

Questions like these 

How do my oil and TBA ratio 
compare with those of other mar 
keters? 

Where can I send my men for 
hurner service training? 

What will happen to gasoline 
octane ratings in the years ahead? 

What are the sources of lube oil 
supply? 

If you're one of those who has 
been looking forward each year to 
our annual TBA _ Directory and 
Buyers’ Guide you'll find it as a 
40-page section of the FACTBOOK 
As before, the TBA directory will 
include 

e TBA 
1954-1964 

e TBA ratios 

e TBA manufacturer and sup 


market potentials 


plier personnel directory 

e Oil company marketing ter 
ritories 

e Oil company dealer and IBA 
program directory 

@ AAA car breakdowns 

e Estimate of national passen 
ger car IBA sales potential 

But this is only the beginning of 





finding statistical information on oil and TBA marketing 


Looking for Oil Marketing Facts? 


You'll get them this month in NPN’s answer to the problem ol 


and finding 


will soon be in your hands as an 


all subscribers 


you ll find 


Answers to many 


the valuable information 
in the I AC TRBOOK 
other questions will be found in 

A list of names, addresses and 
officers of oi marketing associa 
trons 
government 
affects oil 


A directory of 
avencies whose work 
marketing 

Cost comparisons for fuel oil 
natural gas and coal 

A map of [ 5. oil refiners 

Degree day information 

\ summary of ol company 
annual reports 

A complete automotive e 
tion, with the latest data on pa 
senver Cars 

A comparison of premium 
and regular grade gasoline sak 

An index to NPN reprints and 
1954 feature articles 

Behind these highlights will be a 
wealth of additional information 


either not reported elsewhere ot 


iVailable only from dozens of dif 
ferent sources 
And beginning thi veal the 


FacTBOOK will be a yearly NPN 
ervice, to keep you supplied from 
now on with the facts you like to 


have at your fingertips 


I he Factt 


m-subscribers f Reader Se 





Dey tment NATIONAI PRrROLEUM 
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headed by Rep 
Calit.) 
Ihe short-term lease, ranging from 


James Roosevelt (D 


iwreed on this charge 


30 days to 16 months, 1s a deliberate 
device by which dealers are “clubbed 
nto following suppliers’ orders as to 
Price 
Purchase of TBA 
Working hours and other operat 
nw details 
[he dealer who doesn't co-operate 
is canceled out, according to the wit 
nesses 
Dealers also attacked 


ing’ and conversion of lease-operated 


double leas 


stations to consignee outlets 


GOOD OMEN 


Ihere are now. signs that make 
NCPR leaders hopetul that compan) 
dealer relations can be improved with 
out congressional action. They point 
to the unfavorable publicity and to th 
renewed congressional interest as tend 
ing to convince the majors that the 
must “reform” their marketing polici 
betore the vovernment does it to 
them 

Here s one such indication William 
D. Snow, NCPR counsel, says market 
ing vice presidents of 16 majors have 
igreed to meet with NCPR officials to 
talk over possible longer leases. In 
Vitation to attend a similar meeting 
in 1949 were ignored by all but thre 
suppliers 

This chanve tn the majors’ attitude 
is hailed by John W. Nerlineer, Jr 
NCPR secretary, as “remarkable and 
praiseworthy It means that all but 
three companies contacted are now at 
least willing to discuss the longer 
leases on a fai and friendly basis, he 


sa VS 


NCPR PROGRAM 
If the problems can’t be resolved in 
NCPR | 
ready to push this three-way 
to ease the 


man-to-man discussion 
program 


ituation for retailer 


| Enactment of legislation 
tandards 


etting 
up minimum including 
longer leas for dealer contract 
with suppliers Operating in interstat 


ommerce 


Passaye ol Patman - Kefauver 
bills to trengthen the Robinson-Pat 
man Act by recognizing “good faith 


as a defense against price discrimina 
tion charges only when the effect 


not to reduce competition 


3. Congressional review of whether 
the Kkederal Trade Commission ij 
properly enforcing existing price di 
\ House Small Busi 
nes ubcommiuttee headed by Rep 
Joe Evins (D 


rimination law 


ir nn.) pl in to review 
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FTC enforcement policies. Nerlinger 
says NCPR will offer testimony 
Suppliers Would Benefit—NCPR’s 
Snow maintains that “stupid and un 
enlightened self-interest” are 
the failure of 


behind 
suppliers to correct al 
leged abuses 

Major oil companies would benefit, 
he says, by offering better contracts 
By such a move they would attract 
efficient 
wary of 


intelligent and dealers who 


are now risking capital on 


one-year leases, cancellable on 10 or 


40) day’s notice 


CAPITOL ROUNDUP 


Congress, meanwhile, was moving 


on several other oil fronts 
® Senate Small 


Business subcom 


mittee headed by Sen. Hubert Hum- 
phrey (D., Minn.) will plunge into 
New Jersey gasoline price war, maybe 
by next month, with indications that 
the probe will be extended to other 
states 

® Proponents of Neely Amend- 
ment to impose quota restriction on 
oil imports were optimistic. However, 
the Eisenhower Administration was 
lining up heavy artillery to beat down 
this and other attempts at “crippling” 
the trade bill. National Oil Jobbers 
Council is against any 
oil imports. 

® House Judiciary Committee was 
ready to “investigate” the report of 
Attorney General’s Anti-Trust Com 
mittee. The report endorsed U. S. 
Supreme Court’s ruling in Detroit 


restriction on 


Heres wt 2 rd ke Fluid 


a FIRST CHOIce 


~~ of Service wi 


a Flare mixes perfectly with Flare Heavy Duty conforms 
ds recommended by to State Laws of Minnesota 


automotive manufacturers 


nnd New Jersey 


Flare will not corrode metal, Flare helps prevent 
damage rubber parts vapor lock, insures maximum 


or form sludge or gum 


performance 


fy Flares heavy body assures Flare is laboratory and road tested for 
good sealing, with no loss trouble-free performance and it's 


of hydrau ensure nationall 


ixperienced servicemen and mechanics recommend 


Flare Brake Fluids for better performance 


sales 
Flare for safety’s 
for Flare Brake Fluid in 
2'o-gallon 


12-ounce, 
»-gallon and 


eusy to use easy to sell! 


y advertised for 


leet Operators and private drivers choose 
sake, Contact your supplier foday 
pint, gallon, 
4-gallon containers, It’s 


easy selling 


*"'Society of Automotive 
Engineers’’— the foremost 
authority for 


easier 


setting high, 
uniform standards of per- 
formance in the automotive 
industry 


Stock + Display FLARE... 
Tops for Safety and 


Performance 


THE BELL CO., Inc. 


411 North Wolcott Avenue * 


Chicago 22, Illinois 


Beli Chemicals Lid., 156 Bathurst $1. Toronto, Ontario, Canada 
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Case that “good faith” is an adequate 
defense against price discrimination 
charges. However, the Attorney Gen- 
eral’s group objected to the Federal 
Trade Commission’s order in the De- 
troit Case on grounds it raises serious 
legal hazards for suppliers who sells 
both to jobber and directly to retailer. 
(The FTC order would require jobbers 
to pay the tank wagon price on that 
portion of his products he retails.) 

® Legislation to end federal regula- 
tion of independent gas producers was 
making slow progress (and NOJC sup- 
port had cooled off). Democratic lead- 
ership said privately that bill was “in 
trouble” unless President Eisenhower 
throws his weight squarely and openly 
behind it. 


Price Cuts Threaten 
Jersey Margin Fight 


Softness in gasoline prices in some 
New Jersey areas is undermining at- 
tempts of a new dealers’ group, Garden 
State Gasoline Retailers Assn., to push 
margins to 6.7¢ per gal. Prices in those 
areas have already skidded to the lows 
of the last war. 

GSGRA members boosted gasoline 
prices late in March to give them 6.7¢, 
a margin that must be maintained, they 
say, to “make a living.”” Many non- 
members supported the move, but a 
group described by GSGRA as “chron- 
ic price-cutters” refused to budge. 

Other developments 
many of them tied to higher margins 
are these 

® Price-fixing probe. The Depart- 
ment of Justice’s antitrust division is 
checking on the margin move to see if 
dealers are involved in price fixing. A 
grand jury has heard testimony that 
some dealers who didn’t back the drive 
found pickets and cars jamming station 
entrances. 

® Station help unionized. The 
United Auto Workers, CIO, is recog- 
nized as the bargaining agent for two 
years by GSGRA for its members. 
Members are paying help $2 more per 
week, $1 of it going for union dues 
GSGRA says dealers will be reluctant 
to cut margins if they 
overhead 

® State’s opposition. Stalled in a 
Senate committee is an Assembly- 
adopted bill setting up state machinery 
to determine the dealers’ selling ex- 
pense and include it in posted price. 
Gov. R. B. Meyner opposes the bill be- 
cause (1) public reaction to it is un- 
favorable, (2) state would lose tax 
revenues as gallonage drops, and (3) 
30-day limit to set the selling expense 
is not enough time 


state-wide 


have higher 
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® Rivals merge. United Gasoline 
Dealers of New Jersey was formed by 


New Jersey Gasoline Dealers Assn., 


once headed by John Dressler, and the 
Independent Gasoline Retailers Assn 
of N. J., a group that opposed some 
Dressler policies 


Revised Octane Survey 
Covers 53 Market Areas 


Ethyle Corp.’s revised and expanded 
Gasoline Antiknock Quality Survey 
which now is being published monthly, 
gives detailed information on 53 major 
marketing areas in addition to the na 
tional picture 

The March edition shows a nation 
wide weighted average of 94.9 octane 
number (Research) for premium and 
87.5 for regular. Octanes for both 
grades are up 0.1 number from Febru 
ary and 1.8 and 1.5 respectively from 
March of last year. Average tetraethy! 
lead content in March was 2.39 milli 
liters per gal. for premium and 1.96 ml 
for regular 

The survey is based on about 850 
gasoline samples purchased by Ethyl 
representatives every month at sta 
tions in the 53 areas. The results 
giving a month-by-montkh -comparison 
will be available 
to oil men within 30 days after the 
samples are collected 

For the March survey, 14 cities re 
corded premium between 95 and 95,9 


over a year’s period 


octane and seven more hit 96 or higher 
Regular was rated at 88 to 90 in 14 
cities. 

For each of the marketing centers, 
charts show trends in octane number 
and TEL content for both grades as 
well as the octane spread between 
grades 

Additional information, says M. P 
Murdock, vice president in charge of 
sales, will include quarterly reports for 
each city on average vapor pressure 
and distillation temperatures 


Briefs 


Standard Oil Co. (Indiana) will 
build a 55,000-b/d crude distillation 
unit at its Whiting, Ind., refinery, up- 
ping the plant’s capacity to 220,000 
b/d next year. The distillation unit will 
be the company’s largest 

* 

Pilot plant for solid rocket propel- 
lants is being built at Freeman Field, 
Seymour, Ind., by Standard Oil Co 
(Indiana). Standard will supervise 
construction and operate the facilities 
for Wright Air Development Center, 
Air Research and Development Com- 
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mand of the United States Air Force 
° 

Oil and Gas Division now is Office 

of Oil and Gas in the Intertor Depart 

ment—part of an 

change in which several 


administrative 
“divisions’ 
were changed to “offices.” Oil and gas 
people will perform the same functions 
and will report as before to Assistant 
Secretary (for minerals) Felix Worm 
sel 
* 

The Texas Co. is marketing “the 
only nationally distributed LOW-30 oil 
that gives motorists the detergency of 
a Supplement One ultra-heavy-duty en 
gine oil.” This surpasses government 
specifications for ultra-heavy-duty oil 


xi0¢e 
profitably all across the board! 


When you sell Exide 


major price ranges. And you're backed by Exide’s unbeatable brand 
name 


sound sales policies 
national advertising 
tation for business integrity 


ULTRA START Premium quali 
profit line. Exclusive Exide features 
finest battery performance under any con 
ditions— high mileage driving, stop-and-q: 


driving, in hot or cold weather. 8groupsizes 


HYCAP-XD New, a! purpose extra duty 
cars, trucks, tractors, boats Many 


premium battery features at less than 


line for 


premium prices. 4 group sizes 


It’s easier to do business with Exide 
—easier to do more Exide business! 


op, Startex’ TM Reg U 
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aggressive merchandising . 
nationwide guarantee 


Pat Off 


Name of the product ts Advance Cus 
tom-Made Havoline Motor Oil Special 
10-W-30 
e 

Oil, Chemical and Atomic Workers 
International Union (CIO) has opened 
a legislative and political action de 
partment in Washington. John T. Cur 
ran, OCAW vice president, is in 
Assisting Curran is William A 
Hanscom, who was legislative repre 
sentative of Oil Workers International 
Union (CIO) betore the oil-chemical 


charge 


mereel 
7 
Philadelphia Mayor Joseph ¢ lark Jr 
has announced a plan tor organizing a 
national committee of mayors to fight 


... Meets competition 


jatteries, you can offer Exide quality in four 


. strong, 


and a 67-year repu 


SURE START Built to rigid quality 
standards but priced to compete with 
original equipment-size batteries. Exide’s 
reputation-maker for years. 9 group sizes 


STARTEX Competes in the low price 
field. Built to increase sales and profits. A 
real Exide, bearing the Exide name. Fully 


guaranteed. 4 group sizes 


Exide 


JITV UIVISION 





— od industry news 


legislation on exempting natural gas compared with a net of $45.1 million stores was 6% 

producers from federal price control the previous year on an income of ~ 

felegrams have gone to mayors of $670.7 million British Columbia Automotive Re- 
tailers Assn., British Columbia Branch 
of Retail Merchants Assn. of Canada 
28 individual dealers will stand 


about 100 of the nation’s largest cities 2 

asking them to join forces to protect Gasoline service station sales for 
consumers from a “small group” of oil February ($873 million) were up $72 and 
companies “that control the bulk of million over February, 1954, but fell Supreme Court trial on charges of con- 
spiring to fix gasoline prices in the 
Greater Vancouver area during 1951 
1952. On evidence based on reso- 


gas reserves in this country $76 million from January of this year 
- says the Bureau of Census. Sales were 
Sun Oil Co net earnings were $1,822 million for the first two months and 
down 10.7% in 1954 from 1953. In of this year, an increase of $166 mil lutions passed at dealer meetings and 
1954, the company carned $40.3 mil lion or 10% over the same period last on association directives, they are 
lion on an income of $659.5 million year. Increase at all types of retail charged with conspiring to set retail 
gasoline prices 20% above tank wagon 

. 
Atomic Energy Commission has au 
thorized study of the possibility of in 


dustrial development of nuclear-pow 
ered reciprocating engines—including 
railroad locomotives. Long-range im 
pact of such a development on railroad 
fuel use would be considerable, since 

Pic ps railroads now use large amounts of 
diesel fuel and residual fuel oil 


+ 

Bureau of Mines reports world 
crude oil production last October rose 
1.8% from the previous month, to 
13,678,000 b/d. World production of 
major refined products, exclusive of 
USSR and Eastern Europe, averaged 
11,777,000 b/d, up slightly from the 
month before 

. 

Justice Department denies it ever 
has taken a stand on whether divorce 
ment is the solution to oil industry 
marketing problems. William ¢ 
Dixon, former head of the depart 
ment’s West Coast Antitrust Division, 
told the Roosevelt subcommittee ear- 
lier that supply-distribution divorce 
ment is the only way to break supplier 
control over dealers. He said this has 
been the department’s position 

* 

KEEP PETROLEUM END PRODUCTS ON STREAM Richfield Oil Corp. of New York 
is marketing a new premium gasoline 

Invader Pumps... for petroleum products ranging from New Richfield Ethyl—in its Eastern 

gasoline to asphalt... keep thousands of streams of seaboard territory from Maine to 

these products in motion—in bulk plants, on trucks, or Florida. Richfield claims extra-high 

in transfer service. octane, top mileage, anti-rust and anti 

stall performance for the new gasoline 


Self-priming and pulsation-free, Invader pumps 
e 


“deliver the goods” because their rugged construction 
President Eisenhower has signed a 


enables them to stay in service, virtually without vain. 
bill extending for one year the 52% 


tenance or repairs, 
corporate tax rate. The bill also in 
ltipl cludes a 2¢-gal. levy on gasoline and 
multiple seals prevent leakage ... protect bearings; ex- other “emergency” federal excise tax 


elusive rolling tooth gear-within-a-gear reduces friction. rates 


Radial thrust bearings keep pump in alignment: 


wear and power consumption, Invader pumps are field : 


“Rolling contact” rroven,..undero erating ce iti are 
ctaline contect” | | g conditions thatare really tough. 


Invader pumps 


St. Lawrence Seaway is expected to 
have little or no effect on oil product 


Ask for specifications and prices of pumps to | transportation, but probably will up 
meet your service requirements, oil consumption in the Great Lakes 
region. Dr. N. R. Danielian, Great 


THE WAYNE PUMP COMPANY _ |! *k:> St. Lawrence Assn. head, says 


the trend in oil transport has been 


Salisbury, Maryland 


from waterways to pipe lines and the 
Seaway is not expected to alter it 





NATIONAL PETROLEUM NEWS ¢ May, 1/955 





Nothing sells service better than 


BETTER SERVICE! 


Improve service 

(and save money!) 

by ordering the 

Buckeye ‘‘Service Package’”’ 
as a unit. 


Coupon brings details. 

















Buckeye No. 4101 Multi-Swivel.* 
Makes awkward filling positions easy; 
‘no hose marks on the paint. 








The station that cares improves service 


—and increases business. 


The No. 820A Safety-Fill Nozzle has 
been responsible for more new fill-up customers 
than any other one thing for many years. Buckeye No. 820AS “Service Package” 
Now, it’s even better. Lighter for easier handling \ —The perfect combination 
Needs no oiling. Contains permanent packing for better service. 
Precision manufactured, too 

The No. 4101 Multi-Swivel is like adding 
a foot or two to the hose. Rotates 














completely at both ends of the fitting, eliminates — 


kinks or twists, prolongs hose 


life many times. 
Peeeee Se e288 SEG S2e2eecsn 


BUCKEYE IRON & BRASS WORKS, Dept. N 
Dayton, Ohio 

Please send facts on 

The Buckeye “Service Package.” 

NAME 

ADDRESS 


Listed under re-examination 
service of Underwriters’ Laboratorte Ine 8 cry 
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"| got my new station 
off to a good start 


WITH MODERN 47/72C0/r2 
LUBRICATING EQUIPMENT" 


reports R. E. Wall 
WALL'S ESSO SERVICE STATION 
Memphis, Tennessee 








“I'd used Lincoln lubricating equipment 
before, so | knew | wanted it for my new 
station. It gives the kind of dependable, (@% 
good service | need to attract customers 
and build repeat business.” 


“Having Lincoln's factory-trained men to 
install and service my new lube equipment 
means a lot, too.” 
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YOUR NEXT STEP FORWARD to better business, bigger profits, can be 
handsome, efficient Lincoln-equipped lube department. For full details 


Send fol lis 


‘Senn. 


RE f book! 


“eee eee eeereee eee ewnweneeeeneenene 


To LINCOLN ENGINEERING CO t® 
5702-74 Natural Bridge Avenue 
St. Louis 20, Missouri 


FOLLOWING THROUGH... to make 
sure Mr. Wall had everything he needed, 


when he needed it... was jobber sales- 


! P ) 200k! < o Profits in 20 
mon Les Morgan of Ozburn-Abston Co. Please send me free t klet ‘Path To Profits In The Lube Room 


Nome 
Company 
Address 


City State 


eeereereee eee eee eeeeeeeee 


LIN-S4 
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Marketers 


White Rips 


HE subject of gasoline price wars, 


Florida Petroleum 


which had been popping up regu 
larly in marketers’ meetings all over 
hogged the limelight at 
the annual meeting of the Florida 
Markets Association in Jacksonville 

John H. White of Charleston, S. ¢ 
chairman of the National Oil Jobbers 
Council, was a principal speaker at the 
meeting. He left no doubt that the 
price war problem is becoming crucial 


the country, 


to the industry 
Florida's battle 
started in Jacksonville late in February 


particular price 
and spread into other sections of the 
state, including Orlando and _— the 
Tampa Bay area 

White lambasted suppliers for creat 
‘What can the com 
panies who are guilty of these deplor 
able marketing practices be 


ing this situation 


thinking 
when they sell their gasoline at such 
he asked 

White promised that unless the situ 


ridiculously low prices? 


ation had been straightened out by the 
May meeting of the NOJC in St. Louis, 
his organization would put the finger 
on those responsible for the price cut 
ting orgices—naming names 

On the day following White's talk, 
word reached the convention that two 
quick price cults 


] 


totaling more than 
¢ gal., had been made in the Tampa 
rea 

lampa had hitherto been unaffected 
by the price cutting 
condi 
tions, White said, are due partly to 


Ihe nationwide price wat 


excessively high discounts by 
major suppliers. He added that 
jobbers 


some 
some 
share a degree of the guilt 
with the suppliers. The council, he 
added, “doesn’t approve of their acts 

Ihe members of the NOJC are 
uppalled by some of the things that 
ure taking place within our industry,’ 
White said. “It is almost unbelievable 
that certain policies are allowed to 
exist by the policy-making heads of 
the companies whose acts compound 
the problem. These acts will surely 
result in’ breaking down the orderly 
market structure 

1 am not going to sit idly by and 
see our jobbers driven to the wall,” 
White warned. “I am fully cognizant 
of the grave issues that may result 
from our policy [of naming names] 
but I fear much more the final conse 
quences to the petroleum industry as 
a whole if the present conditions are 
permitted to exist 


OS 


Issn. 


uppliers as 


White gave the Jacksonville meet 
NOJC 
naming One company. He singled out 
the Arkansas Fuel Oil Co., a Cities 
Service subsidiary, as having “departed 
so radically from marketing 
practices” that “the market structure 
in the state of Georgia was completely 
disrupted this week 

Cites Two Cures 


ing a preview of policy by 


sound 


White admitted 
the difficulty of coping with the price 
problem within legal limits. He saw 
only two remedies: bringing the facts 
into the open, and seeking legislation 
from federal and state governments 

Violators of orderly marketing prac 
tices should be given publicity, White 
suid. He revealed that the NOJC 
Washington office is prepared to issue 
fully documented reports on such vio 
lations Whenever it may become advis 
able to do so. 

White suggested that any legislation 
would begin with official investigations 
of industry practices. He told the 
meeting that a committee of the House 
ol Representatives is considering an 
investigation. The state of Montana, 
he said, has consulted the Department 
of Justice to learn what action can 
legally be taken in that state without 
Other 
states are looking into the situation, he 
added 

| don’t believe,” said White, “the 
industry can stand up under a tho 


conflicting with federal laws 


rough investigation and emerge unhurt 
in the eyes of the public 

Blames Excess Stocks—At the bot 
tom of the current trouble, according 


to White 


caused by excessive refinery capacity. 


is the oversupply of stock 


Ihe excess capacity, White explained, 
amounts to | million b/d, and was 
built up——at government request—for 
emergency use. White said he did not 
believe that the government expected 
it to be used to flood the market and 
jeopardize market structure. 

But, White went on, it is not too 
late to correct the situation. One solu 
tion would be to put the brakes on ac 


celerated depreciation and the 272 % 


allowance A second 


method would be the legal divorce 


depreciation 


ment of marketing from other seg 
ments of the industry 

Group Backs White— The Florida 
association's marketing committee 
went on record endorsing White’s pro- 
gram and approving a positive stand 


on price conditic 


NATIONAI 


associations — 


rice Culprits 


Another section of the marketing 
committee’s agenda, however, proved 
controversial. This was a recommenda- 
tion to oppose the Neely amendment, 
curtailing imports of crude and resid- 
ual fuel oil, especially the latter. There 
was some feeling among members that 
jobbers would be better off with a 
shorter supply of these oils. But the 
majority opinion was that curtailed 
imports might raise the price of resid 
ual oils at least $1 bbl. This could be 
Florida, where fuel oil 
Difficulties might be in 
creased in the next two years, when 
available only in 
expected to 


serious in 
dominates 


natural gas—now 
northwest Florida—is 
make a full-scale entry into the state 
Turnpike Opposed—Next to the 
price war, the question of a state-long 
toll turnpike got the most discussion 
at the meeting. A resolution to oppose 
all turnpike construction passed. 
Opposition came mainly from South 
Florida jobbers. H. E. 
Belcher Oil Co., Miami, said “If you 
choke off turnpikes, people are not 
going to come to Florida in automo- 


Snodgrass, 


biles.”’ 

Joe Bill Rood of Bradenton, a state 
senator and former association presi 
dent, commented, “It is easy to be 
against something, but there isn't 
enough money available for free roads 
Let’s be progressive and not oppose 
turnpike construction unless we have 
something else to offer.” But the move 
tO Oppose was carried, apparently on 
the assumption that private operators 
would not be able to compete with 
major oil Companies for service sta 
tions along the route 

Another resolution was passed, urg 
ing the formation of local oil clubs in 
all Florida cities where they do not 
now exist. The resolution held that 
these clubs, open to all oil men, lead 
to “less discord and more progress.” 

Jobbers at the meeting were dis 
turbed by the fact that some major 
companies are terminals 


and selling f.o.b 


by-passing 
refinery at lower 
prices than the jobbers get 

Ihe jobbers objected, too, to sales 
at terminal spot prices to their own 
customers 

Dealer Angles—-B. H. Robson, sales 
and marketing representative — of 
Socony Mobil Oil Co. (formerly 
Socony-Vacuum) told members of the 
association how their dealers were 
missing Out on profits. He asserted 
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i 
SINGLE BARREL 
DROP FRAME DESIGN 


May 


Now you can haul greater gallonage 


of propane and anyhdrous ammonia or other 


high pressure liquids with the greatest road 
stability and safety! 

Heil single barrel tank design assures maxi 
mum pay load with the least weight. X-raying 
of welds and stress relieving result in weight 
saving of 15% in the tank proper 

Heil drop frame construction, with the 
smaller cylindrical section over the fifth wheel 
lowers the center of gravity for maximum road 


stability. Overall height of the tank is approxi 


mately a foot lower than straight bottom tanks 


Dept. 3755, 3037 W. Montana St., Milwaukee 1, Wis. 


Heil tanks for high pressure liquids can be 
used interchangeably for anhydrous ammonia 
and propane or butane. Ordinarily the tank 
fittings and internal valves for propane tanks 
are made of brass. When tanks are wanted for 
propane or anhydrous ammonia, the fittings 
are made of steel 

Single barrel drop frame tanks are typical of 
Heil’s constant search for ever-better, more 
profitable-for-you tank design. Write for 


additional information 





THE HEIL co. 
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Factories: Milwaukee, Wis Hillside, N. J 


Heil Sales Offices: New York, Union, N. J, Atlanta, 
Cleveland, Milwaukee, Chicago, Kansas City, Denver, 
Dallas, Los Angeles, Seattle 





EASIEST PUMP 
TO OPERATE 


iN? i\ 


Readily pumped from 
difficult: positions — better 
than 21 gallons per min- 
ute with ordinary effort 





CONSTANT 
FLOW 


Pumps on both strokes 
— no waste motion. Quick, 
clean, safe transfer from 
drums and skid tanks 


DOUBLE-ACTION 
PISTON TYPE 
TRANSFER PUMP 


Here’s a high capacity self- 
priming pump engineered 
and built to stand-up under 
hardest everyday pounding 
It's the least complicated 
pump of its type leita 
positive displacement auto 
motive type piston and ring 
no diaphragms or cup 
leathers to break down 
Every detail reflects true 
Bennett quality time 
tested Bennett features. 


Light-weight die-cast alu 
minum. Corrosion resistant 
brass cylinders. Stainless 
steel valves. Bung adapter 
adjusts on intake, 1%” or 2” 
openings. Shielded against 
water, air-vented for easy 
peaette Non-siphoning 


wse OF spout 


Write For Full Information 


JOHN WOOD COMPANY, Bennett Pump Division 
Muskegon, Michigan + Offices In Principal Cities 








Vv associations 


that “profits are lying on the drive- 
way,” particularly in motor oil and 
accessories, but that many dealers have 
“forgotten how to merchandise our 
products.” 

Motor oil, said Robson, is a field 
of profit “we haven't begun to touch.” 
He cited a dealer in Ocala who raised 
his oil ratio to 12 qt.-100 gal. gasoline 
by good salesmanship. “This means,’ 
said Robson, “that some other guy 
was not getting his share.” 

A survey made by his company, 
Robson disclosed, showed that many 
customers buy oil only “when my 
dealer tells me to.” But it also showed 
that many dealers make an oil change 
“only when my customers tell me to.” 
Robson said a Louisville station had 
registered a 67% rise in oil sales after 
attendants began checking door jamb 
stickers and speedometers regularly. 

S. J. Warner, of the Atlanta, Ga., 
office of Ethyl Corp., told the meeting 
that the weak link in the service sta- 
tion setup is the quality of attendants. 
“If the dealer himself could contact 
every customer, he would probably be 
able to send them all away happy,” 
said Warner. But he added that his 
company, in a survey of 4,500 service 
stations, had found that getting good 
employees is a serious problem. His 
company advocates a recruiting and 
training program to overcome | this 
deficiency 


Tennessee 


New Look for TOMA 


Ihe Tennessee Oil Men’s Associa- 
tion is now installed in new executive 
offices at 1811 Division St., Nashville 
This is a suburban location, and 
TOMA’s officers expect greater con- 
venience and increased efficiency from 
it. The remodeled town house includes 
a conference room for committee and 
directors’ meetings 

New Appointment Association 
president Gilbert B. Dickey has an- 
nounced the appointment of James I. 
Ritchie as the organization’s executive 
secretary 

Ritchie is a former regional repre- 
sentative of the National Highway 
Users Conference. In this position he 
worked with more than 100 trade as- 
sociations in Alabama, Kentucky, Mis- 
sissipp! and Tennessee. Ritchie is a 
graduate of Louisiana State University 
After service as an Air Force officer, 
he was engaged in supervisory and 
public relations work for the Louisiana 
forestry and conservation authorities 
He now lives in Nashville. 

President Dickey also announced 
that Alfred T. Levine, Sr., will con- 
tinue in his present capacity as general 
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counsel to the association. Dickey’s 
statement noted that “The life of 
TOMA and its service to oil jobbers 
over the past two decades have the 
devotion and efforts of the ‘Major,’ 
and his secretary, Mrs. Lydia De 
Vandry, indelibly written into its 
pages.” 

Added Strength—New staff appoint 
ments, coupled with the change in 
quarters, will augment TOMA’s use 
fulness to its members, Dickey said 
Further improvements in the group's 
facilities are to be offered for its mem 
bership’s approval at the Gatlinburg 
convention May 15-17 


Connecticut 
Price War Solution 


Franklin L. Kundahl, Connecticut 
Petroleum Assn. president, presented 
a plan to end gasoline price wars in 
the state at his group’s annual conven 
tion dinner in Hartford. He recom 
mended that marketers 

® Establish a tank wagon price, and 
set retail price 3¢ per gal. above it 

® Hold to the tank wagon price re 
gardless of developments at the retail 
level. 

® Cut out all voluntary allowances 
rebates, and refunds 

“The = situation,” Kundahl said 
“could be corrected in a half-hour by 
a half-dozen sincere vice presidents in 
charge of marketing. 

Sees No Bar—‘They claim refusal 
to do this is based on laws dealing with 
collusion,” said Kundahl. “I’m = con 
vinced there’s nothing in the law that 
prevents people from meeting to 
discuss marketing practices if they 
don’t conspire to fix prices. Their lack 
of effort leaves me wondering if there’s 
a basic desire on their part to correct 
the existing evil.” 

Kundahl, who is president of Crown 
Petroleum Corp., Hartford, contended 
that five years of price warfare show 
that a retail service station Operator is 
“willing and able to work on a 3¢ 
margin.” Every time the margin is any 
greater, he said, there is a wave of 
price cutting 

Admitting his plan was not going to 
be popular with majors and retailers 
Kundahl said a few operators would 
be forced out, and that majors would 
be left with some of their “monu 
mental buildings” empty. But, he 
added, lost rents on a few stations 
“could in no way approach” the rev- 
enue loss brought by the price war 

Burner School Program—At_ the 
association's business meeting, the me 
chanical training committee revealed 
that oil burner training schools may 
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product...top quality 
program 
policy... Sound 


price...ghe 
your profit... substantial 


it's good business 
to do business with Thermoid! 
May we tell you why? 


oe 
Thermoid Company 


Special Sales Division 
Trenton, New Jersey 





Attaches to airline, fits the hand. Dial the 
pressure, get it automatically — fast, easy 
one-hand operation. You can air a set of 
tires in seconds — even in the dark! 


New NELSON Equamatic 
TIRE INFLATOR 


@ RUGGED FORTRESS WALL — thick 

\ pressure-cast aluminum body pro- 
\tects parts — dropping, banging 
\won't hurt it! 


e/ RUGGED REGULATOR SPRING 
— extra-heavy gauge; stays accurate, 
dependable for years! No cartridges 
to buy, no returning to factory for 
calibration ! 


END GAUGE TROUBLES NOW. 
Modernize with NELSON auto 
matic inflation for as little as $14.95 
Liberal trade-in allowance — sc 
your jobber or sé nd coupon WOU 


' Please send literature and prices 


1 NAME 


' FIRM 


| ADORESS __.___. 





l a 


BarmorivE 


PRODUCTS INCORPORATED 


440 PERALTA AVENUE 
SAN LEANDRO, CALIFORNIA 


—9 associations 


be set up shortly on a state-wide basis 
They will be run in co-operation with 
One 
school is now operating in the Hart 


the state’s vocational schools 
ford area, offering a four-year course 

When the program 1s firm, 
members will be asked to recruit stu 


dents and employ them 


State 


during the 
summers 

TFrouble Ahead—A plea for strong 
support of the National Oil Jobbers 
Council came trom Samuel B. Wilkes 
of Crown Petroleum Corp., a member 
of the NOJC liaison committee 

Fred Burroughs, of the distribution 
division of the Oijl-Heat 
America, explained the growing co 
ordination between OHI and NOJ( 
This is a step necessary to compete 


Institute of 


with utilities on more even terms,” he 
said. “We can’t afford to be niggardly, 
petty, or to drag our feet in time, effort 
and money in local and national or 
ganizations.’ 


Texas Marketers 


Horizon Looks Cloudy 


Three gloomy possibilities were 
worrying members of the Texas Oil 
Jobbers Assn. at the annual meeting 
in San Antonio 

One was the threat of state legisla 
tion that might further constrict mar 
keting Another was de 
clining farm business. A third was the 
likelihood of more retail price wars 

Before the meeting the jobbers had 


operations 


established a committee to study local 
troubles, and compare them with those 
faced by the National Oil 
Council. All three 
thorough treatment during the meet 


Jobbers 
problems got a 


ing 

Legal Matters 
front seat in the discussion 
jobbers met in San 


Legislation took a 
While the 
Antonio, lawmak- 
session in Austin, 
considering additional taxes on motor 
through 
trade stamps and chain 


ers were also in 


fuels, controls taxation on 
service sta 
tions, ton-mile truck taxes and other 
measures of direct concern to oil mat 
keters 

There was controversial discussion 
over a proposal, then under consider- 
ation, to amend the state’s so-called 
chain store tax law” to include oil 
companies and lumber yards 

This law puts a levy of 
unit on all 


$850 per 
retail outlets above 50 
owned and operated by any one com 
pany. But oil companies and lumber 
yards had been exempted in the past 

One member 


plier 


representing a sup- 
who would be affected by the 
questioned the mo 
tive of those who sponsored it. He 


proposed change 


NATIONAI 


said those behind the bill were just 
trying to “punish” two major suppliers 
in the state. 

He added that he was against any 
and all controls, and felt it was his 
supplier’s right to put his retail outlets 
on a Salary basis and set his own retail 
prices. 

Another member representing a sup 
plier who would not be affected—at 
least for the time being—urged the 
association to go on record in favor of 
the amendment 

If the law included oil companies, 
this jobber said, it would help Inde- 
pendent marketers majors 
might not put in “so many uneconomi- 
cal stations.” 

“You are taking away private enter- 
prise,” the jobber asserted, “when you 
put service Operators on a 
salary or commission basis. I don’t 
want my boys in business for me. | 
want them in business for themselves. 
I want them to have the pride of 
ownership,” he concluded. 

Ihe legislative committee decided 
not to take any formal action for or 
against the amendment, since mem- 
bers were divided on the question. 

Most jobbers thought the idea of 
taxing receipts from trade stamps was 
a good idea, but they couldn’t endorse 
additional gasoline taxes or ton-mile 


because 


station 


levies 
Empire State 
Management Training 


The Empire State Petroleum Assn 
and the Island Oil Terminals 
Assn., Inc., are co-sponsors of a 10- 
week course that features manage- 
ment training at the ownership level 

More than 60 are registered in the 
course, which is the first of its type 
Weekly discussions are 
held at Hofstra College, Hempstead, 
L. I., under the direction of H. H 
Rains, head of the Hofstra Labor Man- 
agement Institute and attorney for the 
Oil Heating Council of New York. The 
course was scheduled to wind up May 
16, but industry-wide interest in it, 
may make it necessary to hold repeat 
sessions in the fall, Rains says 

Subjects covered are human rela- 
tions, public relations, fleet operations, 
oil burner service department, auto 
matic fuel delivery, business organiza- 


Long 


classes and 


tion, accounting practices and credit 
collections 


Consolidation Move 


A current campaign in Long Island 
would consolidate all existing fuel oil 
two-counly 
into one large organization for the ef 


associations in the area 
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Eliminate 

Product Loss 
...Assure Positive 
Flow Control with... 


Rockwell-Nordstrom Valves 


Rockwell-Nordstrom valves assure safe, leakproof service in any 
petroleum marketing installation because they are sealed with 
pressurized lubricant. This tough film of lubricant between the plug 
and body is continuous and much more dependable than the metal 
to-metal seal on ordinary valves where a tiny scratch often means 
leakage. 

Flow control is always positive with Rockwell-Nordstrom valves 
because they operate with a smooth, lubricated one-quarter turn. On 
wrench operated models the wrench position tells at a glance if the 
valve is open or closed. And in larger sizes gear operation is two to 
five times faster than ordinary valves 

Rockwell-Nordstrom valves are the original lubricated plug valves 

eatin te anaes tee They are available in wrench, gear and power operated models in a 
Ahi atin alain altel ait aia ae complete range of sizes and pressure-temperature ratings. For more 
heat are a threat to lines and fittings, th 


information on trouble-free, dependable valve service in any market 
Rockwell-Nordstrom valve with pressure relief 


fiting in the plug allows excessive back pre ing operation, write today to: Rockwell Manufacturing Company, 
sures to safely relieve back into the storage 


Pittsburgh 8, Pa. Canadian Valve Licensee: Peacock Brothers 


on valve sizes from 2” to 12” Limited. 


tank. Pressure relief plug fittings are available 


ROCKWELL-Nordstrom VALVES 


LUBRICANT SEALED FOR POSITIVE SHUT-OFF 





—] associations 


fective promotion of automatic oil 
heat. 
Sponsoring the campaign is_ the 
Long Island Oil Terminals Assn. 
Supervision of the plan will be up to 
public relations director, Robert Barr 
Ihe terminals group will not be a part 
of the new set-up. Co-operating are the 
anfield New York Oil Heating Assn., the Oil- 
iC ae Heat Institute of America and the Oil 
| Heat Council of New York 
Ihe goal is to get the nine smaller 
. organizations on the island—six of 
MOTOR | them OHI chapters—into one organ 
ization, the Oil Heat Institute of Long 
OIL | Island. This would also include many 
nites ou sect of the 300-400 independent fuel oil 
nen men not presently affiliated with any 
organization 
If the drive is successful—and if 
the six OHI chapters on the island dis- 
solve—the new association is expected 
to become an OHI chapter 


Ohio 
Margin Drop Hurts 


Business in general is good in Ohio, 
and oil marketers say it’s showing up 
in higher gallonage all around. It was 


Whether you blend base stocks or sell the | a good winter for fuel oil. Gasoline 
finished products, you will always do volume is higher than last year. Farm- 


ers, the mainstay of many of the 


better with Canfield Solvent Refined Oils. | state’s jobbers, are doing reasonably 


well. 

HERE’S WHY: — | But although business circumstances 
° | are favorable, the Ohio Petroleum 
| Marketers Assn. has its share of 

1. Solvent refining of “hand-picked” paraffine base problems 
crude to 95/100 Vi produces tough, clean base The recent drop of 0.3¢ a gal. in 
the dealer gasoline margin isn't 
healthy, jobbers are saying. Their deal 
ers had trouble on the old margin, 
and the new cut is Causing a severe 


stocks high in lubricating value. 


.A sensible, scientific approach to the use of addi- 


tives, eliminates corrosive acid-action and excessive pinch at their service station outlets. 

Fuel oil margins of 3¢ a gal. o1 
better were reasonable a year or two 
clearances open, in heavy duty service MM, MS | ago. But jobbers insist that margin 


oxidation ... keeps rings free... screens and tight 


and DG. is now too low to meet their rising 
expenses 

Commercial account price cutting 
is another sore point in Ohio. It gets 
uniform high quality ... year in and year out. little public discussion because the 
membership of OPMA includes all 
Canfield Solvent Refined base stocks and finished products are major companies, as well as jobbers, 
in the state. 

Some jobbers don’t understand why 
sealed cans under your brand or ours. OPMA, despite its two-sided member- 
ship, can’t go to bat for them on these 
Investigate now ... wire or ‘phone problems. They recognize that their 
troubles are national in scope. They 
don’t see why OPMA was _ turned 
down by the National Oil Jobbers 
Council 


OF TO) ere DT BM ion hss dectared war on the lim 


General Offices: Cleveland 27. Ohio ited access highways spreading over 
; : A 


the state. It has passed a resolution 
Coraopolis, Pa, Cleveland, Ohio, Jersey City, N. J., Memphis, Tenn condemning any law that gives far- 


. Constant refinery and laboratory control assures 


available in compartment tank cars, transports, drums or refiner 


today for complete details. 
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reaching powers to the state highway 
director. 

The resolution notes that Ohio mar 
keters have spent much money 
years of effort developing outlets on 
present highways. Denial of access, it 
asserts, would destroy 
threaten the existence of 
communities. 

The number of limited access roads 
in Ohio is relatively small at present 
Plenty of oil not per- 
sonally affected by the current high 
way situation. In supporting the reso- 
lution they are heeding the long-range 
warnings of OPMA counsel Hubert 
B. Fuller and other association leaders 

Privately, the high 
bids of major suppliers for stations 
on the Ohio Turnpike. The majors 
defend their bids as a way of build 
ing prestige for their gasoline brand 
A typical jobber reaction: “Suppliers 
would get more for their money by 
spending it to help jobbers in their 
home territories.” 

Another “How can 
they pay 7¢ a gal. royalty on retail 
business? If they afford sell 
on that basis, then prices to others 
are too high.” 

Wage-Hour Law—Oil men in Ohio 
don’t want to see Federal regulation 
of wages and hours imposed on local 
business as a “link to interstate com- 
merce.” They fear the gradual exten- 
sion of Federal control by eager en- 
forcement officers. 

Again this year, as for several years 
past, the OPMA annual meeting 
passed a resolution urging definite 
limits for the Fair Labor Standards 
Act. They want it amended to “plainly 
exclude all those whose business and 
sales are confined within the borders 
of a single state.” 

Other Resolutions —In common 
with many other oil marketing groups, 
OPMaA also went on record as favor 
ing a minimum limit of $50,000 for 
application of 
surtax, 

Ihe association also adopted a reso- 
lution asking that the Federal Power 
Commission be barred from regulating 
the production and gathering of nat- 
ural gas. 

New Directors—George V. Glaskin, 
Community Oil Co., West Union, 
Ohio; and Raymond J. Wise, Ravenna 
Oil Co., Ravenna, Ohio, were elected 
to the board of directors. They replace 
Fred W. Grossmann, of the Lorraine 
Oil Co., Toledo, and association presi- 
dent Eric V. Weber, of Cincinnati 

Weber plans to retire as president, 
a post he has held for the past 17 
years. He will serve until the directors 
choose a successor 


and 


business and 


many small 


jobbers are 


jobbers resent 


asks, 


jobber 


can to 


the corporate income 
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The Best In 
vick Couplings 


EVER-TITE @ 


Superior quality forged body f 
— precision a 
Uniform wall thickness 


—no weak spots “al 


Extra heavy reinforcing rim 


Larger diameter cam ears 
for longer service life 


GG 
Extra 


Hi-Strength 
forged 
handles 
—greater 
economy 


Steel 
pins 
—greater 
safety and 
longer 
service 


Uniform heavy wall thickness 
—no weak spots 


Recess retains gasket 
in coupler and assures 
proper placement 


Superior quality forged body 
—precision machined 
—accurate tolerances 


EVER-TITE COUPLING CO. INC., 254 WEST 54th STREET, NEW YORK 19 











DISTRIBUTORS — HERE IS YOUR ANSWER 


to the problem of accounts that just do not justify the high cost of 


expensive greaseracks. 


SOLVE THIS PROBLEM by ordering our Model 100 Drive-on Greaserack, 
24,000 Ibs. capacity: 
1. LOW COST 3. NO MAINTENANCE COST 


2. NO INSTALLATION COST 4. PORTABLE 
5. HEAVY DUTY—WILL TAKE TRUCKS 


NEWBERRY EQUIPMENT COMPANY, Ine. 


P.O. Box 293 Phone 5-1751 Memphis 1, Tenn. 


Will be glad to furnish prices and specifications on request 
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=v associations 


Oil Jobbers Meet Around the Country 


HK dwardson Shiner Higgins Kundahl Roth 


CONNECTICUT PETROLEUM ASSN. Comparing notes are re-elect- 
ed officials Larry Edwardson, executive secretary; |. A. Shiner, 
treasurer; W. V. Higgins, secretary; F. L. Kundahl, president; 
and W. D. Roth, vice president 


Woodruff Williams Mims 


FLORIDA PETROLEUM MARKETERS ASSN. Fresh panel of officers 
includes F. N, Robshaw, vice president; Mrs. Jill M. Woodruff, 
executive secretary; J. H. Williams, Jr., president and Edward 
P. Mims, secretary 


Robshaw 


Crites Pederson Rin Traylor 
TEXAS OlL JOBBERS ASSN. Newly elected leaders are E. F. 
Crites, Ft. Worth; O. N. Pederson, Kilgore; Tiff Riney, Temple; 
and Marshall Traylor, Livingston 


; 
/6 





Nagel Keleher Hixson Sinclair Comstock Kampley 


ILLINOIS PETROLEUM MARKETERS ASSN. It's lunchtime for 
A. W. Nagel, Macomb; J. R. Keleher, Walnut; K. L. Hixson, 
Monmouth; D. C. Sinclair, Colfax; Irvin Comstock, Augusta; 
and William A. Rampley, Denver, Ill. 


Johnson Slabe Nodolf Coonen Merwin 


WISCONSIN PETROLEUM ASSN. Trading stories during a break 
in proceedings are C. E. Johnson, Waupaca; Vincent Slabe, 
Plymouth; LaVerne Nodolf, Plattsville; Derbert Coonen, Sey- 
mour; and Dick Merwin, Fond du Lac 


es | 
Be. - 


orwerk Steiner 


Michaels 


OHIO PETROLEUM MARKETERS ASSN. Veteran oil marketer and 
OPMA director Ernest G. Vorwerk, Napoleon, greets friends 
H. L. Steiner, Wooster; and J. C. Michaels, Plain City 
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BeNNECTT excuusive nich vacuum pump 





Quiet Rotary Vane C ype No cBlade ‘Chrowout Rings C/utside Valve ‘Adjustments 





~~. 
- Fp Oil Marketers and their service ell us that the 
; VIG a rsa heir servicemen tell u that 
priceless advantages of Bennett ownership are their 
traditionally low maintenance costs and their year 
in year out dependability. 





Jennett has been so soundly engineered and carefully 
built that it adds to the profit possibilities of every 


S2reent® gallon of gasoline. 


Little wonder, then, that Marketers regard their 
f- Bennett pumps with such deep enthusiasm — just as 
OY, (4, an ; 
~ you will once you standardize on the new Bennett 
with its low maintenance cost. 





<aseeal 


JOHN WOOD COMPANY Bennett Pump Division Muskegon, Michigan 

















that makes sales for you 





LET US 


CHECK YOUR Oll 








By night, by day it pay its was out on 
the island where oil and TBA sales begin 
ind end. The NEW Bennett illuminated 
oil merchandiser is designed to match the 
other components on your t land put 


your oil display right under the driver 


our station without fear of pilferage. And 
the illuminated pane l can carry your own 
choice of sales messages. Standard panel 
copy is shown in the illustration to right 

IBA sales and station profits begin with 


retting the hood up There no better way 


to open hoods — and sales-talks than put 


eves where it belongs! 


It's designed by specialists in service ting 
it be longs on the island And there S no 


better-designed, harder-selling way to dis 
play oil than with the NEW Bennett illu 
minated oil mere handiser Also available 


in non-illuminated type Ask your John 


your oil di pensing equipment where 


fation equipment to put all the conven 
ience features you can use under one eye 
catching exterior, There's built in provision 
for can drainage and dispo al promoting 
station neatness, A simple panel lock lets 


you leave the merchandiser when you close Wood re presentative for details 


JOHN Woop COMPANY. sennert PUMP DIVISION + Muskegon, Michigan 


* Denver * Detroit * Kansas City 
* Seattle * St. Paul * San Francisco 


* Baltimore * Boston * Buffalo * Charleston * Chicago * Cleveland * Dallas 
* New York * Philadelphia * Pittsburgh + Rochester * Sait lake 
John Wood international Corporation, 29 Broadway, N. Y. Cable ‘‘WOODINTER" 


District Offices: Albuquerque * Atlanta 
Little Rock * los Angeles * New Orleans 


IN CANADA: Toronto * Montreal * Vancouver * Winnipeg EXPORT 





This tag will tie your batteries to 
U.S. Peerless’ Rubber Separators’ 
national advertising 


Ww AR AARAAN 


If you are a maker or merchandiser of bat- 
teries equipped with U.S. Peerless Rubber 
Separators, then be sure to hook one of these 
tags on each battery. The tag will remind 
your customers instantly of the U.S. Peerless 
Rubber Separator ads that appear in The 
Saturday Evening Post. These ads tell mil- 
lions of motorists that Peerless-equipped bat- 
teries are the finest on the market. SO HOOK 
UP TO THESE ADS WITH THIS TAG! 


Send for your 


free supply of 
these tags 


@ The tag slips on quickly and easily to the 
battery post. 

@ The tag dresses up the battery. 

@ It can also be used as a price tag. 

@ It gives the salesman more ammunition 
to sell premium grade batteries. 

Write today for your free supply of these 

tags. And read the U. S. Peerless Rubber 

Separator ad in the May 7 issue of The 

Saturday Evening Post. 


UNITED STATES RUBBER COMPANY 


BATTERY SEPARATOR SALES DEPARTMENT - 
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ROCKEFELLER CENTER, NEW YORK 20, N.Y. 
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Du Pont’s new polymeric additives help prevent 
engine sludge under low-duty driving conditions 


of 
ron’ 
Ne cw 


\ By 
ee | 0 
nm Pont 0 


re) 
MH cgmic’ 


of these two new lube oil additives 
will do most to help sell your motor oil? 


If you are looking for an outstanding 
sales theme to help expand your motor oil 
market, here are two entirely new type 
Du Pont lube oil additives that offer just 
such an opportunity. 

Both are polymeric additives that pro- 
vide an economical and effective means of 
preventing engine oil sludge ... particu- 
larly under low-temperature, low-power, 
stop-and-go driving conditions. Both do 
double duty as detergents and V. I. im- 
provers. 

» As such, they can add important sales 
appeal to your products in the mass pas- 
senger car field as well as in bakery and 
other urban fleet markets. 

With either of them, in multigrade oil 
formulations, you supply not only supe- 
rior low-duty detergency, but also pro- 
vide a substantial part of the viscosity in- 
dex improvement required. 

Usually such formulations produce bet- 
ter performing oils at lower cost than can 
be obtained through other additives or 
methods, 


DU PONT LUBE OIL ADDITIVE 564 is a new 
type polymeric additive which, because 
of its relatively low molecular weight, 
provides your oil with excellent shear 


stability in engine operation. 


DU PONT LUBE OIL ADDITIVE 565 has a 
higher molecular weight than Lube Oil 
Additive 564 for greater viscosity index 
improvement, 


Form no sludge 

These ashless polymeric lube oil additives 
permit more efficient operation of the 
engine oil system, Oil screens, rings, pis- 
tons, filters and other engine parts are 
kept clean and free from sludge. The re- 
sulting free flow of oil throughout the 
entire engine system keeps it in better op- 
erating condition for longer periods of 
time, 

Commercial quantities of both addi- 
tives are now available. For testing their 
effectiveness in your own motor oils, any 
of our representatives or regional offices 
will be glad to supply you with samples. 


TO HELP YOU MERCHANDISE your lube 
oils containing Du Pont Lube Oil Addi- 
tive 564 or 565, this unique promotion kit 


is now available. It contains suggested 
copy and layout for newspaper ads, de- 
scriptive folders, a 24-sheet highway post- 
er, an envelope stuffer, and suggested 
sales talks for your dealer meetings. Also, 
a 12-page technical book with all the 
basic details on these new additives. 

In addition, representatives of the Du 
Pont Petroleum Chemicals Division will 
be glad to work with you in designing a 
special lube oil promotion plan capitaliz- 
ing on the advantages of these additives. 
Be sure to ask about this important Du 
Pont marketing service. 


#16, yu. 5. Pat ort 


Better Things for Better Living 
+ «« through Chemistry 


Petroleum Chemicals 


E. 1. DU PONT DE NEMOURS & COMPANY (INC.) Regional \ 


Petroleum Chemicals Division * Wilmington 98 


Delaware 


Offices 


IN CANA 


NATIONAI 


ne COlumbus 5-2342 
RAndolph 6-8630 
hone Tulsa 5-5578 
e Blackstone 1151 
MAdison 5-1691 


Ont 


Delaware 


sronto 1 
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CROWN opens up broad new vistas of package- 


design through the creative ingenuity of a brilliant 


young art-staff. The services of these Modern-Design 

artists are yours for the asking. 

Next comes CROWN Lithography with new facilities 

and new techniques contributing to the achievement of 

A FAMILY OF PACKAGES DESIGNED TO SELL YOUR PRODUCTS ... TO SELL 
THEM HARDER AND FASTER... AND TO AEEP THEM SOLD. 

For details about CROWN Design Service and Lithography, talk with your 

CROWN Sales Representative or write Crown Cork & Seal Company, Ine., Dept. H, Box 6208, 
Philadelphia 36, Pa. 


— 


Que of Cmuutel Largell Cin Jitaniefitiinted Cro vv 


CROWN CORK & SEAL COMPANY, INC. 


CAN DIVISION 


PHILADELPHIA © CHICACO © ORLANDO © BARTOW «© BIRMINGHAM 
BALTIMORE © NEW YORK © BOSTON © ST. LOUIS © SAN FRANCISCO 
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Utah Oil Refining Co., Standard 
Oil Co. (Indiana) affiliate, is building 
a $3 million catalytic Ultraformer at 
its Salt Lake City plant. Utoco mar 
kets through 700 outlets in Utah 
Idaho, Nevada, Washington and Ore 
gon 
SIGNIFICANCE 


duce up to 100-octane gasoline, sure 


Ultraformer will pro 


to stimulate other area refiners 


Unless U. S. crude oil reserves pic 
ture can be improved, possibly by new 
oil-finding 
mestic producers will find it “impos- 
sible to meet Our country’s future re 
quirements under a price 
the economy can stand,” says B 
Brewster Jennings, president of Socony 
Mobil Oil Co. 
SIGNIFICANCE 
the long run, more foreign oil will be 


tools or techniques, do 


structure 


Jennings feels that, in 


needed to supplement domestic sup 
plies 


Phillips Petroleum Co, will build a 
tanker terminal for 
fuel and burning oils at Jacksonville, 
Fla. 
SIGNIFICANCE 
Phillips’ expansion drive in northern 
Florida and southern Georgia 


gasoline, diesel 


The termnal will boost 


Texas House of Representative has 
turned thumbs down on an omnibus 
tax plan 
SIGNIFICANCE: Jhe bill included a 1¢ 
val, gasoline tax hike and a 1.5¢ diesel 
fuel tax increase 


General Petroleum is marketing a 
new Mobilgas regular “within” the 
price range of regular” and a new 
Mobilgas special premium, both with 
the “highest” octane ratings it has of 
fered to date 
SIGNIFICANCE: GP says the new Mobil 
Mobil Power Com 


formerly found only 


vas regular has 
pound, additive 
in its premium 


Houdry Process Corp. has a new 
catalytic 
Houdresid, tested in a year of com 
mercial operation at Sun Oil's Sarnia, 
Ont., refinery 
SIGNIFICANCE 


to convert crude oil bottoms to gaso- 


crac king process called 


Houdresid is designed 
line and middle distillates—eliminat 
ine residual 


Public Roads will co 
highway depart 
ments, Defense Department and auto 


Bureau of 
operate with state 


motive, oil and tire segments of pri 


>? 


vate industry in a $12 million road 


test. 

SIGNIFICANCE: Jests will measure ef- 
fects of vehicle weights on both con- 
crete and asphalt pavements. 


Pacific Northwest Pipeline 
has purchased “certain assets” from 
Irans-Northwest Gas, Inc. In return, 
Irans-Northwest has withdrawn its 


suit to block Pacific Northwest's pro- 


Corp. 


posed natural gas pipe line from San 
Juan Basin to Pacific Northwest 
region. 

SIGNIFICANCE: This clears the last legal 
harrier to pipe-lining natural gas into 
the Pacific Northwest 


Oil, Chemical and Atomic Workers 
International Union (CIO) has mailed 
notice of termination of its “nation- 
wide” contract with Sinclair to the 
company. 

SIGNIFICANCE: OCAW now is in posi- 
tion to strike after a 60-day waiting 
period 


Shell Oil of Canada is building two 
UOP Platformers in Canada—a 6,600 
b/d unit at its Montreal East plant 
and 3,300 b/d facility at Vancouver. 
Ihe company also plans the retail 
market in Alberta this year 
SIGNIFICANCE Shell is 
Canadian program 


pushing its 
expansion from 


hoth the rejining and marketing ends 
: ay 


Houdry Process Corp. and Univer 
sal Oil Products Co. have introduced 
new reforming processes for produc- 
ing motor gasolines—known as Iso- 
Plus Reforming Process and Rextorm- 
ing, respectively 
SIGNIFICANCE: Both are 
produce gasolines of 100 octane or 


designed lo 


over. Houdry claims up to 91% con- 
version of naphtha feed stock to 100 


octane 


Operating revenues of natural gas 
pipe line companies were up 13.2% 
for the 12-month period ending with 
January, Over the previous year, 
SIGNIFICANCE: Jhis reflects a steady 
expansion in gas distribution 


Cities Service has signed an agree- 
ment with the Maritime Administra- 
tion to trade in two old tankers and 
build a new “super” tanker. It already 
has two tankers under construction on 
the “trade-build” program. 
SIGNIFICANCE: The $8 million tanker 
will hold 317,000 bbl., have a 17-knot 
speed and he compartmentalized to 
carry up to 18 grades of product 


NATIONAI 


General Petroleum Corp. will begin 
exploratory drilling this year or next 
in Oregon and Washington, says Presi- 
dent Robert L. Minckler. 


SIGNIFICANCE: Minckler believes ex- 
ploration will increase considerably in 
that area during the next five years. 


Fexas Eastern Transmission Corp. 
has tentative approval from Federal 
Power Commission to switch part of 
its Little Inch pipe line—the section 
from Baytown, Tex., to Moundsville, 
W. Va.—from natural gas. 


SIGNIFICANCE: The way is now open 
for Texas Eastern to use that segment 
of the Little Inch line for shipping oil 
products. Line could move 235,000 
h/d in an emergency. 


Some research has shown about 
50% of the average service station’s 
customers will be patronizing a differ- 
ent station by the end of a year, says 
John Wieland, general merchandising 
manager of Pure Oil Co. 


SIGNIFICANCE: A station might have to 
win as many new customers as it keeps 
just to maintain a constant business 


level. 


Hauls of liquid oil products by for- 
hire carriers totaled 58,488,790 tons 


last year, says American Trucking 
Assns. 

SIGNIFICANCE: Jhis iy an increase of 
4.3% over the 56,057,919-ton total in 


1953. 


Oil shipments on the Great Lakes 
fell to 105,675,460 bbl. in 1954, an 
11% decrease from the previous year 


SIGNIFICANCE: First season's operation 
of Lakehead pipe line carrying crude 
from Superior, Wis., to Sarnia, Ont., 
caused the decline. 


Kansas Legislature has repealed the 
state’s ton-mile tax. But it approved 
legislation to increase license fees on 
heavy trucks, a 2¢/gal. hike in diesel 
fuel tax (from S5¢ to 7¢) and extension 
of the fifth cent of gasoline tax, which 
was to have expired. 


SIGNIFICANCE: New taxes and fees are 
expected to yield $500,000 more than 
the ton-mile tax. 


Sinclair Oil Corp.’s gross operating 
income for 1954 passed $1 billion, 
with net income almost 9% over 1953. 


SIGNIFICANCE: For the first year, Sin- 
clair’'s gross topped $1 billion. 
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Everyone Agrees... 

















Beauty in keeping with the most modern 


Through research |. ‘) ; a better way 
service station design ¢ Brilliant illumination 


¢ Wide-angle visibility * Stainless steel scuff 
plate « PM-2 Meter with double warranty « 
aK a tensa 


= €—F 


Many other features which all add up to the 


Factor es 5 5 Smi 
Box 500, Succasunna 
H on 20, Los Angele 
12, Vancouver 


most modern styling and years of accurate, 


dependable service. Write for Bulletin 171. 
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HNOs 


shipped best in 


GATX 


solid stainless steel 
tank cars 


Nitric acid must be pure! That calls for bulk shipping in solid 
. stainless steel cars. With solid stainless, there’s no chance of 
contaminant pick-up... cars last longer, give better service, cost 
less in the long run. 

If you ship liquids in bulk, General American has or can build 
tank cars to move your product more efficiently. They may be 
made of steel, aluminum or stainless—lined or unlined —insulated 
or coil heated. They can be equipped to meet your loading and 
unloading problems. Of course, each car is backed by General 
American's 38 major car repair shops and network of district 
offices for dependable service. Find out how you can benefit from 
better bulk shipping. Call or write General American today. 








typical products successfully shipped in 
stainiess steel cars °« Phthalic Anhydride « Ethanolamine ¢ 
Formic Acid ¢ 85% Phosphoric Acid ¢ Chlorosulfonic Acid 


features of GATX stainless steel cars* 

Flued Dome Construction** ¢ All-welded tank Jacket and Underframe 
Insulation and Heating Coils (Available) ¢ Stainless Steel Valves and 
Fittings ¢ Safety Dome Platform ¢ One-Piece Longitudinal Bottom Plate 
*Standard equipment unless otherwise noted. 

**The one-piece flued dome saddle was designed and pioneered by 
General American as early as 1938. 





GENERAL 

AMERICAN 

TRANSPORTATION 
CORPORATION 

135 South La Salle Street ¢ Chicago 90, Illinois 
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Round-table talk at station level is how Sinclair is .. . 


management —F4 


Helping Dealers Help Themselves 


Dealers learn from each other and solve their 


own problems in informal discussion sessions 


— LAIR Refining Co. will depart 
\ from -meeting tradition 
starting this month by not telling its 
dealers what to do about their prob 
lems. 

Instead, Sinclair is inviting all its 
dealers to small round-table discus 
sions so they can tell each other what 
to do. 

There will be no formal lectures 
The program will be simple. But 
there will be a lot of opinions—and 
most of them will come from the 


dealer 


dealers. 

The plan is an extension of last 
year’s training program for Sinclair 
sales representatives, jobbers and con- 
signees (NPN May 19, 1954, p. 22), 
when these men got together to talk 
over how they could help their dealers 

Sinclair has put 800 salaried field 
salesmen through a special training 
course to qualify them to conduct the 
discussion meetings for the 20,000 
Sinclair dealers. The company will 
furnish all materials 

Dealers have been invited to attend 
on a voluntary basis and have been 
broken up into small groups of about 
a dozen men—so each dealer will have 
plenty of chance to talk 

Sinclair is inviting its jobbers and 
consignees to use the program in their 
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areas and is offering the necessary 
materials to anyone who wants to 
set it up 


HOW IT WORKS 


Ihe field man conducting the meet 
ing has the same relation to the deal 
ers as a guide to a party of mountain 
climbers. He shows them where to go 
but they do most of the work 

Special movie films showing dealers 
performing several half-hearted sales 
and service Operations are rigged to 
stop after each example. Then the 
moderator throws the meeting open to 
the dealers, so they can point out what 
the man in the film should have done 
None of the film performances de 
scends to the ridiculous—they illus 
trate sales jobs that are passable, but 
not top-notch 

When the discussion of each exam 
ple is over, a scene is run showing 
what Sinclair's marketing men _ think 
the dealer should have done. Then 
the points in the “after” film and 
those agreed on by the dealers in the 
Sometimes 
the dealers’ recommended approach 


discussion are compared 


more complete than the company’s 
including points that dealers find 
effective and that Sinclair has missed 
The moderators use flip charts con 


NPWS 


taining blank sheets of paper or par 
tial lists of points for each scene on 
which to record the dealers’ ideas 
Slide films are used on the same 
Each slick 


shows a display or other scene at a 


principle as the movies 


station that is adequate, but not “pro 
Dealers talk it over, then 
ideas with 


fessional.’ 
compare thet another 
slide showing what the company 
recommends 

Each of the dealer groups meets one 
night each week for six weeks. They 
cover these subjects 
e Management for Profit 


hiring, bookkeeping, how to handk 


Includes 


credit and other managerial must 
© Stock—What to stock, when and 
how much for the best profit result 
¢ Lubrication Services and Equip- 
ment 


jobs and 


How to sell and perform lube 
pointers on buying and 
maintaining equipment 

© Other Revenue 
Equipment— Automatic 
powel and other services 


Services and 
transmission 
steering 
How to use and maintain§ station 
equipment and how to make mon 
by adding more 

e Sales Exposure—Display, 


lighting, station appearance and clean 


proper 


liness, and other methods 
. Selling How to sell 
knowledge, persuasion and personal 
contact 
[his is e 


gram used in the 


produc t 


sentially the same pro 
distributor and 
field-sales training sessions last year 


(Continued on p. &&) 








Fantoms 


Dealers can’t tell a FraAM Fantom from any 
other motorist. He looks the same. Talks the 
same. BU'T’ THERE’S ONE IMPORTANT 
DIFFERENCE! 


dealer $5.00 if he suggests an oil, air, fuel 


FRAM Fantoms pay the 


or water filter replacement or installation. 

ry. Ld > 

'o be certain they don’t lose out, dealers 
suggest FRAM protection to every motorist. 








Effective? Sure! FrRAM Fantoms get hoods up 
... sell more oil and more ‘TBA! 


But, actually, FRAM Fantoms are just a hint 
at what you’re missing if you don’t carry 
FrAM. There are dozens of ways FRAM stirs 
up sales at the pumps! Why not use them? 
Investigate FRAM now! We’ll be glad to show 
you eye-opening facts and figures. 
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Providence 16, R. |. 


Only FRAM offers : : FRAM CORPORATION, 


ALL these advantages... 


Fram Canada Ltd., 
Stratford, Ontario 
Motorists prefer FRAM more than 2 to 1! Se y 


FRAM is standard equipment on more cars 


and trucks! F 
FRAM is custom-engineered for most every engine! 
FRAM is backed by the industry’s strongest, 
broadest, most liberal, unconditional money-back 


guarantee ... the only guarantee of its kind! OIL © AIR © FUEL © WATER 


FRAM Cartridges are protected by work-saving, 
sales-making metal! - : a 3 - _ a 
gh. 


FRAM gives you the most effective advertising-mer- 
chandising program in oil filter history! 
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The Dealers Speak Out... 


DEALER BEN MOODY of Fort Worth gets on his feet during the Detroit “trial meeting” to make a point 


And Sinclair Marketers Listen 


Vv. L. BROPHY 


(Continued from p. 85) 


HOW IT DEVELOPED 


When the training program for con 
signees, jobbers and field representa 
tives was completed several months 
ago, Sinclair began a study of how to 
carry the plan to mostly 
under the direction of V. L. Brophy, 
market development manager; E. W, 
Isom, Jr., retail sales training mana- 


dealers 


88 


E. W. ISOM, JR. 


ger, and W. R. Kelly, sales promotion 
manager. 

The planners felt the questions of 
what dealers want and need to know 
and what is the most effective way of 
giving them that information could 
best be answered by the dealers them- 
selves. So 12 successful dealers—two 
from each of the six Sinclair sales dis- 
tricts covering 36 states, were invited 
to a two-day meeting in Detroit. 


IR 
LING PLAN 


WHAT ARE THE 
BEST METHODS? 


W. R. KELLY 


Kelly set the stage by pointing out 
to the “delegates” that service station 
selling is a unique business and so 
requires a unique training program. 
He said: 

“We try to keep reminding dealers 
that their business is different from 
other retailers’. The grocer or druggist 
can’t look into the housewife’s shelves 
and tell her what she needs. 

(Continued on p. 90) 
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Your Customers Are 


FILTER- 


ONSCIOUS 


MICRO-PHOTO OF BOWSER FILTER 
CARTRIDGE MATERIAL 


FILTER YOUR pRODUCT 
AND You WILL SELL 
MORE OIL 


low-cost car- 
ge and dirt 
of fuel. 


Replaceable, 
tridges remove slud 
from millions of gallons 
The cost per gallon is practi- 
cally nil. Except for ticket- 
printing Bowser Xacto Meters, 
no other equipment can help 
you sell MORE at lower cost! 


FIG. 835 
BULK PLANT FILTER 


re —_ 


GETS NEW BUSINESS 
., BUILDS GOOD WILL 


NOW 
- MORE THAN EVER, customers hear about 


filtering . . . cigarettes, beer, air and FUEL OIL. More 


and mo i i 
re oil dealers are selling more by advertising 


F 
ILTERED FUEL OIL. If you want to boost your gallon- 


FUEL OIL 


QUSER FILTERS 


vvTaAS 
iene your interests and your customers’ by eliminat 
ing dirt, water and tank scale from your fuel oil 


Elimin i 
ate costly service calls and equipment repairs, and 
tell your customers! | 


Bulk plant (left) and truck 


type (right) 
are available 


Bowser Filters 
in several sizes 
Either type will provide the 
you need Both 
operate very effectively. Get 
data now and be 


sales tool 
complete 
ready for summer sales pro- 


motion! 





FIG. 837 
TANK TRUCK FILTER 








BOWSER, INC. 
FORT WAYNE, IND. 


Rush the FACTS and tell me how other 
t with FILTERED FUEL Olt 


Gentlemen 





@ CUTS COMPLAINTS 
@ REDUCES SERVICE COSTS 


dealers profi 
NAME 
COMPANY 


ADDRESS 





T MAIL or HANDOUT stuffer tells 
ur customers and prospects. 
Iter owners only. 


This Stuffer Helps You Sell 


This DIREC 
the story to yo 
Available to Bowser Fi 


1301 E. CREIGHTON AVE. 
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city 


STATE 


FORT WAYNE, INDIANA 
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(Continued from p. 88) 
I he crvice 
checks his 


businessman who has the advantage 


station dealer who 


customer's car 1s the only 


of knowing what that customer need 
He can look over the car carefully and 
sell the customer on the spot 

But a dealer can’t be trained in 
the sense that a factory worker can 
be trained to perform a mechanical 
function, though there are important 
time-tested principles No one yet 
has discovered a formula that enables 
every individual to make a profit in 
the same way 

[hat is why you are here—to 
give us the benefit of your experience, 
And the dealers did Here’s what 


ome of them said 


Ben Moody, Fort Worth Keeping 
track of where your money’s coming 
from and where it’s going, good in- 
ventory control and accurate, up-to- 
date prospect and customer files—all 
these are musts. | wouldn’t know how 
to begin improving my business with 
out good follow-up records.” 

Jim Duvall, Denver In the past 
few years, I’ve gone into a dozen sta- 
tions, handling various brands, that 
were folding up. I was trying to figure 
out’ what the [here 
wasn't a single one of those dealers 


trouble was 


who could show me what he was 
making—-or losing. They just didn’t 
keep records 

Sal DeTrano, Elmhurst, N. Y. 


loo many dealers never have a clear 


Where sustained | 
capacity — 


4 


BLACKMER rotary pumps 


They deliver with sustained efficiency; cut maintenance costs and 
delays to a minimum. These fine pumps are designed and built to 
conform to the most rigid controls of materials and craftsmanship 
to bring you the greatest measure of dependability that money can 
buy. Complete factory engineering service is available to help with 


your special applications. 


Here are just a few outstanding Blackmer construction features: 


Self-adjusting for wear vane construction. 
Capacities from 5 to 1500 gallons per minute. 


Easy-to-replace vanes and liners. 
Self-priming with high suction lift. 
Wide range of applications. 


Compact design. 


ww 


BLACKER liquid materials 





at? 


*% ,a8 


INDUSTRIAL, HAND AND TRUCK PUMPS, STRAINERS, PRESSURE CONTROL VALVES 
BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN 


DIVISION SALES OFFICES 


NEW YORK « ATLANTA « CHICAGO ¢« GRAND RAPIDS 


« DALLAS « WASHINGTON e SAN FRANCISCO 


See Yellow pages for your local sales representative 


SREB EMN Gh PERE AT 


idea of their potential profit. If you 
can help these fellows realize just how 
much total business there is in every 
car that comes up the drive—if they 
make all the sales—they'll see how 
much business they’re missing and 
figure Out ways to get it.” 

Jay West, Columbus, Ohio, uses an 
incentive plan to stimulate employees 
After a certain profit figure is reached 
each day, the men participate in a 
‘They watch potentials 

boosts sales on_ profitable 
West illustrated the quality of 
his training program by pointing out 


bonus pool 
And it 
items.” 


that 28 former employees now run 
their own stations 

Jack Schneider, Chicago, is a case 
in the other extreme. “In one year, | 
had a turnover of 63 men. If they 
didn’t want to fit into my methods of 
operation, they had to go. But as a 
result, | have one of the finest crews 
in Chicago.” 

Dan Elilenbecker, Cheyenne, Wyo. 

“You know why I like mass dis- 
plays? Because every time I see all 
that stock sitting out there, I realize 





Training Aids Win 

Sinclair took first-place hon- 
ors in National Visual Presenta- 
tion Assn. competition with 
some of the materials prepared 
for its distributor-field sales 
training program held last year. 

The association, which invites 
all industries to compete, last 
month gave Sinclair the nod for 
both Movies and Other Media 
classes in the Sales Training di- 
vision. The “other media” in 
Sinclair’s case consisted of dis 
play boards used to make sales 
points during the training pro- 
gram. 











thats my dough. And I’m not going 
to get it back until I sell the merchan 
dise to motorists who need it.” 

Charlie Page, Fort Lauderdale, Fla. 

“Balanced selling is the answer. Too 
many dealers have gone broke by con 
centrating on gallonage alone. You've 
got to do an all-round job, make every 
department pay. And that means the 
lube and sales rooms as well as the 
pump customer is 
looking for one-stop service.” 


island Today's 


MORE ON BETTER MARKETING -_ 
How Arkansas Fuel Oil Corp. trains 

ifs executives to understand 
jobber-dealer problems—p. 93 
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With a Big, New, 
idea-Packed 


SPRING 
OIL FILTER 
CAMPAIGN 


Spring's in full stride! The dig 
summer driving season looms 
ahead! Everyone is in the “‘get- 
ting-ready” mood! And right 
into that selling atmosphere 
comes AC—with a May OIL 
FILTER program that’s sure to 
pay off in sales! Here is the 
selling support from AC. New oil and oil filter sales maker! A 
huge, full color, king-size cutout of the 
famous AC Sludgehound with his AC 
Oil Filter ready for Rescue work—AND 
his mate with Your brand of oil 











National Magazines! Post, Lite, CHANGE OIL 


Look, Collier's, Better Farming AND FILTER on. 
and many other publications meter 
will carry the spring campaign 








Smashing biliboards! 5,000 of them on the natio 


highways! They tell your customers: “Change | 


You'll receive a minature of this poster for your wir 


New window trim! Perfo 
rated strips: “Change Oil 
and Filter Now’ tie in with 
your selling theme and can 
be used in several ways in 
your windows 


AC's dramatic TV show “Big Town 
will carry strong selling commercials 
Plus full color program book that on the superiorities of AC Oil Filters 
tells you how one dealer upped and recommend to motorists every 
his business—and how you can where—“'See your AC dealer! 
do the same. 














AC SPARK PLUG DIVISION . GENERAL MOTORS CORPORATION . 
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j ; 211 
Mr. Haines Finne =e 
Eastern Territory Manager nia 
Union 0il Company of Ca 
j Oil Building Pa 
page Bode Bes 17, California 


Dear Haines. 


eat success during our first year oF 
We've met with eet T5X, Unoba, and other wer be 
selling Royal Tee wat have been achieved nae — 
Agreto yes te In our sales ertegnet 8 
eon oh ae de attention on all the = TT onan, 
ages rian aoe use of Royal Triton, gees Pipe vest 
er ae cit ib mt we have never lost a cut 
And to my jon Oil product let him down. 
cause < 


Yo are tc € cc € y | 1al advertising 
J b 3 YU omp | 1m anted on gree né Lion od 

4 , : ‘ 5 rams . nc 7 2 , 
1 id Sc les p “omo tion p! ogrs . : A os ; rod aod 11 2 be , 
c I * a * I st . ¢ de of your we les in i technic “ . 

1 that all reques LS ma 4 @ : . ; . d cou Si} 
a ‘ ‘ ts have been handled with dispatch n J I te y 
depa rtm envs c 7] 7 


= c y gi -—~) so 
f ree ly to its dist! ibutors, we confi — expect evel 
a « . SSCo5 in 1959 and an 7) St See "] 2p , g 
f re iter sales succes: €E aver dee enin 


Yours very t ruly, 


TAYLOR, LOWENSTEIN & COMPANY 


HOS 


H. C. Taylor 


‘“We’ve met with great success 
selling Royal Triton...” 


The story's the same all over the country. The distributors of 


Union Oil products continue to show marked sales increases 


¢ / UNION OIL COMPANY 
each year due to an ever-increasing demand for Royal Triton ee 


OF CALIFORNIA 
Jil, UNOB : Greases. T 
Motor Oil, UNOBA and Red Line Greases. This has necessitated Los Angeles: Union Oil Bldg. * New York : 45 Rockefeller Plaza * Chicago 
a rapid expansion of our Eastern Territory Sales Organization 1612 Bankers Bldg. * New Orleans: 644 National Bank of Commerce Bldg 
Write us about available franchises in your area 


Attanta: 40] Atlanta National Bldg. * Kansas City, Mo.: 612 W. 47th St 
NATIONAL 
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Alfred ri Whitehurst Windham Bryan Walker Askew 


‘STUDENTS’ at the Arkansas Fuel Oil training session include ham, district manager, Shreveport; Sharon G. Bryan, district 
L. E. Alfred, division manager, Jackson, Miss.; Oliver C. Epps, manager, Conway, Ark. (partially hidden); B. W. Walker, divi- 
superintendent of the tire sales department, Shreveport, La.; sion manager, Houston, Tex., and T. R. Askew, asst 


division 
F. J. Whitehurst, division manager, Charlotte, N.C.; Ben Wind- manager, Charlotte 


Davis White Bennett Turner be stes Bigelow 

EXAMINATION is given one of the program's visual presenta- BREAK in schedule finds John 8. Turner, manager of Orange 
tions by T. M. Davis, asst. general sales manager, Shreveport; State Oil Co., Arkansas Fuel Oil's marketing subsidiary in 
L. T. White, New York, manager of Cities Service's Business Florida, looking over notes with W. H. Bigelow, director of 
Research & Education department, and Dr. William R. Bennett, Cities Service Business Library in New York. E. G. Estes, division 
associate professor of marketing manager, Atlanta, Ga., is in background 


Arkansas Fuel’s Top Men Go to School 


ge ANSAS Fuel Oil Corp. has ity and the Alabama State Depart Merchandising 
i set out to make its marketing ment of Education. Initial planning istant manager 


inch 


officials more conscious of the prob and research was conducted by Citi Busine Res 
lems facing the distributors and serv Service’s L. T. White, director of th partment Merchandi 


ing 
ice station dealers who sell the com Department of Busine Research and being used by distributor 
pany’s products in 11 southern states Education. Conferences covered they can be improved 
To teach company representative Local Market Analysis—Donald Salesmanship—L. 1. Whit 
how to help solve distributor-deales Mulvihill, associate prof or of mar the basi principle of selling 
management problems, 29 of them keting at the university, told how to functions of the Busin 
from the president down through sey get market informatior ind Education program 
eral district managers—were called to Sales Planning—Mulvihill outlined ser management a ta 
a three-day meeting late in March at ways to lay out a sales program based distrit 
the University of Alabama on analysis of the local market Record Keeping—Purpose of ke 
The training session was labeled Salesmanship Laboratory—W 1 'lia ing records and how it’s done, | 
Institute in Small Business Manage R Bennett, associate prof J. Penz, professor of 
ment. J. A. Welch, vice president of marketing, explained the Sal iho university 
the Cities Service subsidiary, organ ratory, which he established in } Financial Statement Analysis 
ized it in co-operation with the Univer at the university to train sale What records m« 


wtor 
ulor 


iCcounting at the 


in and how to in 


May, 1955 © NATIONAL PETROLEUM NEWS 94 





FACT SHEET  Stamsicrsns: 
OR THROUGH OIL MARKETERS 
@ Automotive gas turbines will be 
powering cars on the nation’s highways in 1960. 





@ By 1970 turbines should be in large scale production. 
@ In 20 years — by 1975 — there could be 62 million 
automotive gas turbines on the road. 


























The pleasure automobiles of 1975 will be designed around the passengers’ cabin, not the engine. New 
automotive shapes will dominate the roads and the present gasoline piston engine will have joined the 
now vanishing steam locomotive in transport history. 











Write for a cadpy of the complete April Natidnal Petroleum News’ cover feature from which these facts were extracted, 





Meanwhile, remember: 


@ A100% transition to turbines probably will take 25 years. 

@ Even the most optimistic estimate places it 15 years away. 

@ Regardless of automotive engineering or design developments, NPN will con- 

tinue to be the number one medium for selling to or through oil marketers. 

Remember also 

in your assessment of NPN's present value to you as a sales medium: 

@ Oil industry experts have pegged this year's increase in domestic demand for 
oil products at about 5%. 

@ The oil industry will spend well over a half a billion dollars in 1955 to expand 
its marketing facilities. Most of that will be spent by NPN readers. 
Tires, batteries and accessories volume handled by oil companies in 1955 will 
be approximately 7% higher than it was in 1954. 
Service Station Sales, which totaled $10.5 billion in 1953 and $11.5 billion in 
1954, are expected to maintain at least this rate of gain (about 9%) in 1955. 


NPN's all-paid circulation has increased 50% since WW II and is still going 
up. Subscription renewals continue to hold close to the 90% mark. 











The McGraw-Hill Magazine of Oil Marketing 
330 West 42nd Street, New York 36, N. Y. -. 
ESTABLISHED 1909 PUBLISHED MONTHLY @ 


Published 3a 
as a 
p issue 


build, maintain and operate bulk storage plants and 


National 
Petroleum 
News 


Statistical & Reference 
YEARBOOK 
of Oil & TBA Marketing 


MID- 
MAY 


Oil marketers (NPN‘s readers) direct the building, 


maintenance and operation of all oil marketing facil- 
ities. They buy trucks, pumps, tanks, compressors, 
lubrication equipment, service tools, lifts, hose, light- 
ing, meters, any and all types of equipment used to 


service stations. They direct the marketing of tires, 
batteries and accessories sold through most service 
stations and own the pumps, storage tonks, com- 
pressors, etc., used by most gasoline retailers, 
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terpret them. Robert H. Van Voorhts 
associate professor of accounting 

Faxes—Income, corporation and 
capital pains taxes What they are 
and how to save money by knowing 
all the rules. Harry H. Haden, pro 
fessor of law at the university 

How to Train—Iraining techniques 
and how to set up a training program 
Patrick H. Kelley, director of train 
ing, U. S. Rubber Co. tire division 

Your Public Relations—Reason to: 
public relations programs and how to 
make them effective. James L. Brake 
field, director of public relations fo 
Liberty National Life Insurance Co 
Birmingham, Ala 


The Student Body 


LOUISIANA 
Robert L. Kidd, president, Shreve 
J. A. Welch, vice president and ge 
m wel Shreveport 
H. LL. Holland, assistant general 
iger, Shreveport 
I. M. Davis, a tant 
Shreveport 
L. FE. Jones, credit manager, Shrev 
Oliver C. Epps, superintendent 
department, Shreveport 
Ben F. Brian, division manager, Alexand 
Ben Windham, district manager, Shreveport 
H. C. Hilburn, office manager, Shreveport 
FLORIDA 
John B. Turner, manage: 
Co., Miami (marketing 
kansas Fuel Oil) 
R. D. White, division manager 
State Oil Co., Miami 
Ford Land, retail distributor, Orange 
Oil Co., Miami 
ARKANSAS 
F. M. Fory, division manager, Little Rock 
pe Bogan, district manager, Hot Springs 
Sharon G. Bryan, district manager, Conwa 
ALABAMA 
Silas W. Davis, division manager. Birmir 
ham 
GEORGIA 
Jack Helton, 
Atlanta 
EK. G. Estes, div 
MISSISSIPPI 
io Ee Alfred, ci ion Manager 
H. A. Rowton, division engineer 
V. Lee Owens, district manager, Jacksor 
C. J. Raley, district manager, Hattiesbur 
TEXAS 
B. W. Walker, division manager, H« 
J. H. Oltman, district manager, Aust 
TENNESSEE 
J. P. Connell, di 
NORTH CAROLINA 
F. J. Whitehurst, division mar 
r. R. Askew, assistant di 
Charlotte 
SOUTH CAROLINA 
R. A. Smreker, div 


MORE ON BETTER MARKETING 


How Sinclair upgrades its dealers 
with roundtable discussions—p. 85 
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Ask about 
Oronite’s “custom-formulation” 


of lube oil additives 


To study additive performance — this 


Engine Program Controller provides 


by means of pre-set punched tape 


close and reproducible control of test 


engines under a variety of speed 


load and temperature conditions 


simulating actual driving 


Oronite spec ializes in“custom-formulating 
additives to your exact needs meeting 
your price and performance specifications 
Because of Oronite’s advanced research, 
testing and manufacturing facilities, custom. 
‘ ompounding has been ace omplishe d at 


progressively lower treating costs. 


With a years-ahead additive program it 
is possible that Oronite could provide your 
finished oil with competitive advantages 


you need to win and hold a market 


Why not talk it over with an Oronite ad 
ditive specialist. Contact our office nearest 


you, 


With Oronite Additives 
you can formulate oils to 
meet the new ALP L Services 
(lassifications and can 
meet speetheations for 
104-B, MIL-0-2104 Supple 
ment Land Series 2 oils 
OTHER OROMITE PRODUCTS 
Gas Odorants 
Polybutenes 
Phenol 
Wetting Agents 
Fuel Oil Additives 


4m 


ORONITE 
CHEMICAL 


| COMPANY 


A 





















































SAVE ON INSTALLATION AND MAINTENANCE COSTS and provide 
quiet pumping for your customers by installing submersible gasoline 
pump motors. Designed especially for continuous pumping service, 


these motors can maintain up to nine remotely placed hose pedestal 
Motors are rated 44 hp, 230 volt, 60 cycle, 3450 rpm. 








General Electric announces development of 
new submersible motor for gasoline pumping 


Field tests prove its dependability for cost-saving submersible pumping 


SUBMERSIBLE GASOLINE PUMPING is today’s answer 
to higher efficiency in gasoline transfer in multiple 
pedestal stations. Because pumps can “‘push’’ liquids 
more efficiently than they can “‘pull’’ them, this new 
system helps solve problems involving station altitude, 
climate, and fuel volatility by placing electric pump 
motor units deep in buried storage tanks. And a single 
submersible motor-pump unit can serve up to nine 
pedestals, providing important savings in equipment 
investment and maintenance 

DEVELOPING AN ELECTRIC MOTOR for this applica 
tion was no simple task. But General Electric engineers 


working closely with a leading pump manufacturer 


G-E ‘'ENCAPSULATION'’ PROCESS provi 
submersible motors in gasoline. Stato impregnated 
with gasoline-resistant epoxy-resin show 1 jlack, above. Pre 
sure-vacuum method forces this 


crevices or air spaces normally 


over a four-year development period have 
solution to this tough problem 
G.E.'S NEW DESIGN is based on the re 
! 


that it is impossible to safely and permanently seal 


ognitio 


the motor against gasoline. Accordingly, the G-E motor 
actually admits and utilizes the gas as a lubricant 
Vital electric 


parts are protected by a G E process 


called ‘“‘encapsulation” described below 


IN SELECTING submersible-pump equipment for yout 
new or modernized gas stations, keep in mind the im 
portance of a dependable electric drive to the system 
Specify G-E submersible gasoline-pump motors when 
Schenectady 5, N.Y 


you order. General Electric Co., 





PECIAL G-E CONTROL PANEL 


Progress /s Our Most Important Product 


GENERAL @@) ELECTRIC 
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one of the petroleum industry’s biggest headaches 


« complaint of contaminated aviation fuel even though rigid checks prove 


fuel to be contaminate-free when it leaves the refinery. 


modern filter research has found the answer 
and that answer is bulk filtration with Purolator MICRONIC‘ filters right at the 


pot of delivery. Purolator's modern research and engineering laboratories 
have developed the world’s finest airport bulk filtration equipment. And, along 
with it, they have developed valuable ideas for using this equipment to 
guarantee your customer relations. For details, write Purolator Products, bn 


Rahway, N. J., Dept. B2-5] 


TYPICAL INSTALLATIONS 


} is 


4 


— ~~ 


AT AIRPORT FUELING RACK IN SIDE COMPARTMENT OF AVIATION FUELING TRAILER 
(ten PAG-300 MICRONIC Filters) (two PAG-150 MICRONIC Filters) 


PUROLATOR 


_— 
Tas 


“FIRST IN THE ( FIELD OF FILTERING” 
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Now It's: Socony-Vacuum Mobil 


yy does a big oil company 
F And 


change its name how 
does it go about it? 

You'd think maybe the board chat 
man would just call in the directors, 
reach a decision—and that’s that 
Well, that’s part of it. But there are 
also years of preparation, a lot of 
work, and the outlay of many thou 
sands of dollars 

lake the case of Socony 

Ihe bare announcement in Febru 
ary that the board had voted to change 
Socony-Vacuum Oil 
Socony 
Mobil Oil Company, Inc., was no 


the name of 
Company, Incorporated, to 
spot decision. The name change had 
been brewing for more than 15 year 
before the directors decided to put 
proposal up to shareholders for ap 
proval last month 


WHY THE CHANGE? 


Purpose of the change is to link the 
company with brand names of com 
pany products Mobilgas, Mobiloil 
Mobilheat, Mobil tires and others 

Ihe reason as summed up by Board 
Chairman George V. Holton 

It’s discouraging when people tell 
us what a fine company they think 
Socony-Vacuum 1s and that they al 
ways buy our products, not realizing 
that the 


those of 


products they mention are 
a competitor. Or when they 
praise Our Mobilgas and Mobiloil and 
give the credit to a rival manufacturer 
I his happens too often to be merely 
humorous.’ 

Socony has not disclosed the cost 
of changing the name of its two-billion 
dollar concern. But name changes at 
bulk plants at 


revising legal document 


terminals 
trucks, in 
ind other papers will be on the bill 


tation on 


when Socony tots up the charge 

Other Changes Coming— [he parent 
ompany move may set off a chain 
changes in subsidiari 

Holton We plan wherever it 

might be helpful to incorporate Mobil 
in the name of our subsidiaries here 
ind abroad 

Here’s that picture 

© Domest 
Petroleum Co 


Corp. are studying the 


reaction of 


subsidiaries Magnolia 
ind General Petroleum 


hange 


VUay, 19% : i PRTROLE! 


@ Other companies: Of the wholly 
owned compant some use Socony 
Vacuum in their titles some use 
Socony in combination with a geo 
graphic or political division in ther 
titles, such as Socony Alberta Oil Co 
Ot the affiliates and partly owned com 
panies, some use Socony-Vacuum 
some are Vacuum or Vacuum Oil 
Concerns 

Not all these nam« vill be changed 
[he parent company nving its sub 
diaries plenty of latitude to decide 1 
i change is necessary. The question of 
changing the names of some of thes 
ompanies | till “wide open 


ording to om compan ource 


THE CHOICE 


In reaching their decision, Socon 
directors had thi ilternative 
Establish new brand name But 
Holton iy lo ustome! i 
eptance equaling that of the present 
brand names would require prolonged 
ind costly advertising if indeed it 
could be done at all 
Chang the 
I here Wa Ome 


Socony felt there 


company name 
reluctance here 

would b onfusion 

for a time in the min harehold 

ers, in the indust 

ing public i i 

factor Socony—the abbreviatio 

the former Standard Oil Co. of 

York ind Vacuum carry with them 

i long and very praiseworthy history 

Holton points out. (Th value of th 

name Socon Wi 

rainst the shortened nam« 

Mohil Oil Co vhich wa 
onsidered.) 

But after making surve' 
ing outside ¢ xpert and weighing the 
the directors early 
this year decided to recommend the 


an important 
irgument 


crTriou 
onsult 
pros and the on 


hange to the hareholder 


MARKETING CHANGES 


Because the Mobil brand name 
idy has promi 
tation, almo 
orporat 
will be 
mediate 
Sign Change hout the only item 
that need h ning e the tatic 


shield signs, which carry the Socony 
Vacuum name, but on which the word 
Mobilgas and the Flying Red Horse 
the company’s widely known emblems 
tand out 

credit 


cards will be used without change a 


Current Socony Vacuum 
vill the Socony-Vacuum battery guat 
inter 

But the name will be changed as 
oon i practicable at offices, bulk 
Vurchouses ind on 


plants, terminal 


eh le 


BRAND NAME PROMOTION 


When Socony-Vacuum was formed 
n 1931 by the merger of the Standard 
Oil Company of New York and the 
Vacuum Onl 
nume situation was thi 

Mobiloil, used by Vacuum fi 


remium-brand motor oil 


( ompany the brand 


| 
known the world ove! 
marketed | 
iddard Oil Company ol 
New York and New England 
far the best known 
in that ar 
Vacuum w 
isoline brand name 
Pennsylvania, Ohio 
to point in Ni 
Elsewhere rm oth 
each subsidiary of the 


mn rasoline 


rasoline 


ompany had its own 
Petroleum 
wnola in the 
White Star, White Eagk 
Wadhams in the Midwest 


Soon iftel the merger 


General 


Coast M 


i nation-v 
for motor oil. Th 
i cle 
is well-known 
Ihe ft 
that a ational 
hould = be 
hosen re iuise the 
© well established 
of Mobiloil 


ion be 


idopte 
Mobil 
thirty 


nonal compan 
individua 41S80l Me 
} ivor of Mobilg 
idopt Mobilg 


England brom i gallonage 


1s wa 
th ompany lary 


witch Vii not mace 





. ! , / 
i" VPLO-LME DM 
vs \s IS A SUCCESSFUL MAN! 


nN 
GOT TO KEEP 
UP-TO-DATE, FRANK! MODERN 
IMPROVEMENTS 2? EQUIPMENT COSTS LESS, 
MY BUSINESS PROFITS YOU MORE IN 


BARELY PAYS! THE LONG RUN! 
ey 
fr 
THESE 
PERMANENTLY ATTACHED : 


HOSE COUPLINGS, TOO ? 
.. YOU'RE LOSING PLENTY “OLD-FASHIONED FRANK’, 
WHEN YOU CAN'T REATTAGH THAT'S YOU! TODAY'S HOSE LASTS SO LONG. 
‘EM TO NEW HOSES! WHY BOTHER REATTACHING COUPLINGS ? 
SCOVILL HOSE COUPLINGS COME AT LOW 
FIRST COST AND MEAN NO UPKEEP... 
ASK YOUR SUPPLIER! 


DAN, HOW DO YOU 
AFFORD SO MANY 























a 


jw —s 
~ ey Saal 


J 

SCOVILL HOSE 

COUPLINGS ARE MACHINE x Uf M\ 

ATTACHED... NOTHING ELSE ASSURES ROY, 

SUCH GOOD WORKMANSHIP! FLEXING WON'T > 
WEAKEN GRIP... GUARANTEED LEAKPROOF! 

— | 


FULL-FLOW DIAMETER INSIDE, WHY 
DON'T YOU WRITE FOR DETAILS ? 
While 


nen | Gulletm 570-44 


It gives you complete spec. 
ifications on gasoline hose 
couplings: 








Scovill Manufacturing Co 
Merchandise Division 
81 Mill Street 
Waterbury 20, Conn. 























SCOVILLZ, lin ut 
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there until 1937, 
satisfied with the 
Mobilgas as a gasoline brand name 
National advertising of Mobilgas 
began in 1937. Through the subse- 
quent years, company identification in 
national advertising played a smaller 


when Socony 
effectiveness of 


was 


role, as compared with emphasis on 
the Mobil brands 


SURVEYS 


Four surveys—one in 1947, one in 
1953 and two in 1954—showed that 
the public generally failed to link the 
company name with the brand name 

Another an age-group 
breakdown of customers who thought 
of brand only in buying the 
company’s products. These customers 
totaled: 

67% in the 
76% in the 35-44 group 
84% in the 15-34 group 


survey gave 


name 


45-and-over group 


‘This indicated,” a company official 
says, “that the brand name was more 
deeply engraved in the minds of the 
younger people than in the minds of 
the older ones. In looking to the 
future, the company that fact 
some consideration.” 

In other 
asked to brands of 
sold by Socony four other 
panies with the name of the manufac 
turer. Five including 
Socony, and five brands of gasoline, 
including Mobilgas, were 
These surveys showed that than 
half of those interviewed identified 
Socony as the manufacturer of Mobil 
gas. All of the other four companies 
were more readily identified with the 
gasoline brand they sold. 

When asked what company 
Mobilgas: 

e 15% said the company was the 
Mobilgas Co 

e 29% said they didn’t know 

e The rest gave a variety of names 


gave 


surveys, Customers were 


connect gasoline 
and com 
companies, 


covered 


less 


made 


CHOOSING THE NAME 


As the subject of name change be 
came a “hot” topic with 
board, a committee headed by Paul V 
Keyser, Jr., then marketing 
manager, was asked to select a name 
Keyser, with the trade 
department, says the committee 
cided that any name should con 
tain the brand name. Many combina 
tions were Socony 
Mobil was selected 

Sees Confusion Ending—‘‘The new 
name,” Keyser “affords a clear 
transition. There will be no doubt in 
anyone’s mind. Mobil ties the com 
pany to the brand name. Socony was 


Socony’s 
domestic 
now foreign 
de 
new 


discussed before 


says, 
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‘I 


retained because it is widely Known tn 
the financial and industrial field.’ 
Keyser’s group will now function as 
a nomenclature review committee, 
going Over names to be selected by 
affiliates. “The he 
will simply review the selections.’ 
Others At Work— Another 
a 10-man corporate name 


committee, was given the job of study 


committee,” says, 
group 
change 
ing company operations from top to 
bottom to decide 

e Where the 
to be changed immediately 

e Where it could be done by stamp 


company name had 


or rider 

e Where it 
ally 

e And how 


could be done gradu 


it was to be done 


SPREADING THE WORD 


A problem facing the company was 
formal certificate with the 
of State of New York, the 
company’s state of incorporation This 
question had to be settled the 


change have to be filed in every state 


filing a 
Secretary 


Does 


where the company is in business, or 
just in the state of incorporation? The 
legal department settled that, saying 
that certified copies of the certificate 
filed at Albany must be filed with the 
appropriate authority in 
which the company does business 

And there’s the matter of 
the name at the entrance to the world 
headquarters of the company 26 
Broadway, New York City, and of the 
building at 42nd St 
Ave., the 
move in the spring of 1956 

Other Problems— | he 
mittee had other matters to resolve 


each state in 


changing 


new and Lexing 


ton to which company will 


10-man com 
and munici 


Deciding what states 


palities require commercial vehicles 


to show the correct name of the owner 
making 


and operator, and 


comply 


plans to 


Deciding the which 


vehicle bureaus should be noti 


manner in 
motor 
fied of the change in name. It will be 
done by local units 

the 
handling the 
ind offshor 
the 


Filing formal certificates of 
authorities 


all 


vessels operated by 


change with 


registration of inland 
name com 
p iny 

Notifying the 


merce Commission and out 


Com 
truck 


Interstate 
ide 
ers under contract 

Submitting the 


COMMISSIONS 


formal notice of 


change to states or tax 
that issue distributors’ licenses 
Sending formal 


ever the company submitted bids, in 


notice to whom 


order to qualify for the awarding of 


contracts 


Sending special letters to agen 


WS 


management —f4 


cies that issue certificates of manufac 
tured product qualifications 
local units of 


local authorities who 


In addition the com 


pany will notify 
issue permits, plus telephone compa 
nies and publishers of trade and other 


directories 


NAME ON PAPER 
I he legal 


documents 
the 
name 


savs legal 
after 
the 


department 
executed 

reflect 
prior to 


issued OF 


date of change must 


change [hose issued 
that date remain unchanged 

For a time, until new supplies can 
ontinue to 
the 


a Stamp or by at 


be obtained, Socony will ¢ 


use existing forms, but will show 


change in name by 
taching a rider 


As a result 
ments 


ill documents or instru 


that create a contractual rela 
purchase 
that 


vest title or rights in the company or 


uionship (sales contracts 


orders agreements) and those 


constitute grants by it (deeds, leases 


mortgages, etc.) will be stamped o 
contain riders or be otherwise amended 
the So 
ployee benefit booklets, college recruit 
booklets booklets 
annuity and insurance certificates 

Socony stock 
will not have to be exchanged for new 
But new 
Socony 


Invoice 


to show new name will em 


ing technical and 


Vacuum certificat 
shareholders will re 
Mobil certificates 

ledver 


ones 
CClVe 
statements, collec 
bills of 
payroll and 
labels and 
plan forms are ex 
will be 
the old 


put 


tion notice domestic lading 


tax exempt certificate 
check: 
benefit 


that 


vendor shipping 
emplo ee 
amples of item used even 
they 
company will 
on dividend check 
waiting for the present supply to be 


exhausted i 


ran 
the 


without 


though contain 


I he 


name 


new 








“And while you're at it, make sure 


there’s fresh air in the tires” 

















SERVICE-ST ATION SURVEY 


what things do you 


Question: When on trip, 
consider in decidin 


STATIONS 


Business grows 


where DULUX 
goes ! 


It’s the bright, clean station that wins the 
traveling motorist’s vote of confidence! And 
statistics obtained by the Area Sampling 
Method, the most scientific and accurate 
survey technique yet devised, prove it! The 
station with an inviting appearance catches 
the traveler's eye—and wins the sale! 

That’s why more and more forward 
looking station owners are using Du Pont 
DULUX Enamel to give their pumps and 
buildings solid eye appeal as well as depend 
able protection through the years. They 
know that durable DULUX resists gas, oil 
and grease spillage stands up to hard 
knocks and bad weather pays off in lower 
maintenance problems and costs. And spar 
kling DULUX colors stay fresh for years 
gleam like new after every wipe-down 

With over 187,000 service stations operat 
ing throughout the country, you have to 
show prospective customers that your sta 
tion is a leader. Why not let Du Pont 
DULUX Enamel do it for you? 


LUT RED 4 


REG. U.S. PAT, OFF 


ENAMEL 


&t6.u.5. ear. orf 


BETTER THINGS FOR BETTER LIVING 
THROUGH CHEMISTRY 


Chemically engineered to do the job better 


10)? 


g where to stop and buy 9° 


New Du Pont 
Masonry Block 


Paint Primer 
smooths rough surfaces 
efficiently and economically 


For a sales-winning fihish on service stations made of rough tex- 
tured materials like unpainted concrete block, cement sand block, 
and cinder block. you can’t beat new Du Pont Masonry Block 
Paint Primer! It gives a uniform, heavy base coat that actually 
fills voids and irregularities in porous surfaces. The result: top 
coats go on fast and easy . . . look smoother to give your station 
the solid eye appeal that pulls customers in. 


SEND FOR FREE DESCRIPTIVE LITERATURE. 


E. I. du Pont de Nemours & Co. (Inc.), Finishes Division, Room 
7010, Dept. NP-55, Wilmington 98, Delaware. 
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Few package s can match the sales appe al of Continental 


“EF” stvle cans. Their sturdy, easy-to-use construction 


. 
1S OFT is a selling point in itself. When our master lithographers 


add color and design you! polishes, waxes, cle 


are groomed for success in heaviest Competition 


Faster-Selling As for deliveries, you name the date. Tailor-Made Package 


Service guarantees all the “FF” style cans you need, in siz 
from four-ounce (spout top) to gallon, at your convenienc 
t | d t Continental research and engineering services are 
pe TO eum pro uc S available to help you with any problem, large or small 
Whi not sce what I tyle cans can do for your 
pt troleum product Simply phone your nearest Continent il 


oltice It will be a ple sure to talk with you 


Fly Yorsf Tar Made Packaging 
CONTINENTAL (> CAN COMPANY 


Eastern Division: 100 E. 42nd St., New York 17 
Central Division: 135 So. La Salle St., Chicago 3 


Pacific Division: Russ Building, San Francisco 4 
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BENNETT © 


IS MY NAME . 


Just a routine check, Sir. If 
you need pails in a hurry, then 
we're looking for you 


We want you to do business 

with people you can count on 
Call Bennett for your steel 

container requirements. 


We're ready, when you need us, 
with merchandise that’s pre 
tested for perfection before it 
reaches you 


Just give us the facts, Sir. Tell 
. We’re centrally 
located to ship anywhere. 


us your needs 


Open-Head Pails 
Closed Head Pails 


Dome Top Utility Cans 
Hi-Bake Linings 


BENNETT INDUSTRIES 


INCORPORATED 
Peotone, Illinois 
40 Miles South Of Chicago Loop On Route U. S. 54 


Chicago Telephone INterocean 8-9480 
Long Distance Peotone 2791 


— What They're Saying 


Independent producers have been 
groaning and prophesying doom and 
destruction for 25 imports 
restricted. Despite their 

have the healthiest oil 
industry the nation ever saw.” OTIS 
H. Ewtzis, general counsel, National 
Oil Jobbers Council 


years if 
were not 
pi ( yphec ics, 


lo produce and motor 
our rapidly growing coun 
iry——to provide the petroleum prod 
ucts to keep them moving—means a 
tremendous opportunity for both the 
oil and automotive industries.” JAMES 
( ZEDER, vice president, Chrysler 
Corp 


service 
vehicles for 


If you are selling on a 
pay at some future date, make sure of 
two things: that the individual who 
buys ‘on the cuff’ can and will pay 
when due, and that both you and your 
customer understand the terms of 
sale.’ CARL NEVE, general credit man- 
aver, Skelly Oil Co 


promise to 


annual 
going to be a problem to handle. 

But in the long run it will have to be 
resolved for the sake of the general 
public and employees, as well as busi- 
ness.” BRUCE K. BROWN, president, 
[ Southern Corp 


The guaranteed wage 1S 


Pan-Am 


[here is no more reason for regu- 
lating the 
field than for placing similar controls 
at the producer level on cotton, live- 
tock, timber, oil and other com 
modities.” REx G. BAKER, vice presi 
dent and general counsel, Humble Oil 
& Refining Co 


price of natural gas in the 


Prices paid by consumers for petro 
leum products have increased more in 
the area served by imports than in the 

which only domestic oil is 
RUSSELL B. BROWN, 
counsel, Independent Petroleum Assn 
of America 


area in 


used general 


oe 


‘The additive picture for fuel is in 
its infancy. Additives still are a lab 
curiosity, but will become increasingly 
important as Compression ratios rise.” 
Davip H. CONKLIN, director of sales, 
Petroleum Chemicals Div., Du Pont 
Co 


NATIONAL 


“Within 10 years, there should be 
81 million motor vehicles on our na- 
tional highways—-67 million passenger 
cars and 14 million trucks and buses. 
The petroleum industry will be re- 
quired to provide 65 billion gal. of 
gasoline for this nation on wheels.” 
G. DENNY Moore, Gasoline 
Pump Manufacturers Assn 


director, 


“With properly financed facilities 
organized for fact-finding and investi- 
gation, and the tools with 
which to educate not only jobbers but 
vice presidents of marketing as well, 
we can avoid the necessity of govern- 
ment intervention.” SAM B. WILKES 


Corp., Hartford, 


necessary 


Crown Petroleum 


Conn, 


“There’s a great reluctance on the 
part of fuel oil distributors to do any- 
thing about natural gas until they lose 
business. It’s discouraging to see deal- 
waking up and realizing they 
are in a desperate fight.” WILLIAM F. 
BricGs, chairman, Natural Gas Com- 
mittee, Connecticut Petroleum Assn. 


ers not 


“Anyone who thinks oil heat is tak- 
ing a back seat in this country is dead 
wrong. In 1946, 400,000 b/d were 
burned by heating oil customers. On 
an average day last year, more than 
800,000 bbl. of heating oil were con- 
sumed.” E. J. MCCLANAHAN, vice 
president and director, Standard Oil 
Co. of California. 


“If the government regards the suc 
cessful oil well as a public utility and 
neither the pro 
ducer nor his financial backers have a 
real incentive to continue investing 
time, effort and savings in aggressive 
exploration that will keep gas reserves 
ahead of consumption.” R. M. Bart- 
LETT, vice president, Gulf Oil Corp 


regulates it as such, 


e®f 

“Further encouragement of _ toll 
roads would amount to federal en- 
dorsement of a marketing arrange- 
ment characterized by sharp curtail- 
ment of competition, restricted brand 
choice, increased prices and a major 
state invasion of free enterprise.” 
JOHN Harper, Harper Oil Co., Long 
Island City, N. Y., and NOJC Toll 
Roads Committee chairman. 
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WHAT YEAR WOULD YOU SAY IT WAS? 


It was the year when the “Turkey 


Trot” was introduced... 


when Juliette Low founded the 


Girl Scouts... 


when the Woolworth Building, 
tallest in the world at the time, 


was built. 


We have particular reason for re 
membering this year for it was the 
first time in Gulf’s short history 
that the sale of gasoline exceeded 
that of kerosene 


If you think the year was 1912 


vou re right 


When you think of these earl 
years you get some notion of how 
fantastic the progre of the petro 
leum industry has been. Just as an 
example: In 1900 the country’s an 
nual output of oil was 64,000,000 
barrels. In 1953, production came 


to 2.4 billion barrels! 


This progress has meant much to 
America and all of its people, sine 
it contributed immeasurable to the 
welfare of all of us. We, at Gulf 
feel that the future will see even 


yreater advancement than the past 


GULF OIL CORPORATION + GULF REFINING COMPANY «+ PITTSBURGH, PA. 
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got its 


Youn find a wide and growing agreement among truck users these 
days. And they re putting itintoe the strongest words possible 
Vack’s Got It! 

Hlow at all 


It takes a lot of doing to deserve such all-out praise. 
happened is quite a story. But you can get the 


Mack is the only manufacturer to provide a completely new 


line of heavy-duty trucks since World War ID... trued to the 


sper ial requirements of modern business and industry 


Ne Ww che 


signs. New engineering. New processes and metallurgy. bovery thing 


Completely new means just what it says. New concepts 


that contributes flo vreater ope rating economy. better perlormanee, 


thore profitable payloads. and assured salety Noe flort ore yy tint 


has been spared to realize these benefits all with traditional 





Mack strength and dependability. 
Look over these major achievements: 
that 


en- Trucks 


The most economical track 
gine onthe road today, the Nack- 
bousilt Diesel delivers 


tHieore than any 


LP bierrrncoedy ave 
miles per gallon 
handling like loads 
Mack 


bought each vear 


other 
It's 
diesel trucks are 


erie 
al bi reason whis thhore 


than any other make 


Maximum payload capacity bor 
trucks and tractors through chassis 
design which combines greatest com 
pace ties With maxtonium accessibility 


of components id light werelit 


When vou vel all the 
1 Mack 


laet we 


to own and you Tl agree 


a yeeg a Va oe 
uu, 


thrash 


wont bow down 


under the most adverse comeditrons 


of mud. gravel or sane brevercttane 


stapopolie odes) bacereous 


ol traction 
Mack-built’ four-wheel 
<enbl 


Mack Power Din 


drive rear 


axl i- combined with « 


elusive teler 


Newest Cab-Over-Lugine design, 
or the rev obluttonmasr 


Verti-balt Ciab. the 


either tilt ty yn 
Hew Pabse-Ty pe 


ultimate ie baste cabee 


vou ll see that you can’t afford not 


‘Mack's Got It!” 


\ 


SY 


N TRUCKS 
ie : 


OO nee ne 


Mack Buses and Fire 
theo been advanee 
their 


the line 


nerve 


important fields {// 
Mack is really 


ipparatus have 


enuvineered to beat 


dong 


places 








News of a new product 





Ethyl Diesel Ignition Improver 


enables refiners to market 
diesel fuels of more 


uniform ignition quality 


Addition of a small amount of this Ethyl additive 
(usually as little as 0.1[ by volume) gives positive 
control of the cetane number of diesel fuels regard- 
less of crude source or refining methods. Ask your 


Kthyl representative for full information. 


Ethyl Corporation 


NEW YORK 17, NEW YORK 


t) 
N 
aoe ETHYVE ue 
CORPORATION 











This superbly carved and inlaid 

shield is a product of skillful 16th 
Century armor-making. Its dimensions and balance permit eas) 
handling. The intricate carving and embossment reveal it as a 
masterpiece of sculpture. And most important of all, the sturds 
construction and careful design gave maximum protection to 
the warrior who carried it in battle 


J&L Steel Containers offer dependable protection for your 


products. They're built of sturdy, high-quality J&L Steel 


Sheet. Their careful construction insures perfect fit of all 
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joints and movable parts. And they have a trim appearance 


which can be attractively decorated with colorful designs and 


illustrations by J&L’s accurate lithographic process 
In addition, coatings and lacquers are evenly applied both 
inside and outside: and J&L pails and drums are chemically 


treated to keep all surtaces clean and dry 


For the protection your products need, depend on J&l 
Steel Containers. You can order them through plant 


: industrial centers d you'll tind JAL service prompt 


Sones ¢ Laughlin 


STEEL CORPORATION 


ent 


NEW YORK 





Here’s a NEW LOOK that you 
Measure by the Work it Does... 
the Amount it Saves! 


THERE'S more than meets the eye on this “new look” at Standard 

3000 Gallons Oil of Ohio! 
for this There's more work... greater efficiency . .. because these 
handsome, new Whites are really tailored to the exact work they 


WHITE 3000! do in delivering Sohio products. 


This Model 302264 has 3000 Payloads were substantially boosted through creative engineer- 


gallon tank for extro fuel oll de ing and by utilizing the exclusive design advantage of the White 


3000. Exact truck specifications were developed to get maximum 
liveries ...in-town gasoline trips. : 4 7 


usefulness on the job... rugged six-wheelers for the big fuel oil 
loads big payload tankers for heavier tractor service. 

It's a new look that really pays off. Why don't you critically ex- 
amine your own truck operations this same way. Call in your White 


Representative. He'll be glad to work with you! 
SOHIO WHITES Boost 


Tanker Payloads Too! THE WHITE MOTOR COMPANY © Cleveland 1, Ohio 


Here is one of the Sohio tank-trailer 
units with White 3000 Tractor. 


Tanker holds 6300 gallons, has aa . * 
special payload undercarriage. ' in . White 
rr KTelele) 


FOR MORE THAN 50 YEARS THE GREATEST 


NAME IN TRUCKS 
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fuel oil +a) 
Northwest OHI Aims Haymaker at Gas 


THE POTENTIAL 
With Northwest Pacific population 


climbing toward an_ estimated 
196,000 new homes by 1960... 





HUNT 





THE MARKET 

Washington fuel oil men are out 
to stop natural gas and capture a 
new market of 170 million gal. 


eA T TIT On 





























THE WASHINGTON OHI PLAN: $80,000 budgeted to promote stringent gas standards 
legislation in 1955 ¢ $114,000 for a one-year advertising campaign to ‘‘sell”’ 
oil heat to the public 


EATING OIL distributors in Promotion—$1 14,000 will be used the new utilities’ proposals, so that 
Washington State will lay nearly for advertising designed to “sell added safeguards may be suggested 
$200,000 on the line to back their Washington’s growing number of Distribution— Stephens believes that 
new two-point “get tough” campaign homeowners on oil heat. OHI has be Public Service authorities should mak 
against natural gas gun the campaign with two-color ads a safety check on distribution main 
The rival fuel IS expected to invade in 14 dail , aS Wwe ll as billboards, originally built to handle « irbureted 
oil heat’s last frontier in the next two direct-mail promotion, and radio and walter ga Natural gas under high 
or three years. But northwestern dis- IV spot announcement pressure creates serious problems that 
tributors think the new plan, as out- Ihe new plan emphasizes short ire complicated by the added prob 
lined at the recent Washington State term action. Its funds are budgeted for lems of odorization and humidifica 
Oil-Heat Institute convention, will one year only. OHI leaders hope to tion,” he says 
enable them to hang on to their share have key portions of the safety code Odor is the most significant warning 
of the heating market—now 83% in effect by June 10, when bills passed of a gas explosion. But natural gas | 
and add to it as the area’s population by the 1955 state legislature become odorl lo odorize it ts costly and 
increases. valid. This would also apply to a bill difficult to maintain 
Suppliers will encourage the pro giving the State Public Service Com Because it’s dry,” Shephens add 
gram. Standard Oil Co. of California mission authority to regulate natural natural gas creates leakage problem 
says it “will not abandon the market ras lines for the joints of old cast tron main 
to a competitive fuel.” Shell Oil Co that were packed for a moist ga 
predicts that distributors will be able CONTROLLING GAS 
to compete against gas pricewise, be Fransmission—Roderick Stephen izgned for moist ga 
cause new refineries in the state will OHI public relation ounsel, told Another potential hazard is the use 


Membrane in gas meters are also de 


assure product availability at all times the OHI convention how to put the of manufactured-gas appliances with 
I I PI 


THE PLAN nies. “You can set the safety stand burners and pilots,” Stephens observe 
Legislation—OHI will put $80,000 ards that promoters of gas lines must utilities have been satisfied to tamper 
into a fight to get strict gas standards meet,” he said. “You can require pro ind tinker with the old appliances 
written into state law. It will plug for moters to disclose where their lines ar Stephens wants state action because 


clamps on invading gas line omoa natural ga Instead of replacing 


light regulation of gas transmis- to run. Your municipalities and your he contend Pipe line companies 
sion and distribution facilities property owners Can he advised of ant be relied on to assume higher 

A state-wide safety code to pro their rights to just compensation onstruction costs in the interest of 
tect consumers and local residents Stephens pointed out that the Pub public safety 

Continuous and effective” pres ic Service Commission can be made Backing up the state code would be 
sure to enforce the new standards give the publi an advance look at local laws making each city or town 
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HYDRAULIC POWER 
your Bate Buy for 
FASTER, SAFER DELIVERIES 








Hydraulic pump driven 
by the ?.1.0, drives 


OPERATE PRODUCT PUMPS ...HOSE REELS 


Equip your fleet with new Roper Pump-Motors the hydraulic power units 
designed especially for fuel transfer applications. Compact and rugged, these 
pump-motors offer greater flexibility and convenience of hook-up... operate 
at slow speeds... increase product pump life... are /ess costly to operate in 
the long run. Ideal for operating both product pumps and hose reels, you'll 
find Roper Pump-Motors your best buy in hydraulic power. Get all the facts 


‘ today! 


COST-SAVING FEATURES 


@ Operates one or more pumps or reels @ Offers greater flexibility and convenience 
@ Eliminates auxiliary engines @ Power input is smooth, shockless 
@ System increases product pump life @ Drives other. makes of pumps 


@ Explosion-proof at no extra cost @ Convenient dual system for split loads 


Write for Bulletin or see your 
Roper Distributor 


GEO. D. ROPER CORPORATION 


475 Blackhawk Park Avenve 
Rockford, Illinois 
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responsible for enforcing safety regu- 
lations within its area. If necessary, 
local laws could legally be stronger 
than the state’s, Stephens says. 

Application— Unless the new stand- 
ards are applied stringently, points out 
Stephens, they are empty. He intends 
to “follow through from introduction 
to passage of needed legislation,” and 
to maintain pressure “to see that the 
standards fixed in the interest of pub- 
lic safety are honored 


BOOSTING OIL 


Suppliers’ representatives who spoke 
at the OHI convention underlined the 
advantages that oil holds over gas. 
Availability of product, the price paid 
for product, and oil heat’s entrench- 
ment in the area are three principal 
strong points, according to Selwyn 
Eddy, West Coast general sales man- 
ager Of Shell Oil Co 

“The suppliers have the repsonsibil- 
ity of giving you top-quality products, 
seeing that you have adequate sup- 
plies, and that the prices are fair so 
that you can make a just and reason- 
able profit and still supply your cus- 
tomers at prices that appeal to them,” 
Eddy said. “You must do a thorough 
selling job to give the public the serv- 
ice it needs—and expects.’ 

E. J. McClanahan, vice president of 
Standard of California, promised dis- 
tributors his company “will work with 
you” to build up and increase business 
over present volume 

‘You have made a good start here,” 
McClanahan said. “You have a better 
industry sales program than anywhere 
in the U. S. The growth and activity 
of OHI groups here has been built on 
a base of solid co-operation from dis- 
tributors. You have suppliers as well 
as equipment dealers and manufac- 
turers behind you.” 

Frank Scully, Scully Signal Co., 
talked to the convention on “Making 
Oil Heat Modern.” He reported that 
the oil burner service contract had 
won general acceptance in New Eng- 
land, and called it a desirable factor 
in competition with natural gas. De- 
scribing other fronts where the battle 
can be waged, he remarked that oil 
delivery “must be as automatic as 
combustion if its service is to be ac- 
cepted on the same basis as water, 
electricity, and gas.” 

Scully suggested short cuts to 
streamline deliveries and lower costs. 
He recommended that distributors 
study the possibility of abandoning 
customer-signed delivery receipts, on 
the premise that time lost in securing 
a signature outweighs potential profit 
loss from disputed deliveries il 
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Not nearly so ridiculous as it may sound. For the fact is, if 


this Cities Service tanker were loaded with gasolene, it ac 
tually could supply an automobile with enough to last for 


the next 22.000 years | 


It’s the $.S. W. Alton Jones, one of the newest member 
of the expanded 27-vessel Cities Service tanker fleet. With a 
deadweight tonnage of 38,000, a « ipacity of 336,000 bar 
rels of petroleum, and a speed of 17% knots fully loaded, it 
:s one of four ultra-modern supertankers now flying the 


Cities Service flag. 


Yet impressive as they are, these new ships constitute 


only one example of Cities Service progress during 1954 


Cities Service invested over sixty million dollars in the never 
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“Fill’er up 


for the next 
22,000 


years!” 


nding search for and production of oil during 1954 


refinery facilitic vere modernized and expanded it | t 
(Chicago and Lake Charles to make pos ible even better high 


race pe troleum produc ts 


idded to the 


ind hundreds of miles were 


vast network of Cities Service pipeline s 


Service. It is health 
rrowth that he Ip: keep our standard of living the highest in 


This growth benefits more than Cities 


i 


history hye Ip fill the vital oil larders of the free world 


ene, 


CITIES 4) SERVICE 


ic? 





“Our 


BUTLER 


LWS transports 
each carry a..... 


payload over other units 


operating in the same states,”’ 
says Mr. Fred R. Suddarth 


NAW owas” 


GASOLINE now 


Fred R. Suddarth, “We are dispatching our four Butler 6200 gallon LWS transports six days 
President, : 


Kaw Transport Company 
His company is one of the . “Every haul a unit makes gives us 500 gallons of bonus payload com- 


every week, and they are giving us good service. 


leading Class | common Kay pared to the other transports we have operating in the same states. Every 
carriers of gasoline and > 
fuel of in mid-America unit is averaging three or four 65-mile hauls a day or about 10,000 miles 
a month. At that rate we are getting a total of 6000 gallons of payload 
from these four transports each day—equal to one complete haul,’’ says 


Mr. Fred R. Suddarth, President, Kaw Transport Company, Sugar 
I I 


A.W. "Al" Nigh, Creek, Missouri 

General Manager, "We are running around the clock with the Butler units—two shifts of 
keeps a sharp eye on all ten hours each. Only four hours out of every 24 hours are reserved for 
equipment and mileage 


maintenance and servicing of tractors and tanks. Our drivers like the 
cost for the Kaw Transport 


Company. Butler transports because they are ‘easy pullers.’ Because they handle 
well on the road we find it easier to keep our schedule of contract hauls 


and ‘clipper dumps’. 


BUTLER MANUFACTURING COMPANY 
7454 East 13th St., Kansas City 26, Missouri 

954 Sixth Ave., S.E. Minneapolis 14, Minnesota 

913 Avenue W, Ensley, Birmingham 8, Alabama 

Dept. 54, Richmond, California 


Manufacturers of Oll Equipment © Steel Buildings * Farm Equipment * Dry Cleaners Equipment © Special Products 
Factories located at Kansas City, Mo. * Galesburg, lil. + Richmond, Calif. + Birmingham, Ala. * Houston, Texas * Minneapolis, Minn. 
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TAA @pobbers have a 
personal stake in the OIIC.” 


by B. A. BROWN 


President, Missouri Petroleum Assn. 


hen someone asks me if it’s 

worthwhile to take part in OIIC 
activities, | always think about Mel 
Hall, a jobber down in Noel, Missouri, 
which has a population of a few hundred 
people. Mel had an open house one Oil 
Progress Week that drew 7,000 people 
from all over that end of the Ozarks. 
I know Mel gained a lot of new friends 
from that —he met the folks who came 
to see the show, and he got better 
acquainted with local oil men who 
helped him put it on. Sure, he helped 
his own business, but I think he found 
a lot of personal satisfaction in doing 
something for others, too. 

“T’ve always thought that the jobber 
has a personal stake in the OILIC be- 
cause it’s a community-based program 
of public relations that can do him a lot 
of good. And what’s more, as an inde- 


pendent businessman, he’s letting 
everybody know how much they bene- 
fit because the industry operates under 
a free competitive system. 

“The OLIC is the most effective pub- 
lic relations program the oil industry 
has ever had. But it can be even more 
successful if all jobbers pitch in and 
help.” 





May, 


This is one of a series of personal messages 

from outstanding oil jobbers who are profiting 
from their activity in the program of the 

Oil Industry Information Committee. If you would 


like more information, write: 


AMERICAN PETROLEUM INSTITUTE 
50 West 50th Street, New York 20, N. Y. 
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—p) fuel oi! 
Florida Marketer Puts Profit in Fuel Oil 


CITY FUEL OIL CO’S main bulk plant in St. Petersburg, with more than 1.8-million 


capacity, feeds three smaller plants in outlying areas 
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CLEARWATER 
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BARGING, SMALLER PLANTS are important cogs in setup. Barging cuts out long over- 


the-road haul between terminal and main plant. 


Smaller plants eliminate trucks 


trips to main plant for product to deliver to homeowners 


112 


by C. E. WRIGHT 
NPN Special Correspondent 


N sub-tropical Florida where degree 

days hit a puny average of 600 
during the four-month heating season, 
City Fuel Oil Co. of St. Petersburg is 
a fast-moving, successful fuel oil dis- 
tributor. 

More than 28,000 accounts using 
No. 1, No. 2 and Bunker “C” fuel 
are handled by a fleet of 20 trucks 
that operate from one main bulk plant 
and three smaller ones 

City Fuel has built its business 
one of the largest in the state—by 
hard-hitting merchandising and by cut 
ting Operating costs at every turn. 

[his month, as well as for the rest 
of the non-heating season, City Fuel 
will round out its operation by selling 
heating and cooling equipment in its 
modern, glass-enclosed showroom. In 
the equipment end, City Fuel has sold 
more than half of the 50,000 home 
heating units—oil burners and space 
heaters—installed in and around St. 
Petersburg, the Sunshine City. 


SELLING ITSELF 


In merchandising its product and 
service, City Fuel: 

Goes in for newspaper and direct- 
mail advertising. Its pitch is that the 
customer is the person to make happy 
and that it’s willing to do anything to 
keep him happy 


Backs this program up with per 
sonal contact. “No complaint is too 


trivial to get personal investigation,” 
Buddy Clampitt, the advertising-per 
sonal contact man, says 

Sells only quality products and 
offers individualized engineering. City 
Fuel has avoided the highly specula 
tive and competitive home-building 
market 

Otlers a One-year, no-cost labor 
deal to back up the equipment maker's 
one-year guarantee on parts replace 
ment, 


CUTTING COSTS 


City Fuel keeps costs down by 

e Barging product across Tampa 
Bay from the supplier’s terminal to its 
main bulk plant. It saves 25¢ per gal 
this way and does away with high-cost, 
over-the-road transportation plus ex 
tra handling. 

e Operating three smaller bulk 
plants to serve specific areas in its 
marketing territory 
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CONFERENCE includes R. W. Haskell, J. 
B. Morrison and Buddy Clampitt 


E. B. PORTER, vice president, is in charge 
of day-to-day operations 

e Setting 10-zone delivery 
route for St 
liveries to be scheduled the same as tn 
a milk route. Thi 


retracing 


up ad 
Petersburg, enabling de 


cuts down on route 


@ Encouraging Customers to mak 
lurge-quantity purchases, slicing more 


trom costs It passes 


some of this saving to customers | 


transportation 


lower fuel costs 

@ Operating its own steel-fabricat 
ing shop where it makes (1) 110-gal 
tanks to sell to its accounts, (2) its own 
| OOO-gal. tanks for its trucks and (3) 
its Own truck repairs 

@ Operating its own sheet metal 
shop to make heating ducts and similar 
equipment 
PETROLEUM 
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FOR IMMEDIATE DELIVERY CALL 


7-5191 


Year Round Lomtori 
AIP CONDITIONING 


ATTENTION-GETTER points up year ‘round 


ADS like this remind customers to make 
service that is furnished by company 


sure tanks are full of oil 


PART OF 20-truck fleet operates from main plant on a 10-zone city routing plan 
Entire fleet is busy during the winter, keeping more than 28,000 accounts warm 


mature on a ie 


ADVERTISING 


Newspapers omy 


SN 


sition on the 
tarts in the 

hut 
bo 


emind custome 
filled before a sud 
them with insuffi 
Direct-Mail ( 
ummer to vet il 
ind printed. I i tater 
un in nvelope tufler 
home this rT ( City Fuel 


ompany depend 


romotion 


ud oul 


in busine 
A typical dire 
tomer that he 1 
a More than i on ‘ on I} 
pany 's book Clampitt sees to it that City Fuel be 
® More than a voice « th ek one household word in the ar 
In his dail Clampitt distrib 


to I I ustome 


PROMOTION 
ddition to ch king omplaint 


phone round 
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souvenirs containing the com- 
pany’s service message One souvent 
is a chain for car keys attached to a 
small plastic bag that holds change for 
parking meters. For children, there’s 
the cricket noise-maker that contains 
“[’m chirping for City 


ules 


this message 
Fuel 

Quality First—City Fuel 
part of low-price items, which usually 
mean low-quality products. Sights are 
on the quality market, with time and 
effort spent to get homeowners to in 


wants no 


stall equipment that is properly engi- 
neered for the job. To make certain 
that the right equipment is used, City 
Fuel has its own engineering depart 


ment 

Location — The company had _ its 
customers in mind when it opened its 
equipment Although 
it’s located on a main artery that leads 


new showroom. 
to downtown St 
away—25 
the city 
plenty of free parking space 


TRANSPORTATION SAVINGS 


Main Bulk Plant—By barging prod 
uct into its main bulk plant——-1,802, 
800-gal, total capacity in 14 tanks 
City Fuel about 21 
across Tampa Bay. City Fuel 
have to haul product three times as 


Petersburg, it’s far 
blocks—from_ the 
so that it can offer 


enough 
heart of 


miles 
would 


moves it 


far if it used the highway system 

In addition to saving .25¢ per gal 
by barging, there is only one unload 
ing hook-up 
1B 
pany’s fuel oil division 

‘If oil were shipped in 
trucks,” 
be a dozen or more hook-ups. Besides, 
would be 


involved, according to 


Morrison, manager of the com 
transport 
Morrison says, “there would 


using transports operating 


Ihere’s a nice feeling 
in having sufficient quantities on hand 


” 


on a shoestring 


at all times 


Other Plants—One plant, with 18, 
000-gal. capacity, is located on Corey 
Causeway, where it serves customers 
on one part of the beach route. A sec 
ond plant, 12,000 gal., is located at 
Indian Rocks, serving another part of 
the beach 
auxiliary 


Clearwater 


area. The largest of these 
plants—75,000 gal.—is in 

Iwo highway transports 
keep the bulk plants supplied 

These plants eliminate return trips 
to the main bulk plant to load. With 
out the Indian Rocks plant, trucks 
would have to go about 18 miles and 
pay $1.50 in bridge tolls. If Clearwater 
didn’t have a plant, trucks would have 


to “deadhead” more than 21 miles. 


Quantity Deliveries—“Long ago we 
discovered that we were losing money 
when a truck drove 10 miles to deliver 
20 gal.,” says E. B. Porter, vice presi- 
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City Fuel’s History 


City Fuel Oil Co., the first 
fuel oil distributor in the Tampa 
Bay area of Florida, was founded 
in 1913 by Herbert D. Rodd to 
sell coal and wood 
to fuel oil came in 
Rodd died in 
Mrs. Josephine 
company 
erations are 


Ihe switch 
1923. When 
1949 his widow, 

Rodd, 
president 


became 
Actual op- 
in charge of E. B. 
Porter, her son-in-law, who en 
tered the business “green” six 
years ago. 

J. B secretary and 
treasurer, heads the fuel oil de- 
partment, Ralph 
Haskill, fuel oil office manager 
Buddy Clampitt is public rela- 
tions-promotion manager, Paul 
Spellman is boss of the engineer- 
ing department and Meritt Britt 
manager of the 


Morrison 


assisted by 


is sales equip 


ment division 











City Fuel’s 
policy now is to deliver a minimum of 
40) gal 


dent and general manage! 


It persuades householders to “trade 
in” their 55-gal. tanks for 110-gal. 
tanks that it sells complete with valves 
and fittings for $47. 

Homeowners benefit because in 
buying in larger quantities, they pay a 
lower price and, in effect, recoup their 
investment in the larger tank. By buy- 
ing No 
homeowners pay 4.5¢ less per gal. 
than for 30-34-gal. No 


tity is 1¢ per gal. cheaper 


1 oil in more than 75-gal. lots 


oil in quan- 
Fabricating Shop—The shop was 
opened before World War II 
turned out amphibious 
assemblies during the war 
tanks for the 


and 
tank sub 
It has built 
homeowner and_ for 


trucks since then. The shop also as- 
sembles fire escapes and stair railings. 

The shop can put together a 50,000- 
gal. tank for its commercial accounts 

hotels, motels and industrial plants 
Morrison says that if City Fuel ever 
needs more storage capacity, it would 
get bids from the outside and then 
decide, on the price, if it 
would be cheaper to do the job itself. 


basis of 


CUSTOMER EDUCATION 


To eliminate unnecessary service 
calls, City Fuel issues a mimeographed 
sheet with instructions on how to light 
an oil space heater, giving one to each 
customer with the first fall oil delivery. 
It turned to customer education when 
it became apparent that many of the 
city’s winter residents had no experi- 
ence in Operating space heaters. Sud- 
den cold snaps meant as many as 
2,500-3,000 service calls during 24 
hours. 


EMPLOYEE RELATIONS 


City Fuel employs about 100 per- 
sons during the busy season, dropping 
to about 40 during the summer, when 
only commercial accounts need oil for 
hot water purposes. 

The company has been looking for 
a summer sideline to keep its drivers 
and trucks going the year around. It 
has investigated liquid fertilizer but 
doesn’t think that’s the answer. 

Drivers are the first to feel the ef- 
fects of a business slack, Some find 
summer employment driving — soft- 
drink trucks, returning to City Fuel’s 
payroll for the heating season, 

An inducement to get the same 
drivers back each heating season is the 
distributor’s group insurance — plan, 
with part of the premiums paid by the 
company. When the drivers are laid 
off, they pay the premiums in full and 
when they return, the company picks 
up part of the load 





7o Give You BETTER SERVICE/ 


¢€ ore constantly striving 


to improve our fuel delivery and equipment organization in 
order to furnish you with the best in prompt and efficient 
service. You can help yourself, os well as us, by following the 
procedure listed below which will assure you of priority in 


receiving service 


tity yoursell by giving the mame of your business as well as 


2 s for service te your home, please state that specifically, 
orring any special instructions te thet we may follow them correctly 
1 you call ws ot might or on Sundoys or holidays, please let the number 
ring for two or three minutes, as might operator may be away from 
the telephone if first sumber is sot anewered on second call, please 
use the following numbers in order os listed 


Phone Number 
CALL THIS NUMBER FIRST 7.5191 
let phone ring 2 or 3 minutes 75-6834 


Individual 


j After Hours 
Emergency 








For ovr regulor To order oil 


business hours we have y service OF repairs 
Soles Department 
installed these phones ar 
Stock Room 


74.0854 
yy427) 


J. 0 Merrisen 
EB Porter 


City Fuel Ol Co. 


FIFTEENTH AVENUE AND SECOND STREET SOUTH 
ST PETERSBURG, FLORIDA 








We are enntows at all timer to give you "he bert service possible ond if you here any suggestions a: te how we moy help you better please coll vs ond est for My Morrisen or Mr Porter 
a] 


POST THIS CARD 


(Nh PROMINENT PLAC 


SsTROY OLD CARD 





SERVICE is given anytime. So that customers will know the numbers to call, City Fuel 
sends out cards listing phones that are to be called during regular business hours 
in addition to those to be called at other times 
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Refiners in Trouble 


During the next two years more 


small Independent refiners may go out 
of business in the Southwest, as their 
fight to 
gasoline quality and in advertising be 
reasingly difficult 

That vhat the sales manager of 


keep up with the majors in 
comes 
one Texas Independent company ex 
pects to see 

He points out that Independents al 
ready are hard pressed to manufacture 
f the quality that major sup 
producing 


gasoline 
pliers al Since every in 


dication points toward still higher 
quality the future, he doesn’t sec 
how many of the Independents can 
stand tl expense of staying in the 
race 

At present, he says, his company 
rivals most of the majors in gasoline 
quality. He believes the majority of 
other 
SayS manulacturing costs jump con 
vith each additional octane 
1 there is now talk of 100 oct 


n the near future 


siderably 
point, a! 
or higher 

Jobbers buying from Independents 
are complaining, he says, about de 
creases in their sales—primarily be 
cause Of major company advertising 
program 

“The ! 
of advertising the quality of their 
gasoline, especially in this part of the 
And it’s been 
About the 
time one gets through with a program 


ors have done a terrific job 


country, he points out 


going On now for two years 
about a new additive or higher octanes 
another one starts 

“We just can't afford to advertise as 
as they can. While we have 
keep up with most of 


extensive! 
been able to 
them so far in quality, we haven't been 
able to keep up in advertising. So the 
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Independents do, too. But he 


buying public is not aware that oul 
gasoline is almost, if not as good, as the 
majors are selling 

Ihe Independents have to stay up 
with the majors in quality for another 
big reason, besides trying to supply 
their jobbers with top-quality products 

Most of them sell the bulk of ther 
production to major company buyers 
It they want to keep this business, they 
have to meet their specifications 

The plight of the Independent re 
finer in the Southwest is not new 
Several of the 
plants have been closed over the past 
four years As 


VrOWS keen I 


maller, more obsolet 


three or competition 
the Independent's prot 


lem becomes more acute 


New TOJA Official 


Jamie N. Clark has been named to 
succeed George Hotmayer as execu 
tive secretary of the Texas Oil Jobber 
Assn. Clark has been field representa 
tive of TOJA for the past 18 months 
when he more than doubled associa 
tion membership 

Hoftmayer’s resignation came as a 
surprise to some marketing people in 
the Southwest. He was the group’s first 
paid secretary, coming from Indiana to 
take the post in 1950. He 
LOJA off to a good start, and later wa 
formation of Manage 
ment Institutes for jobbers 

He officially tendered his resignation 
during the 
San Antonio in March 

Most Texas jobl 
pect for Clark. The 
be especially valuabl 


helped get 


effective in the 


group innual meeting in 


Flim-Flam Game 


Maybe the ear! pring we ither 
Houston had something to do with th 
get-rich-quick” artist who tried a new 
twist to the old “free 


tising gimmick in th 


oupon’ advel 
Bayou Cit 
He buzzed into town, lined up some 
ind had them distribut 


vet acquainted tree ervice booklet 


40 youngster 


in a neighborhood where a new Sin 
clair service station had just opened 
Recipients of the booklets were told 
that for the $2 price of each booklet 
they would get coupons for $18 worth 
of service at the Sinclau 
[here wa only one itch to the 


tation 


deal. The operator of the Sinclair sta 
tion, Leroy Braxdale, knew 
ibout it 

Ihe youngsters left th 


nothing 


booklet 
then came back in the next day or two 


to “validate” them with a paper stamp 


NEWS 


Fortunately tor Braxdale, the first tew 
validated” booklets soon showed up at 
his station, and the thing was stopped 
before many people had paid their $2 

He later distributed a handbill in 
forming the public of what had hap 
pened 

Ihe operators name and address? 
H« kipped town so tast that nobody 


found out 


Safety Campaign 


\ southwestern transportation com 
pany has been making a strong cam 
paign for highway safety this spring 
Ferguson-Steere Motor Co., an inde 
pendent oil transport firm operating tn 
New Mexico and Texas, is now 
nto the fourth month of an outdoor 
aimed at making th 
think of the other guy 

Posters stick to black and white 
photography in dramatizing the im 
A typical 


a wistful child pleading 


PORN 


poster drive 


motorist 


plications of careless driving 

ign showed 

My daddy’s on this road, too 

pl isc DON'T KILL HIM!” ¢ ampaign 
Please lets all work it 


ty runs on each sien 


5 \ 
; 
’ 


Protest on Pricing 


\ resolution idopted by the Illino1 
Petroleum Marketers Assn. reflects th 
feeling of many Midwest jobbers to 
Mard Current marketing practi 

But the Illinois 
further than other state groups by 


jobber vO i 
tructing their officers and director 
take immmediat ction to orrect th 
grievance I hey ite thre 
ible’ marketing practice 


deplor 


whole iling gasolin 


Suppliers 





urolator makes filter-changes 
ay 


Pies IT 1s... Purolator’s gift to the Industry! 
All about filter-changing written as only Purolator, 
the leader, could write it. 16 pages of words, 
pictures and diagrams that make filter-changes 
simpler, easier, QUICKER! 

It’s all there in Purolator’s new Service Manual 
—the answers to questions like these—and many 
more: Location of filter on an Olds ’49 ... a Dodge 
V-8 ’53...or a Ford ’55; tools needed for filter- 
changing; step-by-step how-to-do-it for all cars. 
Everything needed to help your dealers become 
filter experts! 


Every dealer on your list needs this manual—no 
matter how many Purolators he sells. It will save 
time ... help him build his TBA business. 


Push Purolator —the filter that makes SELLING 
Easy ... PROFITABLE! 








Yes, that’s a fact! The Purolator Micronic is 
First and FINEST. Specified by more makers of cars, 
buses and trucks than any other filter. Constantly 
imitated — NEVER EQUALLED. 


See that all your dealers are stocked with 
Purolators to sell every car that calls! 


“Purolator” and “Micronic,” Reg. U. 8. Pat. Off. 





PUROLATOR PRODUCTS, INC. 
Rahway, New Jersey and Toronto, Ont., Canada 


PurOlator 





tasier... MORE PROFITABLE ! 


' 
i 
' 
J 


/ Dealers go all out for 
Purolator’s manual! 
/ ‘Another Purolator 
pace-setter. Down to 
earth. Practical. Cuts 
change time 75‘,. Great 
business-builder. Worth 
its weight in $-Bills.”’ 


: 


> 
. 
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IMPORTANT 
NOTICE 





National 
Petroleum 
News 


WILL NOT 
PUBLISH 


a separate 
TBA Directory & 
Buyers’ Guide 


THIS YEAR 


The 1955 TBA Annual will 
be included in NPN’s new 


Statistical & Reference 


YEARBOOK 


Of OIL & TBA Marketing 


that will be mailed as an 
extra, 13th issue, of NPN 
to all subscribers May 
19th. 


IF you are not an NPN 
subscriber, write now to 
NPN’s Reader Service 
Dept., 330 W. 42 St., 
N.Y.C. 36 for your own 
personal copy of this new 
ready reference volume for 
oil marketers. 


PRICE PER COPY 
ONE DOLLAR 
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prices varying from 1,5¢ to 3¢ per gal. 
below trade publication quotations to 
certain Classes of buyers.” 

Irade publications ‘“acknowledg- 
ing that such conditions exist but 
failing to reflect the quotations in their 
publications.” 

Suppliers recently raising the price 
of domestic burning oils to levels that 
are “pricing this fuel out of the heat- 
ing market.” 

Jobbers,” the resolution said, “are 
unable to understand why certain 
classes of marketers” are able to buy 
product at prices lower than those of- 
fered branded marketers in the same 
area 

[hese quotations, the resolution 
said, are a matter of open record 
throughout the industry, “yet are 
ignored by the oil trade publications 
in their daily quotations.” This condi- 
tion causes “hardship on those jobbers 
whose contracts are based” on pub- 
lished prices. 

{Ed. Note: “Among the conditions 
governing gathering and reporting of 
oil prices by NPN and OJILGRAM 
Price Service, the following applies. 
“Prices arrived at by discounts off a 
specified price, or ‘market date of 
shipment’ prices, prices named in con- 
tracts or prices arrived at in ac- 
cordance with any arrangement made 
prior to date of sale, are not for ‘open 
spot’ transactions and therefore not 
considered in making the price tables.” 
Such lower indications as have been 
reported to NPN and OILGRAM have 
been in form of discounts, and have 
been so reported in price-news leads.”’] 

Ihe resolution charged that recent 
price increases on domestic fuel oil are 
gradually pricing this fuel out of the 
heating market, causing undue hard- 
ship on hundreds of thousands of home 
as well as thousands of 
jobbers with big investments in oil 
storage and distributing equipment.” 

The association’s officers and 
directors were asked to “take such 


owners 


action as they may deem necessary” 
to achieve “the re-establishment of a 
true competitive marketing structure 
in Ilinois.” 

Federal Aid—In discussing price 
cutting On commercial consumer ac- 
counts, the Illinois jobbers said they 
have hesitated to seek government re- 
lief, “but the lack of business states- 
manship in the industry over the past 
few years .. . seems to leave no other 
course.” 

They charged that “little, if any, 
apparent attention has been paid to 
complaints about the guilty companies 
failing to cease and desist from such 
inequitable practices.” 

As a result, the Illinois association 


asked the National Oil Jobbers Council 
to make an investigation of price cut- 
ting on commercial accounts, and 
present its findings to appropriate Con- 
gressional committees and govern- 
mental departments or commissions. 

Illinois also joined other Midwest 
states in calling upon Congress to enact 
legislation to overturn the recent U.S 
Supreme Court decision that gave the 
Federal Power Commission authority 
to price natural gas at the well. 

“Such federal regulation of natural 
gas represents a backward step toward 
government control of private in- 
dustry,” the Illinois resolution said, 
“with the clear danger that the prin- 
ciple involved here could spread to 
every industry and business, including 
all branches of the oil industry, leading 
the country down the road to national- 
ization of all forms of productive 
enterprise.” 


One More Independent 


Another major company marketing 
executive, R. J. Snyder, has become an 
Independent jobber. Snyder, former 
Illinois division manager of Cities 
Service at Bloomington, now operates 
the Quality Oil Co. at Minonk, IIL, a 
town of 2,000, 30 miles north of 
Bloomington. He is distributing Cities 
Service products. 

Snyder, who opened up the Illinois 
territory for Cities Service in 1930, 
supplies seven service stations and 
has a sizeable farm distribution. He 
expects to hit 1,000,000 gal. during his 
first year’s operation 


Management Courses 


Iwo more Midwest jobber groups, 
Illinois and Nebraska, are sponsoring 
management institutes this spring 
Nebraska jobbers attended a course at 
Lincoln directed by the College of 
Business Administration, University of 
Nebraska, on April 26-28. The Illinois 
institute, directed by the University of 
Illinois, will be held at Monticello, Ill 
May 31-June 3. 

The Nebraska program, arranged 
jointly by the university and a com- 
mittee of jobbers, covered five main 
topics: 

Management policies, oOrganiza- 
tion, and objectives. 

Finance and credits. 

Personal problems and incentive 
programs. 

Legal aspects of business rela 
tionships. 

Small business advertising 

Thirty Iowa jobbers attended a 
management institute at the State 
University of Iowa March 21-23. The 
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Michigan Petroleum Assn. is sponsor- / — eee 
ing classes at Michigan State College / Lge 
May 2-4. Courses have also been held / FREE CATA 


in Wisconsin and Missouri 


Here is your handy buying guid vice station promotion 


and point-of sale di play material, It’s filled with proven ideas 
to attract passing traffic an 1 increase sales to present customers 


the year around. You'll find color illustrations, des riptions and 


William Kearns prices on the most complete s« lection of station dis} lay material 


available anywhere used by stations in all 48 states, Write 


Trice Sells Out 


One of Georgia’s largest oil jobbers 


rico seco mone DS BRR ROSE 


exchanged its assets and properties for 
Sinclair common capital stock In 201 PRINTCRAFT BUILDING, INDIANAPOLIS 4, INDIANA 


volved in the sale were eight gasoline — tie 


for your file folder « italog it's free 





stations personally owned by the 44 
year-old Trice, as well as some other 
properties Irice Oil had a 50-station 
distributorship for Sinclair in the 
Macon area 
Trice is known in the Southeast 
because of his unusual and highly suc A, 
cessful profit-sharing plan. He now YA 6 Te Pane 
A 


Two-Stage 
Compressors 


a Li 


becomes Sinclair’s general manager in ‘ 

t Compressors 
the Macon area. As such, he returns , ; 
to the company that gave him his start 


in the oil business some 29 years ago Oona DOLLAR-FOR-DOLLAR 


Trice was originally a Sinclair com 
mission agent in Thomasville, Ga cant beal CHAMPION 
from 1926 to 1931. Later he moved | 
to Macon, and held the same job with 
Sinclair until he bought their assets in 
the area shortly after World War II Sharpen your penser Cowen and com 

In 1948, Trice began a profit-shar pare air compressors feature by feature 
ing program (see NPN, May 19, CHAMPION OTHER 
1954) in which his company set aside 
10% of its gross profits before taxes Domed Pistor 
tor distribution to employees. The / Wear-resistir 
profit-sharing program was designed v Unrestricted Straight Line . 
to cut inefficiency and waste in the Vv Thin, Deep Cor oany 
organization. Trice believed the com ae cep ne ad aie a a ee 
pany could handle the same amount sain aciieniaiiais 


: ¥ 3 4 Models—Horizontal, Vertical, 
of business with fewer employees sinned Connect ti i le s 


After his program had been in force . Sesatel pre ae Portable—', to 10 H.P.—stand ready to 
for seven years, Trice discovered that / Centrifugal Unioader—No-lo ng meet your needs exactly! 

his company employees were hand- / Simplified Mainter 
ling triple the volume of business 
being done in 1947, and during the 
interim sliced the original work force HAM jie}, | 

by a third PNEUMATIC MACHINERY CO. 


Pt ¢ St Princeton, Wl 
Irice’s former vice president, L. 846 Pleasen 
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Hollingsworth, becomes manager of 
the former Trice properties in_ the 
switch 


Jobber Changes Brands 


Ihe Bryan-Cooper Oil Co., an At- 
lantic Refining Co, jobber in Raleigh, 
N. C., since 1938, has become a job- 
ber for Phillips Petroleum Co. 

Swannie D. Bryan, who heads the 
Bryan-Cooper operation, entered the 
oil business 34 years ago as a truck 
driver for the now defunct Indian Re- 
fining Co. A year later he joined the 
staff of an independent jobber, and in 
1924 was named Raleigh agent for the 
National Oil Co. Fourteen years later 
he became an Atlantic jobber. 

Bryan is vice president of the North 
Carolina Oil Jobbers Assn. In Raleigh 
he is a member of the Lions Club, 
Executive’s Club, Merchants Bureau, 
the Tourist Assn., and is affiliated with 
the Masons and Shriners. He is a 
deacon in the Raleigh Baptist Church 


New Slant on Fertilizer 


McKinnon & Co., 
is using the do-it-yourself pitch in sell- 
ing liquid fertilizer in any quantity for 
the homeowner to apply. — It’s selling 
Fertileze through its three stations in 
the city area, and has added a nursery 
line-——small trees, evergreens, shrubs 
and bedding plants—-for the amateur 
gardener, 

McKinnon & Co, is also selling 
liquid fertilizer in the conventional 
way. Two of its four trucks have been 
converted to spray operation, and it 
has lined up contracts for large 
grounds and industrial plants. It sees 
a large customer potential among in- 
dustrial plant employees 


Memphis jobber, 


Phillips, Colonial Expand 


Phillips Petroleum Co. and the new 
Colonial Oil Co, have announced that 
a $500,000 pipe line terminal is being 
constructed in Birmingham by Phillips 

The Colonial Oil Co. will build 38 
service stations at a cost of $1 million 


First of the service stations is al- 
ready completed. Several others are 
under construction Ihe schedule 
calls for completion of one service 
station every month for the next three 
years. Completion of the pipe line 
terminal is scheduled for about June 
15. Colonial Oil Co. will handle 
Phillips products, and will act as dis- 
tributor in the Birmingham area, ex- 
cept in Bessemer. 

Phillips continues to grow in Flor- 
ida, where it has built more than 200 
stations in the past two years. The 
company will build bulk storage facil- 


120 


ities of about 1.5 million gal. capacity 
at Jacksonville, where it has purchased 
30 acres of waterfront land at Sand 
Fly Point from the Eastern Seaboard 
Petroleum Co. Reported price is 
$150,000, with Phillips still negotiating 
for 11 acres of adjoining property. 
Phillips built a terminal at Tampa two 
years ago 

Eastern Seaboard is planning to 
build a terminal on land adjoining 
that transferred in the Phillips sale. 
A large pier is projected, and report- 
edly will be used jointly by both 
companies 

The new construction will raise the 
total major oil terminals in the Jack- 
sonville area to 13. 


New Atlantic Marketer 


After nine years as a heating oil 
marketer, London Oil Co., of Raleigh, 
N. C., has become a distributor for 
Atlantic Refining 

London Oil, owned by George Elliot 
London, was born in 1946 when Lon- 
don was released from the Navy as a 
lieutenant-commander after four years’ 
service. He went into the oil business 
with, he says, “no customers, one 
truck, one driver, one tank, my wife 
and me.” Now London Oil has five 
trucks and has quadrupled the capac- 
ity of his plant. 

London is past president of the 
Raleigh Kiwanis and has been active 
in the Chamber of Commerce, the 
Community Chest and United Fund. 
He is president of the Laymen’s Asso- 
ciation of the Episcopal Diocese of 
North Carolina 


hy Cornelius Brodersen 


Gas Controls Opposed 


The oil industry campaign against 
federal control of natural gas is getting 
heavy local support from oil men in 
Rhode Island. Majors and jobbers 
there have formed a state Natural Gas 
and Oil Resources Committee, headed 


NATIONAI 


by C. A. Sheehan, Socony’s district 
manager. A nine-man executive com- 
mittee has been contacting business 
and civic leaders. And it has estab- 
lished a liaison committee of 18 oil 
men to explain the danger of federal 
control to oil company employes, 
dealers, and the public. 

The results, as of early last month: 

Eight Rhode Island newspapers, 
with a circulation of 110,000, have 
carried editorial material opposing 
federal gas controls. 

Speeches have been made by oil 
men before church groups, PTA’s, 
business and community associations, 
fire departments, Kiwanis and Lions 
Clubs, Sons of the American Revolu- 
tion and Veterans of Foreign Wars. 

Wide distribution of literature has 
been made by oil men by appointment 
with businessmen, at club and associa 
tion meetings, and at the Rhode Island 
Home and Farm Show. A new film, 
“You the People,” has had several 
showings. The Providence Chamber 
of Commerce has co-operated in the 
program. 

Serving on the executive committee 
in addition to Chairman Sheehan are 
F. G. Clark, and R. F. Scott, also of 
Socony; A. J. DeBlois, Sr., of DeBlois 
Petroleum Service Co.; R. B. James 
and F. J. McConnell, Gulf Oil; D. Z. 
Blakeney and L. D. O’Brien of Esso; 
and C. A. Crowley, Atlantic. 


inspection Delay Hurts 


Service station and garage operators 
in New York who were ready to begin 
inspecting cars as official state inspec 
tion stations on May 1 are worried 
over two things: 

1. The year’s delay in putting the 
inspection plan into Operation. 

2. Fear that the delay could mean 
killing the idea of privately operated 
inspection stations, with the state be- 
coming the inspector 

Service stations and garages have in 
vested heavily in inspection equip 
ment, have made building alterations 
and even rented additional space in 
order to meet certain state require- 
ments. 

Charles Welch, field representative 
of the Long Island Gasoline Retail 
Dealers Assn., estimates that service 
stations and garages in Queens County 
have between $250,000 and $500,000 
tied up in equipment and building im- 
provements. 

In Brooklyn, Nat Azarow, secretary 
of the Gasoline Merchants of Brook- 
lyn, Inc., says that each of the 350 
state-approved inspection stations 
there have about $1,500-$2,000 tied 
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up in equipment that must remain idle 
for a year. 

No State-Wide Estimate Alan 
Feinman, president of the Gasoline 
Retailers Assn. of New York State, 
says it's impossible to estimate on a 
State-wide basis the amount of money 
that represents idle equipment. Fein- 
man, also executive vice president of 
the Inter-City Gasoline Dealers Assn., 
Inc., says that organization urged ex- 
treme conservatism in purchasing test- 
ing equipment until the inspection pro- 
gram got rolling. “We don’t know how 
many people followed that 
he says. 

Gov. Averell Harriman got the legis- 
lature to agree on the year’s delay. He 
pointed out that there would be some 
public inconvenience because the state 
didn’t have enough stations set up. It 
had expected to license 15,000 sta- 
tions but only 5,000 applications were 
approved. He also thought the $25 
million motorists would have to pay 
for inspection fees was too high 


advice,” 


Safe-Driving Awards 


Shell Oil Co., Sun Oil Co., Socony 
Mobil Oil Co. (formerly Socony- 
Vacuum), and Lewis Oil Co., of Port 
Washington, L. I., are winners in the 
Greater New York Safety Council’s 
annual safe-driving contest. The com 
petition included passenger cars and 
trucks for city and suburban opera- 
tions. There were two 
under 25,000 
those over 

Shell—The Long Island sales divi 
sion took the grand prize for all pas- 
senger cars in Class 1, running 22 
vehicles 455,539 miles without an 
accident. The Mt. Vernon sales division 
was first in Class | suburban passenger 
cars, and the Mt. Vernon plant took 
first in Class | suburban truck com 
petition. 

Sun—The 
the grand 


classes, those 
miles per month and 


” 


Oceanside district won 
prize for suburban truck 
operations in Class 2. Its nine trucks 
went 324,030 miles with one accident 
Ihe Long Island City district won in 
Class | for city trucks 
Socony—The metropolitan dray ter 
minal took the city Class 2 truck com 
petition. Socony also received awards 
for accident-free records in Class | city 
passengers Cars covering the New York 
City department, Bronx, 
Manhattan, and Queens sales districts 
It also had 


Class 2 city 


operations 
accident-free records in 
truck operations for its 
Queens, Manhattan, Long Island and 
Northern New Jersey tank and pump 
divisions, and the Perth Amboy ter- 
minal. 

Lewis—This heating oil distributor 
Vfay 1955 « 
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took first prize in a miscellaneous 
suburban group for Class 2, operating 
16 trucks for a total of 33,006 hours 
with one accident 


Kendall Buys Gayvert 


rhe Kendall Refining Co. of Brad 
ford, Pa., has purchased E. L. Gayvert 
& Co. of Gowanda, one of its old-time 
gasoline and motor oil jobbers in the 
Elmira-Buffalo area of New York. Ill 
health forced the founder and head of 
the company, Elmer I 
tire to Florida. 

A native of Pennsylvania, Gayvert 
once worked for Kendall in Bradford, 
quitting 34 years ago to set up his own 
business. He started with bulk plants 
in Gowanda and Salamanca, adding 
plants in Hamburg, Springville, Olean, 
Scio and Addison later 


Grayvert, to re 


Graves, Gayvert vice president. With 
Gayvert for 28 years, Graves Is now 
Kendall branch manager at Gowanda 


Scholarship Plan 


In the only Oil Industry Information 
Committee program of its kind in New 
perhaps the nation—The Ber 
gen County OIC ts continuing tts 
scholarship awards for the second con 
secutive year. The says the 
program has attracted the interest of 


Jersey 


Sponsol 


the national committee. 
Working with county and 
school authorities, the county OLIC ts 
awarding five $200 scholarships to high 
school or parochial school graduates 
who plan to become teachers. Awards, 
says Robert Bucher, county OIlI¢ 
educational chairman, will be made tn 
June at the school level, with the OLIC 
presenting the program. Last 


local 


group 


four girls and a 
county 


At the time of the sale, Gayvert year, the 
owned 31 gasoline outlets and supplied boy—were announced at a 
more than 170 other stations flying the wide OIC dinner, 
Kendall flag. The company handled More than 50 students are expected 
the Goodrich TBA line. Gayvert was to compete for the awards. Applica- 
also operating a fleet of nine tank tion blanks will be sent to county high 
trucks, plus pick-ups and panel trucks A committee of county and 
Most of its 20 employees have re local educators will do the screening to 
mained with Kendall, including Norris select the winners . 


winners 


schools 





Increase Warm Weather 


TBA Sales with 





TBA sales jump when your customers 
SIT ON A BREEZI 
on KOOL KOOSHION the best 


made and fastest selling auto cushion 
in the world! 


Nit 


KOOL KOOSHION is cooler, cleaner, 

softer and more comfortable than or Hi 
dinary auto cushions. Constructed MAHL 
with sturdy galvanized wire, strong 

Vinyl plastic covering makes it dur 

able—-will not lose shape. So perfectly 

ventilated you can see through it! 


KING SIZED CUSHION 


4 


ih 
| 
; 





Our 35th Anniversary Special 
big 2214 inch seat! 

dele) Ma dele)) ile). 
MANUFACTURING COMPANY 
OKLAHOMA CITY, OKLAHOMA 


and folders write 
our representative 


For information, 
direct or contact 
in your area 


BE SURE YOU GET THE GENUINE Kool KOOSHIO 








NEWS 12] 





=) merchandising 
How Jobber Finds Profit in Boatyards 


NEW SUPPLY of marine white 
gasoline is delivered to one of 
Strong Oil Co.'s boatyard ac- 
counts. Jobber @. C. Hurdle 


(left) chats with the customer 


( PENING of the boating season 

this month will launch anothe 
profitable season for a Long Island, 
N. Y., jobber who sells marine oil 
products to boatyards in his marketing 
territory. 

But he doesn’t expect much of that 
profit to come from marine sales them- 
selves. Most of it, he says, will come 
from sales of TBA, services and gaso 
line for the cars of boating enthusiasts 
sent to his stations by the boatyard 
operators he supplies. 

Q. C. Hurdle, who operates Strong 
Oil Co., a Texaco jobbership in Water 
mill, L. I., estimates he sells $5,000 in 
IBA alone this way each summer. 

Hurdle sells about 170,000 gal. of 
unleaded, marine white gasoline and 
25,000 gal. of diesel fuel each year. 
But he says the low volume, delivery 
expenses and installation and mainte 
nance costs on the boatyards’ dispens 
ing equipment take a deep cut of the 
profits, Marine oil sales are very low 

about | gal. to 80 gal. of gasoline 

Hurdle has stuck with the marine 
business—-and expanded it-—since he 
set up his first account shortly after 
World War Il, The side sales make it 
worth while, he says. 


THE OPERATION 


The Long Island jobber has eight 
marine accounts-——all of which he put 
in business since he started running 
Strong Oil seven years ago. They range 
in size from two doing 5,000 gal. a 


122 


year to one large account of 90,000 
gal. Most fall into the 15,000-20,000- 
gal. class. 

All these accounts are boatyards in 
Hurdle’s territory—the southern arm 
of Long Island from the Shinnecock 
Canal to Montauk Point on the tip of 
the island 40 miles east. 

In addition to oil products, Hurdle 
stocks a few cushions and other boat 
but only as a convenience 
Most of them stock 
their own. This business amounts to 
about $1,000 a year. He also has a 
dealer franchise for Mercury outboard 


accessories 
to his accounts 


motors 

White gasoline is stored in an 8,500- 
gal. tank at the Strong Oil plant for 
delivery to marine accounts. The one 
large account is supplied by direct 
drop from Hurdle’s supply source 
the Texaco terminal at Glenwood 
Landing 


PROBLEMS FOR JOBBERS 


Cost of the equipment necessary to 
put an account in business has been 
Hurdle’s principal problem. Installing 
a new 1,000-gal. tank—the size most 
common with a small account—and a 
used pump, piping and other equip- 
ment costs him $700 to $800. 

Hurdle’s employes do the instellat- 
ing, so he avoids the cost of outside 
labor 

lo make sure he doesn’t lose money 
on an account that shows indications 
of moving less than 12,000 gal. a year, 


Hurdle charges the dealer an extra 1¢ 
or 2¢ a gal. for the first 25,000 gal 
of marine gasoline delivered. This re- 
covers either $250 or $500 of the 
original equipment cost. He also signs 
either a five or 10-year lease with each 
account. 

Hurdle has one man on mainte- 
nance and installation work perma- 
nently—servicing and installing equip- 
ment at all marine accounts and 
stations supplied by Strong Oil. Hurdle 
stocks a complete line of pump parts. 

Equipment at all marine accounts 
is inspected for necessary repairs and 
painted each spring. 

Possible loss of storage tanks is a 
dangerous financial risk run by any 
jobber in the marine business who 
owns equipment at the accounts he 
supplies, Hurdle says. 

Most tanks are buried in the beach 
near the shoreline. If a storm blows 
up when the tank is nearly empty, the 
tank may tear loose and float away. 
This happened to one of Hurdle’s 
tanks last year. 

In some cases the tanks can be 
mounted on stilts above ground, but it 
isn’t practical to anchor them in a 
concrete base—the only sure way to 
guard against loss. 

The Watermill jobber supplies six 
stations in addition to his marine ac- 
counts. He owns two of them and one 
does double duty as Strong Oil’s cen- 
tral offices, with the bulk plant in the 
rear. 
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How Dealer Makes Marine Station Pay 


LAYOUT of Altenkirch opera- 
tion. Bait store and marine 
pumps are located on canal 
dock and tackle shop is in 


highway station building 


DIESEL fuel pump and tank will 

be installed during the next few 
weeks at Mickey Altenkirch’s marine 
service station on Long Island’s Shin- 
necock Canal. 

This is the latest step in a 25-year 
expansion by which Altenkirch and 
his father Charles Altenkirch, now 
dead, have parlayed a small highway 
station into an operation that provides 
everything a fisherman might need 
from earthworms to several hundred 
gallons of gasoline 

Altenkirch’s business is in two parts 
The highway station, tackle shop and 
restaurant are on the east-west high- 
way, and the marine station, bait store, 
restaurant-grocery and fishing boat 
charter service at the dock on the 
canal, a few hundred yards away. 


THE BUSINESS NOW 


During the May-September season, 
Altenkirch pumps about 70,000 gal 
of white gasoline and sells 450 gal. of 
oil for fishing and pleasure boats. His 
supplier is the company-operated 
Socony-Vacuum plant at nearby Sag 
Harbor 

And Altenkirch looks for a con 
siderable volume boost this year after 
installation of the diesel pump. He 
still has painful memories of yachts 
men who had to be turned away after 
they had sauntered off their boats and 
asked casually for “1,200 gal. of diesel 
fuel.” 
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Outboards also are a good market, 
taking more than 100 gal. of oil a 
year, which is mixed with about 16 
times that much gasoline 

Altenkirch, his sister Miriam and 
three employees make a complete line 
of fishing tackle for the tackle store 
including rods, reel seats, rod-holders 
for fishing boats, tuna chairs and fly 
ing gaffs (hooks for landing the big 
ones) 

Tackle is made in a shop in back 
of the tackle store during the winter 
months when there is no boat busi 
Alten- 


a profitable business 


ness and little highway traffic 
kirch also does 
during those months by maintaining 
customers’ tackle 
In the bait store, Altenkirch can 
stock up to 20,000 worms and three or 


and repairing his 


four tons of frozen bait—including 
shrimp, squid and bait-fish 

Tackle and bait sales bring in about 
$75,000 during the season, Altenkirch 
says 

At the dock office, Altenkirch oper 
ates a charter service for 15 to 20 
private power boats—signing up fish 
a day. He 


( 


charges a commission of 742%. He 


ing customers at $45 to $75 


also handles bookings for four “pub 
lic” boats, which take 25 or 30 fisher 
men at a set rate per person. His fee 
for this is $3.50 per person 
Altenkirch owns and leases out two 
highway 


The dock 


restaurants—one near the 
and a small one on the dock 


NEWS 


restaurant also subs as a grocery store, 


providing boatmen with galley needs 


HOW IT DEVELOPED 


About a year after he opened his 
land station in 1929, Charles Alten 
kirch saw the possibility of the marine 
market on Shinnecock Canal, which 
cuts through the narrowest point on 
the southern peninsula of castern 
Long Island. So he built a dock and 
put up a marine pump 

As his 


people 


clientele grew, more and 


more shuttling through the 
canal between Shinnecock and Peconic 
Bays asked for bait and tackle. Then 
in 1931, the Railroad 


tarted running its Fishermen's Spe 


Long Island 


cials to that area. That was the year 
the Altenkirchs went into the tackle 
and bait business, with $28 worth of 
hooks and sinkers and a small 
of bait 

Making fishing tackle was the elder 
Altenkirch’s hobby, so as the demand 
grew he began to manufacture his 
own. Eventually what had been the 
lube and service section of the land 


upply 


station was remodeled into the tackle 
store and workshop 

Mickey Altenkirch, 
We not only don’t repair cars, we 
don't even fix flats 


Now, Says 


Other phases of the operation were 
added until the business became a 
one-stop service station” for boating 


and fishing enthusiasts 
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batteries deliver. 


EVERY TIME 





Emergency vehicles . . . heavy machinery 
. autos, trucks or farm machinery - 
the on-the-job performance of Globe-built 
batteries means more sales for Private 
Label Marketers! That's why you'll find Globe 
built batt rics featured by ALLTESsive and protit Wise 

marketers, everywhere 

Every Globe-built battery is the result of continu 
ous research and development . . . plus the finest 
methods of manufacture. Each is the result of nearly 
half a century of battery-engineering experience . 
$4 years of manutacturing batteries for autos, trucks, 
heavy machinery, farm equipment and army tanks 

Add to this the nearness of your Globe field 
representatives ... the films and sales aids available 

. the fast service you get on every order — and 
you'll know why Globe-built batteries are the fav 
orites with so many Private Label Marketers. 

Make sure that you feature and recommend the 
batteries that are best for your customers . . . best 
for your future sales: Globe-built batteries. You 
know they're right... made better to serve better! 


GLOBE-UNION INC. 


MILWAUKEE 1, WISCONSIN 
FOR FAST SERVICE THERE ARE 16 GLOBE BATTERY PLANTS — 
ATLANTA, GA. * BOSTON, MASS. * CINCINNATI, OHIO + 
DALLAS, TEXAS * EMPORIA, KANSAS + HASTINGS-ON-HUDSON, 
N. Y. * HOUSTON, TEXAS * LOS ANGELES, CALIF, » MEMPHIS, 
TENN. * MILWAUKEE, WIS. + MINERAL RIDGE, OHIO + 
OREGON CITY, ORE. * PHILADELPHIA, PA. + REIDSVILLE, N. C 
SAN JOSE, CALIF. * AJAX (TORONTO) CANADA 
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tires—batteries—accessories ——fe4 
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DISTRIBUTOR 


TBA TRUCK and some of the items it carries are displayed by 
Lloyd Tokheim, right, and Norm Campbell, driver-salesman 


Tokheim distributes TBA to 45 service stations in the metro- 
politan Denver area under Sinclair's flag 


How TBA Distributor Wins Dealers 


[ ENVER service station dealers 
don't run for cover when Lloyd 
K lokheim’s TBA 
wheels rolls into their driveways. They 
know that instead of a high-pressure 
sales talk, theyll get sound advice and 
only the supplies they need. 
lokheim, who distributes the Good 
year TBA line, runs his business along 


warehouse-on 


the lines of a generous dealer-aid pro 
gram and a policy of “fair-deal” sales 
manship. His volume has been increas 
ing steadily since he entered the field 
in 1953, and he now supplies 45 
Sinclair dealers in the Denver area 
Stocks Move—‘We don’t overstock 
anybody,” says Tokheim, who uses a 
¥%-ton van for deliveries. His driver 
salesman, Norm Campbell, visits 12 
stations semi-weekly, others weekly. 
“The visits are usually enough to 
keep the dealer well supplied,” Tok 
heim explains. “We watch his stock 
closely and are able to tell him what 
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he needs. We don't overload him, but 
we make sure he has the things a 
motorist is going to ask for—-or need 

lokheim guarantees to take back 
iny Of his merchandise that doesn't 
sell, provided it isn’t damaged. This 
policy keeps him from selling dealers 
slow-moving items 

Helping Dealers 
Campbell capitalize on a wealth of 


lokheim and 


service station experience to assist and 
lokheim started 
in business 16 years ago in Des Moines 


advise their dealers 


as a Sinclair warehouse employee and 
later became a cOmmiussion-basis tank 


Campbell 


+2 


wagon driver for Sinclau 
learned the business thoroughly in 23 
Years aS a Station manager 

Norm’s experience and willingness 
to help dealers has been a big reason 
for the success of our busines iV 
lokheim He can pot a probl m and 
solve it in a hurry because he’s been 


right on the firing line himself 


NEWS 


Full-Time Job-—-Campbell devotes 
full time to dealer visits. His rolling 
stockroom curries two dozen tires, the 
same number of batteries, and plenty 
of items like oul filters, fan belts, light 
bulbs, polishes, wash mitts, sponges, 
and windshield wiper blades. Lokheim 
himself drives a smaller panel truck on 
special deliveries. The Sinclair bulk 
plant, where his warehouse is located, 
handles his telephone orders 

lokheim gives his dealers an “extra” 
in the form of occasional evening sales 
mectings When tubeless tire came 
into the line, Tokheim held sessions 
every two weeks so that everyone 
could get acquainted with the product 
Meetings are informal 

lokheim successfully used a bonus 
ummer to boost 


Dealers were 


ales Campaign last 
tire and battery iles 
divided into two yroups based on gal 
lonage, and competed for four prize 

t luevage vorth a tot il of $200 * 











the “Guardian-Lit” Station makes “Hay” 


Manufacturers of ''T” Island Lights, Fluorescent Floodlights 
and of course the finest in every type of 
lighting equipment for service stations 


Series 


9000 


Fluorescent 
Floodlight 
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while the Sun’s down 


As you owners and operators know, over 50° of 
service station sales are made during after-dark 
hours. Naturally, good lighting is good merchan- 
dising at this time. The big question, of course, i 
how to hold down installation and operating cost 
on the necessary lighting equipment. We like to 
think Guardian can make worthwhile contribu- 


tions on both counts 


So if you are contemplating re modeling or new 
lighting installations, it will be worth your whil 
to check with Guardian. We'd be plea ed to con 
ult with you on your lighting problems or quote 


on your specification 


Guardian Light Company 


500 NORTH BOULEVARD @ OAK PARK, ILLINOIS 
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Guardian “T” Light installation 56° long 





... and if a new truck tank is in those plans, have it 
custom built by Progress. 

Available in any number of compartments and designed 
to meet the requirements of your particular operation, 
Progress custom built truck tanks give you maximum 


efficiency, economy and service. 


Check NOW with your local Progress representative and 


let him help you plan for the 1955-56 fuel oil season. 


“2s OAL 
Gd foes 


< 


Model 500-A. 1200 gallon, 3 compartment 


Progress truck tank. Used as fuel oil unit or 


combination rural and city delivery unit. 


Can be used as combination unit when 


equipped with twin pumping systems. 


MANUFACTURING COMPANY, Inc. Arthur, Illinois 
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One of a Series of Interest to the Petroleum Industry 





A DU PONT SALE. RVI 
NEW ANTIOXIDANT rere ee 


ee ee EN) To help you take advantage of 
new lube oil promotion opportunities 


Never before have you been able to offer a motor oil with an effective low 


duty detergent. But there are now two new polymeric additives that make 


this possible Du Pont Lube Oil Additive 4 and 565. And with such an 


outstanding advantage, they also offer you unique promotion opportunithe 


Po help you make the most of thes Opportunity the Du Pont Petroleum 
Chemicals Division has prepared a special advertising and promotion kit 


ete line of Du Pont 
Vio 5 ) j ( 


ini 











Refiners can now 
reduce gasoline ante 
treating costs 


( thout 6 on the CO 


YOU CAN BUILD o complete lu 


' ‘ py 


x 


Gasoline Antioxidant 
purchasing in tank car lot 
hit of shrinking profit mar 

this cost reduction can be an im 


int advantage to you. 
Special Cars Provocative Ads 


make it convenient for you to take One of the ne 
lvantage of thi iving, Du Pont has to focus the attent 
tilable pecial tankecars with a ca 
icity of 4,000 gallons, or approxi 
$1 000 pound 4 antioxidant 
The re equipped vith { | 


facilitate unloading 


Additional Help 


the Operations Group 


t Petrole n Chemical Di 


ADVERTISEMENT —Prepared for the Petroleum Chemi« 





PETROLEUM CHEMICALS DIVISION 
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Lube Oil Promotion | DETROIT DISTRICT MANAGER 


cun hye adapted iW ize to hecome 





prises the major portion of the state of 
Michigan, 

An automotive spec ialist, Mr. Rich 
ard will work closely with the automo 
tive industry on combustion and lubri 
cation problems in addition to oil com 
. pany sales-service contacts. 

Other Helps Joining the Du Pont Company in 
1949, he was first assigned to engine 
research work on fuel seavenging 
agents. From 1943 to 1947 he was 
with the National Advisory Committe 
for Aeronautics, where he worked on 


vindow sticker or station banner 

Thi copy for these ads and hooklets 
however, should be rewritten and in 
dividually slanted to incorporate the 
regular competitive features of you 


own brand of motor oil 


The kit also includes a 12-page techni 
cal book and background articles on 
the cle velopment inc pecial proper 
tie of these new wolymeric lube oil 
additive Phese ‘ be especial 


fuel evaluation, cooling, compound 
helpful to you in tailoring your own 


powel plants and turbo-jet fuel sys 
tems. Later, with the Lima-Hamilton 
Corporation, he worked on locomotive 


promothon material for introducing a 
new product containing one of these 


vlditive 
diesel engines and tree piston gas tur 


bine power plants 

Mr. Richard was graduated from 
Paut H. Ricnarp has been named Pennsylvania State College with a B.S 
manager of the newly-formed Detroit cle vree In mee hanical engine ring. Phe 
District of the Du Pont Petroleum is a member of the Society of Automo 
Chemicals Division. This district com tive Engineers. 


In addition. there are suggested sales 
talk fo acoqnuanmit and excite your 
dealer with the outstanding advan 


tuves of yvour new product 


GIVEAWAY FOLDERS ENVELOPE STUPTERS 





rid yuusd 


New slide presentation to help 
your dealers sell themselves 


An animated talking cash register acts characters are Joe Wright, an on-the 
; master of ceremonies for this unusu ball service station operator, and Joe 
pase « wnebets aie whines il slide presentation. As it speaks Wrong, a sloppy, unfriendly type of 
, . color slide s are projected onto a screen operator. The presentation demon 
a NEW. SY,' \:¥6) beside it strates why Joe Wrong’s approach is 

| Morven Ove Prepared by Du Pont, this 20-min unsuccessful—while on the other hand 


imhy ute educational program is designed Joe Wright’s personal selling keeps his 


epee for use by oil industry marketing cash register ringing. 
START 'N STOP DRIVING groups in their regularly scheduled If you would like to supplement 
a meetings with dealers and salesmen your own dealer training program with 
——— = Che title is “SELL YOURSELF,’ one of these “Sell Yourself” presenta 
Che sales value of improving human tions, any of our regional offices will be 
SUGGESTIONS for folders, envelope stuffers, relations with customers is the central vlad to give you full information on 


a 24-sheet highway poster, window sticker and the me of the prese ntation The slides obtaining it. 
banner are included on this typical page from 
the kit 





and accompanying script encourags 
service station attendants to capitalize 
on the selling power of pe rsonal neat 


If you are now using, or are plan 
ness, pleasant, friendly conversation 


ning on using one of these new 
Du Pont additives in your lube oils and common courtesy. The fact that 
vou will certainly want to take advan women motorists are important, valued 
tage of the spec ial he Ips contained in 
this promotion kit. For full details, get Phe whole program Is wrapped 


in touch with any Du Pont Petroleum around an interesting plot Phe central | Better Things for Better Living 
Chemicals Division re presentative or ... through Chemistry 


Petroleum Chemicals 


customers is also pointed out 





regional office 


NEW YORK, N. Y 1270 Ave. of the Americas Phone COlumbus 5.2342 
E. 1. DU PONT DE NEMOURS & COMPANY (iINC.) Regional \ CHICAGO, ILL.—8 So. Michigan Ave Phone RAndolph 6-8630 
Of S TULSA, OKLA P.O. Box 730 Phone Tulsa 5-5578 

Petroleum Chemicals Division . Wilmington 98, Delaware ices | HOUSTON, TEXAS—-705 Bank of Commerce Bidg Phone Blackstone 115! 
LOS ANGELES, CALIF 612 So. Flower St Phone MAdison 5.1691 

IN CANADA, Du Por mpany of Canada Limited-—Petroleum Chemicals Division, 80 Richmond Street, West, Toronto Ontario 

THER ¢ NTRIES: Petroleum Chemicals Export—Nemours Bidg , 6539--Wilmington 98, Del 


ADVERTISEMENT — Prepared for the Petroleum Chemicals Division of E. |. du Pont de Nemours & Company (inc.) 





TBA Briefs 
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Mobil Tubeless Out 


Socony has added two new tres to 
its TBA line. One ts a 
called the Mobil Super Deluxe Tube 
price no 


The other 


new tubeless 


less. It will carry a more 


tire and tube is a 


than 
ordinary 6-ply tires, intended for those 


than a 
nvlon tire claimed to be stronger 


drivers who prefer a tube 


Marine Spark Plug 


AC Spark Plug Div. of 
Motors has also brought out a 
spark 


General 
new 
line of outboard motor plugs 
[hey are designed to overcome fouling 


Ihe “Hot lip” 


standing feature of the outboard line 


and rusting is the out 


It incorporates a long, thin, recessed 
insulator tip now standard on the A¢ 
automotive plugs. With other features 
finish 
the 


fouling at 


including a non-corrosive zinc 
and copper-glass seal center wire 
resist 


plug is claimed to 


trolling or racing speeds 
Two-Way Promotion 


Dow 
boost for 


Chemical has combined i 


the service station as a good 
place to work, with a plug for better 
Ihe 
told in an illustrated booklet ¢ 
Jim Blake Finds the Road to 
aimed at the man just 
Ihe booklet employs cartoon 
to dramatize the 
Blake 


career 


Story 1 
illed 


Succes 


cooling system service 


young out of 
school 
experiences of Jim 


getting started tn his station 


Tire Contest Under Way 

A Cooper tire distributor, Consum 
ers Oil Stations, Inc., of Oklahoma 
Arkansas and is in the 


a tire sales contest for its 


lexas midst of 
service la 
tion managers 

Oil 


and Consum 


subsidiaries, Consumer 


Kansas, Inc 


Iwo 
Stations of 
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Stations, Inc., of Ihinors 
and Missouri, also are taking part 
Three prizes are 
Mexico, Arizona 
$10,000 ts being spent on local news 


ers Service 


top free trips to 


and texas. Some 


paper advertising featuring Cooper 
Safety-Cushion premium tubeless tires 
racks to 
push used tire and take ofl 
equipment 


that Consumer stations can offer 


Large outdoor tire help 


sales, and 


new has been installed sO 
more 
complete tire service 

Ata kick off meeting tn 
Barbre, 
Consumers has had 
the 
company took on the ¢ OOpel line. Ob 


idditional SO 


lulsa, John 


secretaury-treasurer said that 


i 30 increase in 


tire sales in years since th 


jective this year is an 


boost. 


r 
~ <4 
a 


Telescoping Mirror 


A rear 
trucks that pull house 
trailers, has been designed by Yankee 
Metal Products Co p Norwalk, ¢ 
ended 


distance from 13% » J4°4-1n 


Vision mirro us on 


small and cat 
onn 
Ihe S5-in. mirror 


made of seaml iluminum tubin 


ind has a universal bracket for eith 


lamp-on or bolt-on mou 


Goal for Specialties 
Every 


ing no ke 


Sinclair deal 
than $1,000 


cla iutomotive ial product 


innually ays | OmpkKin mat 
pec ralty iit The line 
radiator il 
and polish 
inal the 
lompkin 


sler vr ( the 


margin in pe 
St moving item 
nd th de 
plet line Vil Va ul 


orm 
torn 
ers need 

Sin 


‘ram 


lair 
that 


tree vinyl 


emium a 


oat for each 
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Sinclau 


order of a gross or more ot 
Silicone polish, and discounts of 10 
1S% and 20%, 


and 


respectively, on halt 


one two-gross orders of any 


Also Sinclair dealers can vet 


halt 


products 


a display rack at price 


Campaign for Chemicals 


Richfield Oil of California ts telling 
One 


buy a can of 


out of three cat 
Warner's 
For 


its dealers that 
owners will 


offer it to them two 
Richfield 
privilege of buying 
the W 
tor the price of 11 
Richfield 


Stk SPCC ralties 


if you 


months rave dealers th 


1? 


cans of any ot 


radiator chemicals 
cans At the 
Ss promoting three Las 
Las-Stik car wash con 


leather 


immer brand 


Saline 
time 
and whit 


centrates cleaner 


vall cleaner. Dealers get a measuring 


dispenser with each gallon of car 


leaner, and a sprayel with each bottl 


tire Cleanet 


Guide to Trouble 
\ troublk 


own is being 


shooting guide tor cat 


marketed by Gram 
P2U I 16th St New 
It a cardboard di 

ec lon Ihe 


ound the circk 


hut 


cutout | 
uncovering 
dealin 4 

Son 


il uvvestion lor 


vith ommon ar problem: 


hard 
poor pick-up, et 


medi covel 

Druk 
of the guide carry sim 
ription 


tor 49¢ 


New Gulf Moth Spray 


Irak 
to mot 
ontain 


msecti 





Announcing A New Premium Gasoline 
that Gives Your Car the 


BIGGEST POWER BOOST 
IN GASOLINE HISTORY 


It's the 


NEW RICHFIELD ETHYL 


Extra‘ High 
Octane 
Extra Power 
Top Mileage 
Anti-Rust 


Anti-Stall 





f { Look for the sign of the Richfield Eagle and the Cream-and.Blue pumps—from Maine to Florida 
* 


NEW POWERFUL ADVERTISING BACKS 
RICHFIELD’S GREAT NEW PRODUCT 


Richfield distributors are enjoying intensive new advertising behind 
history's greatest Richfield gasoline, backed by strong point-of-sale 
displays and dealer promotions. But there is even more. For along 
with all this support, Richfield distributors also enjoy the distinct 
advantages of independence, All Richfield distributors are indepen 
dent businessmen with territory franchises 


Shouldn't you be a Richfield distributor? Write direct! 


RICHFIELD 


OIL CORPORATION OF NEW YORK 


579 FIFTH AVENUE, NEW YORK 17, N. Y. 


ee 


Serving the Eastern Seaboard from Maine through Florida 


140 


— J TBA 


time in a civilian product. It 1s pack 
aged in a pressurized 12-0z. can. In 
stead of an aerosol mist (too fine for 
treating fabrics) it dispenses a Coarse, 
blanketing spray. Gulf claims that 
clothing or woolens sprayed as di 
rected may be stored uncovered in 
closets or on shelves. It says the prod 
uct will not stain or shrink colorfast 
woolens and that disagreeable odor 1s 


eliminated 


Heavy-Duty Regulator 


Standard Motor Products,  Inc., 
Long Island City, N. Y., has devel 
oped a Blue Streak voltage regulator 
with “king size” parts for greater 
stability and simple, accurate screw- 
driver adjustment. It features two con 
tacts on cutout arm to ease current 
burden and reduce contact burning 
and has a covered bottom to protect 
resistance units from shock and mois 
ture. 


New Corduroy Line 


A complete new line of 100% 
nylon-cord tires has been brought out 
by the Corduroy Rubber Co., Grand 
Rapids, Mich. The line is priced only 
slightly higher than the standard rayon 
Corduroys, which the company will 
continue to manufacture. At the same 
time Corduroy has also added tubeless 
tires. They will be made with an ai 
tight safety liner bonded to the cord 
body, and will carry a road hazard 
guarantee 


Thermostat Bulletin 


A new automotive thermostat bulle 
tin has been issued by the Flexonics 
Corp., of Maywood, Ill. It contains 
complete information on Flexon Pres 
sure Compensating thermostats for 
use on all makes and models of auto 
mobiles, trucks, tractors and engines 


Colored Gaskets 


Help is being given by Purolator for 
the dealer who has to select the right 
gasket from several when installing 
filter cartridge replacements. Gaskets 
packed with Purolator filter elements 
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are going to have color markings. A 
key to the color markings will be 
printed on the carton flaps and 

color identification wall chart 1s now 


available for quick reference 


Low Cost Tire Balancer 


lide Water, Western Div is offe 
ing dealers a Challenger Wheel Bal 
ancer. By placing an order for tires 
along with the balancer, dealers can 
earn a price reduction of one dollar 
per tire, up to a4 maximum of $20 
Price of the balancer is $39.50, so the 
special offer makes it possible tor deal 


ers to get it for $19.50 


Portable Air Cooler 


Quickool Products Co., 5555 W 
Manchester Ave., Los Angeles 45 
Calif., is suggesting a dual use for its 
$49 50 car cooler unit. The car owner 
can buy a portable transformer so that 
the cooler can be hooked to 110 volt 
current. In the car the unit ts operated 
from the storage battery. Now it can 
be picked up and carried into home or 
motel for overnight comfort 


Sweepstakes at Goodrich 


First prize is $25,000 in a sweep 
stakes for retail customers of B. | 
Goodrich dealers, including those of 
the station operators of oil companies 
handling Goodrich tires. Entrants do 
nothing except enter their names and 
addresses with station operators. Win 
ners will be selected by a drawing to 
be conducted by the Reuben H. Don 
nelley Corp 

Awards will total $50,000 in what ts 
claimed to be the biggest offer in 
dealer-help advertising history. Four 
million mailing pieces will be sent to 
retail customers in the trading areas 
of participating dealers 

Special four-color broadsides are 
being used for Conoco and Texaco 
dealers, two of the oil company or 
ganizations involved. The broadsides 
will be imprinted with the name and 
address of the station operalor 

[he first spread gives all the details 
of the promotion and an entry form 
Ihe second spread is devoted to the 
BEG tubeless tire, and emphasize 
high trade-in values for old tires dur 
ing a nationwide “big pre-vacation tire 
sale.’ 

Inside spread covers tires, batteries 
and accessories to fit the special need 
of the service station for which a mail 
ing 1s made. There is also ample space 
for individual ads by stations to push 
their own seasonal specialties 

Wrap-arounds promoting the sweep 
stakes and containing entry forms are 
being mailed with BFG’s two retail 
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...t0 make a leakproof connection 


New, economical Titeflex Quick-Seat Couplings 
are leakproof at all operating pressures—provide 
full swivel action, full free flow, versatility, long 
service life—couple & uncouple IN ONE SECOND 
without tools. Quick-SeaL Couplings are inter- 
changeable in the same size; come in a variety of 
alloys in many sizes—%"' to 12'' diameter, 
Straight-through, Single and Double Check-valve 
types. Write today for Titeflex QUICK-SEAL 
coupling catalog. 


Titeflex, Inc. 


Industrial Products Division 


QUICK-SEAL COUPLINGS 


525 Hendee Street 


Springfield 4, Mass 


; ) 
Plea € j@n] / your neu free Quick Se al 4 Oupling ( Atal: Kv 


Name 
Title 
Firm 


Address 


City 


The higher the pressure the tighter the cual 





—j tires—batteries—accessories 


magazines, Jime Out and Farm Ser\ 
ice News 
Martin, BFG advertising 


looks for dealers to make 


Glenn | 
manager 
wide use of a promotion kit, which 
includes a newspaper ad mat, publicity 
mats, spot radio announcements, tire 
centers (one forms a box for entries) 
window streamers, instructions on how 
to promote the sweepstakes locally, 
books of entry forms and a bulletin on 
entrants 


how to convert sweepstake 


into Customers 


Cooling System Tips 
Continental Oil Co 


with a special manual on cool 


provides its 
dealer 


ing system maintenance that avoids 








technical discussion. It contains con- 
cise instructions on points to be 
checked and how to check them, to- 
gether with hints on how to profit 
from the sale of other items that 


should be inspected at the same time 


Safety Belts in Color 


Rupert Parachute Co., Wheeling, 
Ill., is offering its new line of automo- 
bile safety belts in nine colors, The 
belts are of 2-in. nylon webbing, 
equipped with self-cinching buckles 
Buckles are polished or color anodized 
to match webbing or car upholstery. 
offered cellophane 


They are being 


wrapped and packed in a display car- 


under 
pressure ? 





need 
a lift...? 





.-.you’re ahead with a 


MOTORR PUMP 


The Ingersoll-Rand answer to the 
problem of faster handling of petro 
leum products and more profitable 
operation 

For aboveground-tank service 
Ingersoll-Rand Motorpumps are the 
mswer to modern bulk storage and 
distribution of petroleum products 


The \ ‘ate designed by experienced 


Crentlemen 
Please % 

for Petrole 

WAM 

Nite 

COMPANY 

ADDRESS 


cy 


engineers who know what makes a 
better pump and built to the highest 
quality standards in the industry 
The result is long-life with little 
maintenance—and peak performance 
with long life 

For underground-tank service the 
Ingersoll-Rand self-priming motor 
pump is first-choice. The open im 
peller, only moving pump part, is 
designed for fast vapor removal 
just one of many reasons why I-R 
Pumps are top dollar-values 

Find out how Motorpumps can 
help you to more profitable opera 
tion. Mail the coupon to 


Ingersoll-Rand 


1! Broadway, New York 4,N. Y 


NATIONAL 


ton. Retail prices are $9.95 each for 
individual belts and $10.95 for seat 
width belts 





NEXT MONTH 


NPN will publish a report on 
the annual meeting in New Or- 
leans of the Oil Industry TBA Mid- 
west Group. 








Electra Combines Plants 


Electra Manufacturing Co., auto- 
motive voltage regulator maker, has 
combined its former manufacturing 
facilities at Kansas City and Atchison 
into a new, modern plant at 800 N 
21st St., Independence, Kan. Company 
says increased business made it nec 
essary to expand capacity. Sales head 
quarters remain at 2537 Madison 
Kansas City, Mo 


How to Raise TBA Ratio 


Continental Oil’s Dick Gaskins, of 
Albuquerque, N. M., tells about dealer 
Ozzie Langston who heard a talk by 
a B. F. Goodrich TBA specialist and 
decided to see what he could do with 
IBA. By trying for more TBA busi- 
ness, instead of just taking what came 
his way, Langston’s TBA ratio went 
from $7 per thousand gallons of gaso 
line, up to an average of $26.65. 


Cooper Premium Tubeless 


Cooper Tire & Rubber Co., Findlay, 
Ohio, has added to its line a new tube 
less tire in the premium range, called 
the Cooper Safety-Cushion. The tread 
is claimed to have built-in “squeal 
stoppers” that will be one of the chief 
selling points. It is also claimed to 
offer “80% puncture 
trouble without the use of sealant.” 


reduction in 
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PERSONALS 


Roland S. 
Withers has been 
appointed general 
manager of the 
United Motors 
Service Div. of 
General Motors 
He was with the 
customer research 
department of 
General Motors 
until last July 


he was 


Withers 

when 

made general merchandising manage! 
tor AC Spark Plug at Flint 


D. L. Wiese BK. Rogers 


D. L. Wiese has been named mana 
ger of Sales Operations at Pennsyl| 
vania Tire Co., Mansfield, Ohio. He 
has been office and service manager 
of the factory zone division. E. B. 
Rogers is now national service mana 
ger. He was formerly eastern division 
service manager at Hillside, N.J., and 
before that served three years as a 
warehouse foreman 


J. D. Abeles H. J. Markert 


James D. Abeles has been elected 
president of Purolator Products, In¢ 

Rahway, N. J. Since joining Purolator 
in 1940 he has 


president, assistant plant manager, and 


been assistant to. the 


executive vice president. He succeed 
Ralph R. Layte, who 
chairman of the board 

H. Joseph Markert succeeds Abel 


VICE president Hye Na 


become j 


as execulive 


previously general auditor, and comp 


troller. He came to Purolator in 1946 
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H. W. Dodenhoff has been made 
truck 
mer merchandising specialist, he has 


with U.S. Rubber 1948 


manager of tires sales. A tor 


been since 


J. F. Arthur, former district manager 


at Seattle and San Francisco, is now 
in charge of fleet sales 
4 
Anson G. P. Segur is the new sales 
manager for Lee lire & Rubber Co 
After leaving the U.S. Navy with the 
rank of 1945 


manager ol 


heutenant in became 


battery ind accessory 


Step up your 


SA 


FARM MARKET 
improved O-P. Fe 


GREASE GUN LOADER PAIL 


Segul 


has been ass 


sales 


joined Lee in 
istant to the 


dent in charge of sales 


and 


presi 


Kenneth L. Kiernan has been placed 


in charge of 
Spark Plug I 
He has been 


> . 
Progress since 


trauinel 
becoming fan 
and preparin 


his new post 


a 


sales training 


div of General 


with the GM 


vilkar with AC 


vy material and 


in September 


, Ha = 
hs wl 
4 a rd 


E-Z-FILL 


for 


1953 us a lectu 





or mess 








@ Now E-Z-FILL Grease 
Gun Loader Pails are made 
stronger than ever. Heavy 
24-gauge steel body adds 
more protection for your 
product ... enables the filled 
pail to be shipped without re 
packing it 
carton! 


in a corrugated 
Leakproof, easier-to 
use sockets are another new 
feature. Available in 25-and 
35-pound sizes in solid colors 
or lithographed with your 


own design 


GEUDER, PAESCHKE & FREY CO. 


425 NORTH 15TH STREET . 


Grease can't 
pockets cannot 
gun 


MILWAUKEE 1, 


Designed so that grease gun can be filled directly 
from the container quickly, easily with no waste 
Cover of the pail is never removed 


get dirty. Air 
be formed in 


Telephone Division 4-3000 


NEWS 





WISCONSIN 


AC 


Motors 


ot 


ind 


Kiernan will spend six months 


opel mon 


take 





WIGGINS 
DOUBLE PONTOON 
FLOATING ROOFS 


Safest Storage for Your “Liquid Assets” 


Performance records prove that Wiggins 
Double Pontoon Floating Roofs soon pay 
for themselves in liquid conserved. Only 
Wiggins Double Pontoon Floating Roofs 
have every important feature for maxi- 
mum conservation... safest operation... 
low-cost maintenance. 


Triple Seal increases conservation savings and adds 
extra safety. 

Multiple gas-tight pontoon compartments increase 
safety, strength and buoyancy. 

Simplified design gives strength with minimum 
trussing, making inspection and maintenance easy. 
Complete, clean drainage reduces corrosion 
problems. 


Get the full story on the General American-Wiggins system of 
petroleum liquid conservation by writing us on your letterhead 
for the new Wiggins Manual WP-14. 


Wiggins Double Pontoon Floating Roofs, Dry Seal Gasholders, 
Lifter Roofs, Cone Roofs 


Le 


~ 


ow. y —— 
, one 
4 > 


<> 


Re, 


__ 


GENERAL AMERICAN TRANSPORTATION CORPORATION 


135 SOUTH LA SALLE STREET - 


elie \cleme lem S Si, lel}-) 
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bulk plants and terminals #3 


‘Breathing Diaphragm Cuts Product Loss 


HE B. F. Goodrich Co. says ter- 
minal Operators Can save up to 

$16,000 a year in evaporation losses 
on large-scale storage installations for 
gasoline and other oil products with 
its new synthetic-rubber tank dia 
phragm 

Cost depends on the installation, 
say Goodrich engineers, but savings 
often will pay for the diaphragm 
within two years 

Ihe membrane its made of Vulca 
film, said to combine the properties 
of plastics and man-made rubber. It 
can be sealed to itself electronically 
so there are no cemented, sewn or 
vulcanized seams 

The diaphragm is installed in a 
cupola or housing mounted on_ the 
root of the tank 

It also can be mounted in an 
empty tank, to which a series of other 
tanks are manifolded. The material 
can be used in old storage tanks as 
well as new 

Goodrich says tests have shown that 
a Vulcafilm diaphragm installed in an 
empty tank to which three other gaso 
line-filled tanks (total Capacity BSD) 
OOO bbl.) are manifolded can save 
$16,150 a year in filling and breathing 
losses compared with three cone-root 
tanks of identical capacity with no 
conservation device 

American Petroleum Institute fig 
ures indicate losses on such a storage 
installation may amount to 4,803 bbl 
a year. Goodrich engineers say Vulca 
film can cut this to as little as 957 bbl 
a year under the same operating con 
ditions 

[hese figures assume the tanks are 
half full at average inventory, are 
coated with aluminum paint and have 
a triple turnover of stored product 
annually 


HOW IT WORKS 


Ihe diaphragm its designed to pro 
vide a flexible, self-adjusting vapor 
seal not directly in contact with the 
liquid surface. The membrane inflates 
and deflates as the vapors within the 
tank expand and contract with daily 
Variations In atmospheric conditions 

Standard safety vents are used to 
prevent excessive pressure or vacuum 

Though Vulcafilm is a_ relatively 
lightweight material, as much as 5,000 
lb. of the film may be needed for a 
large installation 

Once it is installed, it Operates auto 
matically 


(continued on p. 136) 


CUPOLA on standard cone-roof storage tank houses the Vulcafilm diaphragm. Space 
is allowed for expansion and contraction with volume and pressure changes 


ee 


MEMBRANE designed to reduce evaporation loss is shown in cutaway drawing. Syn- 
thetic rubber diaphragms sometimes weigh as much as 5,000 tb 
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Ihe diaphragm is designed to com 
bat three big sources of product loss 
© Filling—When fuel | 


into the tanks, air saturated with gaso 


pumped 


line vapors must be vented to the at 
mosphere if the tank has no conserva 
tion devi [his loss for a single filling 
can run as high as 0.25% of the tank 
volume 

© Vaporization In a 
filled tank 
above the fuel 
vented to avoid building up excessive 


partially 
i olin Vapor d velops 


urface and must bi 


tank pressures by temperature changes 
© Condensation High-humidity 


ternal surface 


ur is drawn into vented tanks when 
the temperature is lowered. Condensa- 
tion of water vapor takes place and 
water mixes with the fuel, settling to 
the tank bottom. This problem is par 
ticularly serious with aviation fuels. 


OTHER ADVANTAGES 


whether 


Sealing off vapor losses, 


vith Vuleafilm of 


rvation device 


some other con 
provides increased 
ifety, reduces the fire hazard and 
ontrols odor 

Elimination of air from exposed in- 


reduces tank corrosion 


FIRST CHOICE TO LAST 


Gilbarco centrifugal pumps in a new Eastern Marine Bulk Terminal 


GILBARCO CENTRIFUGALS are designed primarily 


for the handling of petroleum products. Thus every detail of 


construction is concentrated on accomplishing this job super 


latively well. 


Capacities range from 50 to 1500 GPM in straight and positive 


self-priming models for all types of drives. 


Write for catalog and complete information on the pumps built 


particularly for your business. 


APPLICATIONS: 


Bulk plants e Terminals e Multi-island 


service Stations « Airports « Solvent plants 


Drum filling plants e Tank trucks e Semi 


trailers e Lubricating oil trucks e Oil 


Gilbert & Barker Mfg. Co., 
West Springfield, 
Mass. 


refineries « Petro chemical plants e Industry 


136 


and rust formation that result from 
condensation of moisture or handling 
of corrosive products 

Vulcafilm also is designed to protect 
liquid against external con- 
tamination and to keep air from de- 
aerated products 


stored 


Goodrich says the 
diaphragms are particularly useful in 
cold climates, where  floating-root 
conservation tanks often are imprac- 
tical because of the snow load during 
winter months 

Electronic seaming of the synthetic 
rubber, which produces a “one-piece” 
product, avoids many weak points that 
trouble with 
methods. 


cause other seaming 

Needle holes in sewn construction 
cause a wicking action that breaks 
down the material and the perfora 
tions weaken the membrane’s struc 
ture 

Cemented seams require many 
coats of cement, and adhesion can 
vary with workmanship and atmos- 
pheric conditions 

Cemented seams are subject to seep- 
age and leaks. 

Vulcanized construction ts expen- 
sive because of time and labor re- 
quired for manufacture. Goodrich en- 
gineers say it is impracticable to 
vulcanize large areas of lightweight 
materials, such as tank diaphragm. 


FLOATING DIAPHRAGMS 


Vulcafilm has been adapted for 
floating diaphragms on two tank de- 
signs—called “Diaflote” and “Dialift” 

patented by Hammond Iron Works 
of Warren, Pa. Approximately 70 of 
these units have been installed in the 
U.S. and abroad 

In the Diaflote system, a membrane 
with the same dimensions as the inside 
of the tank is sealed to the tank wall 
slightly below the point of roof at- 
tachment. Air is removed from the 
tank below the 
filling 

As fuel is pumped into the tank, the 
diaphragm floats on the surface of the 
fuel and the sides fold in accordion 
type pleats as the fuel level is raised 


diaphragm before 


Vaporization is eliminated since there 
is no air between the fuel and the 
diaphragm—the same principle as a 
floating-roof tank 

Dialift is Hammond's version of the 
standard cupola or manifold installa 
tion described earlier 

his system is styled for situations 
where product is stored for long peri 
ods and product level changes infre 
quently 

More information on Vulcafilm ts 
available from B. F. Goodrich Indus 
trial Products Div., Akron, Ohio & 
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30 Million Trucks 
By 1975, GMC Predicts 


With the unveiling of General Mo 
tors 1955 truck models come some 
long-range predictions by GMC of 
ficials 

e U.S. truck registrations will near 
30 million by 1975 

e Most of those trucks will have 
automatic transmissions 

e Styling will follow passenger cat 
trends, with more driver-comfort fea 
tures 

Hydra-Matic drives will be offered 
n 65 models this year, compared with 
13 models in 1954. Last year as high 
as 25 to 30% of all GMC trucks in 
some weight classes featured auto 
matic transmissions 

GMC is offering 128 models thi 
year, Compared with 54 in 1954. Som 
observers say this amounts to putting 
a foot in the door of the custom-built 
truck market. But GM¢ 


Iwo V-8 engines in 44 models are ot 


denies it 


fered this year 

New driver-comfort features in 
clude electric windshield wipers, tinted 
glass and seat cushions supported by 
compressed air to avoid sudden jolts 

Wrap-around windshields and reat 
windows have been borrowed from 
GMC also offers a 


choice of cab interiors comparable on 


passenger Cars 


a smaller scale to the color schemes 


available in passenger Cars 


Scully Patent Suit 
To Begin in Boston 


Trial of Scully Signal Co.'s patent 
infringement suit against A. B. Carl 
son Co., Aurora, Ill, opens May 11 
in U.S. District Court at Boston 

Scully, of Melrose, Mass 
Carlson’s Echo Vent Signal 
level indicator for heating oil storage 
tanks, infringes on Scully’s Ventalarm 


claims 


a liquid 


Signal. The suit originally was filed 
against Sid Harvey of Massachusetts 
Inc., marketer of the Carlson device 
but Carlson has been substituted a 
sole defendant Harvey has agreed to 
top selling Carlson’s product 
Scully wants an injunction to stop 
Carlson from manufacturing the 
nals and a “reasonable royalty” based 
on an accounting of the profits from 
the product 
Carlson says 
Vent Signal are approved by Under 
vriters Laboratories and by the Ma 
achusetts fire marshal, who earlier 
had banned them \ 
vas found | 


Canada not t» 


similar device 
Exchequer Court in 
infringe on the Scully 
patent, Carlson contends 
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two models of its Echo 


new equipment — 


SINGLE-TRAY Electrofile system provides compact records-keeping for heating oil 
deliveries, either on degree-day or “‘will-call’ basis. When keys are punched, cards 
are selected automatically and popped out of pack 


File Speeds Records Keeping 


klectrofile ha 
filing 


records keeping designed to 


adapted its elec 
tronic system to heating oil 

e Eliminate cross-reference card 
and speed compilation of routing in 
formation for degree-day account 

e Increase efficiency on “will call 
iccounts and ease the job of directing 
drivers who all in tor delivery in 
tructions 

[he system pri ed at about $ HO) 

a 1,500-account operation ‘ 
ombination degree day-custome! 


ord-delivery card oded by depre 1) 


for customer name, delivery zon ind 

kK factor for devree-day iccountl 

Ih ird if kept 1mh Grn Or TrMore 
divided 


current ¢ 


delivery dates 
if 
ard if 
the propel 
ed in the elivery due 


immediat 


the ids again are selected by ke 


the deliveries are recorded and the 
next delivery dat projected I hi 
master cards then go back into the 
yer delivery-date section 
fhe manutactures ay the filing 
tem 1s efficient in handling customer 
inquirk It selects the proper card 
vhich by its location determine 
tatu delivery in a matter 
econds 
“Will Call” Customers— [he ma 
h will ill ustome! 
dentification. Iwo 
we the delivery ts due, the 
pulled trom the file and a post 
miathed to the customer. When the 
tom lls, the card ts selected 
trofile and the delivery 
Call-ins Wh 


further 


Driver 





Easy “Pay as you Profit” plan lets an Alemite 
on-the-car wheel balancer go to work for you! 

















Shows amazing profits in just a few Y 


Builds traffic, helps sell tires, too! 


Now you can own a new Alemite On-the-car Wheel 
Julancer the easy way. A small down payment, and 
then the wheel balancer is on your pay roll! Just one 
job a week meets the easy payments! 

8 out of 10 of your customers’ cars need wheel bal- 
ancing, And you get a big bonus because you make 


more tire sales, too! 


Only the Alemite On-the-car Wheel Balancer bal- 
ances everything from hub cap to casing all at once 
up, down and even dynamically (side-to-side) ! No com- 


plic ated attachments! 


Exclusive Vue-Scale Meter shows 
your customers the need for wheel 
balancing proves w heels are bal- 


anced once the job is done. 


FREE demonstration proves it! Your Alemite repre- 
sentative will show you just how easy 

it is to take advantage of this money- 

making opportunity. And he'll see 

to it that you get the big promotion 

kit that puts you in the wheel bal- 

ancing business—ties you in with 

Alemite national advertising in 

the Saturday Evening Post. 


Call him TODAY! 





j# PRODUCT OF | 


d 


HERE‘S WHAT OWNERS SAY ABOUT 
ALEMITE ON-THE-CAR WHEEL BALANCER! 


“Net profit paid for my balancer in just 110 days!” 
J.S., Oregon 


“I’m a small dealer and had doubts but in 
3 weeks my Alemite Wheel Balancer made 
me $174.00 profit...” G.F., Louisiana 


“It has helped increase service sales, enables us to 
completely satisfy customers on front end complaints.” 


N.W.Y., New York 


“Keeps up customer return . . . stimulated 
sales of tires average about three jobs a 
day. One of the best investments we have 
made!” I. J.D., Vermont 


“The most profitable piece of equipment I have in my 
place of business!” R. E.S., Washington 


“In this one year I have made over $2,000 of 
profits from this unit, which does not include 
the tires it has helped me sell!” 

M. W., Louisiana 








ALEMITE 


1826 Diversey Parkway, Chicago 14, Illinois 
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Valve Installer 


% 12 
snap-in 


for 


valves 


in. steel tool installation 


of tubeless has 
swivel-head threaded 
all cap 


The valve, after lubrication with liquid 


ire 
internally to 


match standard valve sizes 
soap, can be inserted through the rim 
hole by hand the 
flated) is on the rim. The tool's swivel 
the 


lever 


even if tire (unin 


head is screwed onto valve and 


the handle is used as a against 


the rim to snap the valve into plac 
Regular $3.40. As 
ductory offer, the tool is being offered 


price 1s an intro 
with 60 snap-in valves for $24.60 o1 
with 30 $14.20 
either all or half the price of the tn 

Bridgeport Brass Co., Bridge 
Conn 


Circle 


valves for saving 
staller 
port 

No 


op ( oupon p 


Tubeless Tire Clamp 


Jobbers and distributors now ar 
being appointed for the Rappan tube 
less tire cinch and bead spreader, de 


The 


steel band encircles the tire and 


signed for tire 
3-lb 


clamps tight to push the beads against 


use on any size 


the rim as the operator starts to inflate 
the Then it the 
can filled pressure 
List price Is > j lubeless 
lire Cinch Co Fernando 
Rd., Glendale 1 
Circle No 


releases so tire 
the 
40. Rappan 
6435 San 
Calif 


; opr ( oupotr p 


tire 


be lo proper 


139 


LP-Gas Hose Reel 


Hannay 


vas hose reel is designed to handle both 


new liquefied petroleum 
liquid and vapor-return hoses simulta- 
neously. Both hoses can be paid out 


and rewound as one. The two outlets 
are placed next to each other at one end 
of the spool so lines can be taped to 
yether at 


by-side 


intervals. Hoses wind side 
the The 
available with top or bottom wind for 
to 1% 
explosion-proot 
Clifiord B 
Westerloo, N.Y 
Circle No. 4 


around reel reel 1s 


hoses up in., equipped with 


hand 
& 


electric oF 


Hannay 


re 


wind Son 


Ine 


on Coupon, p. 139 
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Lubricant for Jacks 


equipped 
lubricating 
lifting 
neoprene 
rust 
ibout 4 
mended 


quart Containers 


Ine 


Big 


lubricant 


Four is recommending a new 
packs 
Ihe 
to add 
life lo 


inhibiting 


for pneumatic air 
with 
fluid 


ind 


neoprene Cups 


is designed 
long 
to 
month 
fluid 
uv atlabl 


Industrie 


powell vive 


in addition 
Lubrication once a with 
ot the 
[he product 
Bie i i 
Cincinnatt, Ohio 
Circle No Yon Cow 


pt Is Fecom 


IS 


Multi-Prime Pump 


prime 


Ihe 
priming impeller 
higher 
outlet 


the 
three 
increasel 
ire 
120 
/I08 6 


NEWS 


Granberg ha 


elbow 


designed ew mult 
centrifugal 
delivery truck 


ture 


pump tor oil 
bulk 
1 patented rapid 
nded ck 
pres Inlet 
traight 


prod 
ina plant 
pump f[s 
ints 1 


Ve lop 


secondary ure and 


flanges are iV 
installation of 
truck 


$-to-| rCul 


fo Case 


SIX 


Ly pe 
pump on truck model 
of featuring a 


bulk 
( apacities 


them 


and two plant model 
available 
200 gpm 
‘th St., Oakland & 


Circle No. 6 o 


from 
Corp 


ranwe 
Granhe ry 
Calif 
Coupon 


to 
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On equipment or literature described 
below. Fill in the reply coupon, clip and 
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Jack Attachment 


Designed for handling tront-end in 
cal 


the 


spections and = other two-wheel 
station 
built for at 
floor jack 


Iwo pads at the ends of a steel chan 
width 


jobs 
Hy 


tachment 


lifting in a service 
Litt 


to 


new device 1s 


any model 


nel bar, adjustable tor ind 
height, 
either 
I he 
by 
two built-in pads for lifting a 
its j 
1338 Hennepin A 
Vinn 


Circle No 


enable the serviceman to hoist 
by its \ 


attachment also 1s designed 


pad 
to litt 


end of a car 


frame or bumper contact and ha 


Price is $37.50. Naf-l 


Minneapolt 


side 


Oil Hose Saves Weight 
hose for 


terminal 
ha 

Gsoodrich 
vith 
weight a 
the f 
I hi 


not tail 


A lightweight oil discharge 
loading oul 
ind in dock 
ck 
hose ! 
ck 
HO, 


ind gasoline at 
heen 
I he 


ord 


and ship service 
by B. I 


reinforced 


veloped 
nylon 
iwned to reduce much a 
without sture 


flexibility 


trom hoses 


ind to increase om 


the nylon hose will 


flexing. Built for 


pany iy 


rom fatigue 


in this CIRCLE THE NUMBER 


issue: 
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123456789 10 11 12 13 14 15 





16 17 18 19 20 21 22 23 24 25 26 





NATIONAL PETROLEUM NEWS 


A McGraw-Hill 


Name 
Company 
Street Address 


City 


Publication 


Title 





—7 new equipment 


pressures to 150 psi, the hose is avail- 
able in six sizes ranging from three to 
12 inches. B. Fk. Goodrich Co., Indus 
trial Products Div., Akron, Ohio 
Circle No. & on € oupon, p. 139 


‘Horses’ for Repair 

Blackhawk has three new models of 
garage and service station horses 
with capacities of two, five and seven 
tons. A principal feature is the “load 
lock’ handle that will not release until 


the load is removed. The horses are 


adjustable to all makes of cars and 
trucks. They are designed for mainte- 
nance, wheel repair and brake work, 
releasing jacks for other jobs. Black 
hawk Mfg. Co., Milwaukee 46, Wis 
Circle No. 9 on Coupon, p. 139 


Anti-Rust Paint 

A bituminous-base paint for tanks, 
drums and other metal surfaces ex 
posed to weather is designed to pro 
lect most surfaces from rust with one 


application. The paint dries to a semi 


TF you're in the — 
MOVIE business / 


c bs 
DIRECTOR 


~~ Fr 
» 4 


BUYING OR USING 


@ You'll never go wrong dealing with 


experience. 


@ Now when it comes to making 
color sound motion pictures for the 


Petroleum or TBA 


industries we're 


about as experienced as anybody 


around. 


@ We're proud of the dozens of films 
we've made about your business... 
We're proud of the effective jobs 


they've done. 


@ You may find that good color mo- 
tion pictures can be produced by 
experienced people for less money 


than you think. 


== 


THE CALVIN CO. 


1105 TRUMAN ROAD 
KANSAS CITY 6. MISSOURI — HA. 1230 


NATIONAI 


gloss finish and is intended for use as 
a final coating and not a primer. The 
product is available in 5-gal. pails, 
§5-gal. drums and tank-car lots. Chem 
Industrial Co 3784 Ridge Rd 
Brooklyn 9, Ohio 


Circle No. 10 on Coupon, p. 139 


op 
Y 


Spring-Balanced Loaders 


Operation at any angle of elevation 
from 10 deg. above horizontal to ver 
ticle is claimed for a new line of 
Wheaton loaders 
signed to remain in the tank manhole 
during 


Ihe assembly is de 


loading without being held 


down and to elevate automatically 
from horizontal to out-of-service posi- 
tion without shock. Swing-joint seals 
are said to be without 


breaking 


replaceable 
threaded connections. The 
inlet sleeve of the double swing joint 
can be furnished with male or female 
thread or flanged connection. A model 
for direct mounting to overhead tanks 
or piping also is available. Wheaton 
Brass Works, Springfield Rd., Union 
N. J 

Circle No. 11 on Coupon, p. 139 


LP-Gas Truck Pump 


Roper’s new liquefied petroleum gas 
pump for truck service features extra 
a single point 
greasing system and flanged bearing 


large grease Capacity, 
bushings designed for easy replace 
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ment The pump has a _ precision- grounding system at a loading rack airplane refueling operations. Another 








lapped face seal said to require no if there is a break in the grounding unit is designed tor tank-car unloading 
maintenance or adjustment and hard- circuit, the pumps will not run, avoid operations. Hewson Co 443 Broad 
ened chrome alloy gears. Capacity ts ing static electricity build-up. Several St., Newark 2, N. J 

30 gpm. Geo. D. Roper Corp., Rock of the units have been undergoing Circle No. 14 on Coupon. p. 139 
ford, Ill tests at oil terminals in the Midwest 






and several more are on order \ 


Circle No. 12 on Coupon, p. 139 Dual-Axle Drive 





single unit, which costs $944.50, will 










provide an automatic circuit test for No lubrication is” required tor 
two loading rack berths. Lower prices Truckstell’s new dual-axle truck drive 
are available on multiple orders. Truck unit’ for tandem-axle — six-wheelers 
units Operating on six or 12-volt auto The unit is designed to provide auto 
motive electrical systems are available matic tire tracking and has a two 
for service station bulk deliveries and Stage spring arrangement that adapts 














Gasoline Dispenser 


Bowser’s new leleview service 










station dispenser features a “picture 






window” with 50% more dial space 







than former models and dial visibility 


from an angle of 142 deg. The brand “LONG - LIFE” 


name panel is suspended inside the 
dial window and backlighted to give a FUEL OIL HOSE 


three-dimensional effect. Other fea 







The hose that has everything to assure 
important savings in handling and replace 





tures are new bearings to provide 








lower friction and quiet operation and ment costs. Light weight and extreme 
threadless fittings for rapid installa flexibility—for quicker, easier deliveries 
tion. The model is available in all com Strong, durable molded-and-braided con 






struction—for longer service life. Brown 







puting and noncomputing standard 

wear-resistant Synplastic (R) cover. Sizes 
and remote-control types Bowser 1 1%” and 1% 
Inc., Ft. Wayne, Ind 
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1/3 on Coupon, p. 139 “NEWTYPE” 
GASOLINE TANK TRUCK HOSE 


Another Goodall hose designed to cut de 
livery costs by providing maximum service 
efficiency. Kinkproof construction retains 
full inside diameter even on sharp bends 
assuring fast flow. Details include patented 
circular-weave wire-reinforced carcass 
abrasion-and weather-resistant oilproof cov 
er, sizes from 1'4° to 4”, |. D. Light 
in weight and very flexible 




























GOODALL HOSE is made to specifications based on 85 years of hosebuilding 
experience. Its quality and reliability are demonstrated in daily use throughout 






every division of the Petroleum Industry 








Contact Our Nearest Branch for Further Information and Prices 






Truck-Ground Check 


An automatic electronic device be 
ing marketed by Hewson of Newark | 

is tied in with the grounding-wire sys- Est. 1870 " $e =p Goodall Rubber Company of Canada, trd, 1 ' Distributors in Other Princig he 
tem and double-checks the truck- ———— . os 
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CALIFORNIA 


THERE'S A 


Gasboy pump 


FORK EVERY SIZE CONSUMER ACCOUNT 


W. S. BROCKWAY COMPANY 


1521 East 19th St Bakersfield, Calif 








IOWA 





TRI-STATE EQUIPMENT COMPANY 
COMPLETE SALES & SERVICE ON QUALITY 
PETROLEUM DISPENSING EQUIPMENT 
ENGINEERING AND PLANNING 
SATISFACTORY INSTALLATION 
1024 E. 14th St Des Moines, lowa, Phone 62-1975 
Member National Oif Equipment Jobber Association 








INDIANA 





Everything in Bulk Plant 
and 
Service Station Equipment 


INDIANA OIL EQUIPMENT CO. 


417 Madison Ave., 
Indianapolis 4, Indiana 





MISSOURI 











TRI-STATE EQUIPMENT COMPANY 
COMPLETE SALES & SERVICE ON QUALITY 
PETROLEUM DISPENSING EQUIPMENT 
ENGINEERING AND PLANNING 
SATISFACTORY INSTALLATION 
519 Southwest Bivd KANSAS CITY 6 MO 
Phone HA.2335 
Member National Olf Equipment jobber Association 











NEW JERSEY 





EQUIPMENT 
for the 


OIL INDUSTRY 


Rebuilt 
PUMPS—METERS—REGISTERS 
« 
PARTS FOR MOST PUMPS 
e 
TEN HOEVE BROTHERS 
359 Mclean Bivd., Paterson, 3, N. J 











NEW YORK 





EDWARD JOY COMPANY 


905 Canal St., Syracuse, N.Y 


STOCKS FOR IMMEDIATE DELIVERY 
National Hose, Buckeye Valves, Hannay Hose 
Reels, Pipe G Fittings, Brunner Air Com 
pressor, Granberg Meters G Pumps, Phil- 
lips Lights, Adamson Oi! Storage Tanks, 
ECO Tireflators, Ever-Tite Couplers 
Rectorseal Pipe Dope, Tokheim G Bennett 
arm Pumps 


VERN CLAPP 
(big-ehot OF) 
GASOLINE & OIL EQUIPMENT DIVISION 
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to light or heavy load Ihe unit can 
be switched to single-axle drive by a 
cab-operated lever. The product 1s 
available for installation on all makes 
of new and used chassis. Truckstell 
Ufy. Co., Union Commerce Bldg 
Cleveland 15, Ohio 

Circle No. 15 on Coupon, p. 139 


f 


Tubeless Repair Kit 
A kit for repairing tubeless tre 
punctures up tO %*-In. IS being pro 
duced by Lee under the name “Swift 
Seal.” The kit provides material for 
making up to SO > puncture repairs 
without removing tires from the rim 
It contains a sealant gun filled with 
rubber compound, rubber plugs for 
punctures over Y% in., cement-lubri 
cant and an inserting rod for plugs 
Lee Tire & Rubber Co. of New York 
Inc Specialties Div., Conshohocken 
Pa 
Circle No. 16 on Coupon, p. 139 


Farm Tank Cap 


OPW has designed a combination 
vent-fill cap to eliminate vapor loss 
on aboveground farm gasoline storage 
tanks. A 3-lb. pressure poppet pro- 


NEW YORK 








RENICK & MAHONEY, INC. 


380 Second Avenue 

NEW YORK 10, N. Y. 
Service Station Equipment 
Bulk Plant—Truck Tank and 


Member of National Association 
Of Oil Equipment ybers 








OHIO 





EQUIPMENT SALES CO. 
164 €. Exchange St., Akron 4, Ohio 
Phone—Jefferson 5-8215 
Factory Representative for 
Westinghouse, 0.P.W., Lincoln 
Neptune, Huffman, Goodrich. 

Air, Oil, Hydraulic and Gas 
Hose and Coupling Service. 
SALES——-PARTS ENGINEERING SERVICE 











TULLER CORPORATION 


947 W. Goodale Bivd. Columbus 8, Ohio 
SALES — SERVICE — ENGINEERING 
Tokheim, Marlow, Blackmer Pumps: 
Ever-tite G OPW Fittings: Neptune 

Meters: Heil Transports: Service 
Truck Tanks: Goodrich Hose: Reels: 
Air Comp. Farm G Bulk Storage Tanks. 

Designers G Builders 
Bulk Plants and Service Stations 








PENNSYLVANIA 





RUTLEDGE EQUIPMENT CO. 
334 Bivd. of Allies Pittsburgh 22, Pa 


Rutledge Service Station Flood Lights 
GGB Equipment—Buckeye Valves G 
Fittings 
Granco Pumps G Meters—Air 
Compressors 











E. O. HABHEGGER CO. 


24th & Fairmount Aves. 
PHILADELPHIA, 30 
Engineering G Equipment 
BULK TERMINALS TRUCKS 


SERVICE STATIONS 
MEMBER NAOEJ 








WEST VIRGINIA 





SMITH METERS 


H. H. TRUITT 


1403 8th Ave 
Huntington 1, W. Va 


Westinghouse Air Compressors 
Service Stotion or Bulk Plant Equip 











Oil Marketing 
Equipment Jobbers 
This Is Your Market Place! 


Write today for Advertising 
Space Rates. 


NATIONAL PETROLEUM NEWS 
330 West 42nd Street 
New York 36, N. Y. 
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vides protection against vapor loss and 
l-oz. vacuum loading allows rapid 
product withdrawal. Brass fire screen 
in the 2-in. cap ts designed to elimin 
ate intake of foreign matter and pre- 
vent flame from entering the tank 
in event of fire. OPW Corp., 2735 
Colerain Ave., Cincinnati, Ohio 


Circle No. 17 on Coupon 


LITERATURE 


‘55 Lubrication Guide 


Chek - Chart’s 1955 
Guide for passenger cars and light 


Lubrication 


trucks devotes a special section to how 
to save time and wage costs in lubri 
cation work. The “what, when and 
how of automatic transmissions 
power accessories and miulti-viscosity 
oils also are covered. (¢ omplete lubri 
cation diagrams for cars and light 
trucks from 1941 on are included in 
the 152-page book, along with manu 
facturers recommendations and ca 
Chek-Chart Corp 2 
Chic azo 5 Ill 


Circle No. 18 on Coupon, p. 139 


pacities 
Congress Pkwy 


Guide to Auto Lifts ~ 


Suggestions for the best lifts and 
combinations to service all types of 
vehicles in one, two or three-bay sers 
ice stations are given in the Lift Selec 
tion Guide included in Rotary’s new 
lift catalog. Hlustrations and drawings 
of various lifts and jacks produced by 
the company appear in the catalog 
All the 49 Rotary parts and service 
depots located throughout the U. §S 
are listed on the back cover. Rotary 
Lift Co Memphis 
Tenn 


Automotive Dir 
Circle No. 19 on Coupon, p. 139 


Trailer Tanks 


Several sizes and types of single and 
tandem-axle Brownie trailer tanks for 
oil product hauling are pictured and 
described in a new brochure. Also in 
cluded in the book are descriptions of 
discharge and safety equipment mad 
by the company. Brown Steel Tank 
Co., Minneapolis, Minn. Brown Steel 
Tank Co., 2901 Fourth St. S.b., Mu 
neapolis 14, Minn 


Circle No. 20 on Coupon, p. 13 


Pump Trouble Charted 


Probable source of failure or errats 
performance in most widely used type 
of rotary displacement pump ir 
charted in a new pamphlet——-Pump 
Chart Spots the Trouble Ihe chart 
details more than 25 possible troubk 


symptoms, such as noisy and inter 
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mittent Operation, rapid wear, leakage 
seizure, high power requirements and 
faulty delivery. Also included ts an 
explanation of how and where the 
chart applies and a brief description 
of the types of equipment that fall into 
the rotary pump class. kco Engineer 
ing Co., 12 Ne York Ave., Newar 
N.J 
Circle No f on Coupor 


Charger-Tester Line 


Jordan has tssued a folder coverin 
ts new line of thermostatically con 
trolled six and 12-volt battery charg 
rs. Six models of varying charging 
rates, with or without testers, are avail 
ible The brochure ilso describes the 
ompany’s battery stock maintainer 
ind its boosters and chargers for farm 
ind home use. Jordan Electrical Man 
ufacturine Co., 222-228 Second St. N 
Vinneapolis, Minn 

Circle No 


> on Coupor 


/ 


Hand-Pump Story 


Basic pump styles and accessor 
for various applications are illustrated 
in the new bulletin on Blackmer rotary 
hand pumps. Included ts information 
on performance features, application 
information and other facts. Blackmer 
Pump Co., 1809 Century SW 
Rapids, Mich 

Circle No 


Grrand 


"ton C oupon, Pp 139 


Centrifugal Pumps 


Information on the Motorpump lin 
ranging from 
2,800 gpm. ca 


of centrifugal pump 
“4 to 75 hp., and 5 to 
pacity—is given in a 24-page booklet 
Each class of pump is illustrated and 
explained in detail. Self-priming and 
jet units also are illustrated. Four 
pages are devoted to dimension 

weights, performances and mountings 
Ingersoll-Rand 
Cameron Pump Div 11] Broadwa 

New York 4, N. ¥ 


Circle No 24 on ( OuUpONn, /P 139 


of various models 


Direct-Flow Pumps 


4 new bulletin use photograph 
and line drawings to illustrat on 
truction and operation of Aldrich 
) in.-stroke direct-flow pump I hi 
line IS designed ¢ pe tally for mall 
installations {/drich Pump C« 

Pine St {/lentown, Pa 


Circle No or Coupon 


Pump Catalog Series 


Viking ha issue 
italogs COV ng it 

ll industrial applic: 
t m deal th pumps ol 


Continue 


BOWERS 


BATTERIES 


woyS 


BOWERS BATTERY & SPARK PLUG CO., READING 





PROVEN HELP 


FOR YOUR 


SALESMEN 


Sales executives agree that products 
information is of real help to salesmen, 
especially under competitive conditions 
This training enables salesmen to re- 
duce their customer mortality rate and 
increases their prospect - to - customer 
ratio 
Hundreds of marketers use our sales 
training program in products informa 
tion for their salesmen. 

Check below and mail 

for detailed information 


HOME STUDY COURSE 
A basic training in Products Informa 
tion 


PE! JOURNAL 
New and changing developments in 
Products Information 


REFERENCE LIBRARY 
Information in Products Information 
salesmen need in a hurry 


WHEN TO DRAIN 
Products Information for dealers 


PETROLEUM 
EDUCATIONAL INSTITUTE 
9020 Melrose Avenue 
Los Angeles 46, California 


cory 
, FREE PE! JOURNAL 


NAME 
TITLE 
COMPANY 
Srneer 


city 








a 


THE IDEAL MATER 
MODERN SERV 


What other modern arcl 2c ural pB 
offer the “big 3” service ] t n featu 
beauty, durability, and me nt nance-free 
operation .. . and Avonci@if#a@ the finest 
architectural porcelain enaiigh 

offered for service station constr ic 


Versatile — it is manufactur@@l #0) 


intricate trims and borders als 


of this same fine product. Con 


™ Mobilubrication Prine 


FRAMELESS LOAD-BEARING WALLS 
LOAD-SPAN DECKING . CURTAIN WALLS 


architectural products 0 
= 





a division of 


AVONDALE MARINE WAYS, INC. 
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(Continued from p. 143) 


marketers—-general purpose pump 


Underwriters-approved models _ fot! 
hazardous liquids, models specifically 
designed for the oul industry, liquefied 
jacketed 


Another catalog gives eng! 


petroleum gas pumps, and 
pumps 
neering data to help in pump selection 
Cedar Falls, lowa 
Circle No. 26 on Coupon, p. 139 


Viking Pump Co 


MANUFACTURERS——— 


Wayne Pump Co. plans to invest $1! 
million in a plant addition and new 
manufacturing facilities at its head 
quarters plant in Salisbury, Md. The 
company expects to move in by No 
vember. 

The three acres of floor space in 
the new structure will allow present 
manufacturing space to be doubled 
and permit enlargement of office fa 
cilities 

. 

The staff of Rotary Lift Co.’s auto 
motive lift production department has 
settled in its new $500,000 plant in 
Madison, Ind 

The move was made both to reduc« 
freight costs of auto lifts by shipping 
from a central location and to make 
room for expansion of other opera 
tions at the home plant in Memphis, 
Tenn 
move in a year. Last November, it 
purchased Colville Industries, Ltd., of 
Chatham, Ont 
motive lift maker 

* 

Gray Co. has transferred its New 
York office from 601 W. 26th St. in 
Manhattan to 34-55 Eleventh St., 
Long Island City, to centralize opera 
tions in the Displays of 
Graco lube equipment and other prod 
ucts have been set up at the new loca 
Michael Tapsak will 
maintain a parts and equipment stock 
and repair department 

es 


This is Rotary’s second growth 


Canada’s largest auto 


territory 


tion. Manager 


A “mechanical” salesman did _ his 
bit for Bennett Pump Division of John 
Wood Co. at the Illinois Petroleum 
Marketers Assn. meeting in March 
As each conventioneer stepped on 
the rubber mat in front of Bennett 
display pump at the Chicago head 
quarters, he unwittingly clicked on a 
tape recorder and got the Bennett 
sales story. The idea was hatched by 
5. 
charge of 
Chicago district manager 
. 


Makemson, vice president in 


sales, and Gary Garrett 


A new oil equipment distributorship 
Aleco Equipment Co.—-has opened 
City, Mich. Two 
members of the incorporating group 


its doors in Bay 
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il Hayden R 

dent ol Amco = ( orp und 

Vi Anderson, secretary-treasurer of 
Northern Supply Co 
” 

R. C. (Dick) Ford, formerly with 

Balcrank and now in business for him 


William vice presi 
Oscul 


elf, reports his new business ts not 
in oil equipment jobbing house, but 
i manufacturers 


agency _ selling 


through oil equipment jobbers. The 
firm is R. ¢ 


cinnatt 


Ford Associates in Cin 


=————880800 816 


rr. EK. Farley 
has joimed the 
sales. staff of 
Master Tank & 
Welding a ae 
Dallas Tex., to 
head the 
organized 


newly 

moto! 

fuel tank division 

Master lank 

plans to produce 

i complete line 

of tuel tanks for 

transport truck including round, 

semi-oval and step tanks in 35, 45, 55 
ind 65-gal IPacithe 
7 

Arthur J. Laack has been promoted 

to advertising and sales promotion 

manager of Four Wheel Drive Auto 

Co., Clintonville, Wi 

Arthur J. Danley, now 

public relation 


replacing 


director of 


. 

H. H. White of Standard Steel 
Works, North Kansas City, Mo., has 
been re-elected president of National 
fruck Tank and Trailer Tank Insti 
tute. Other officers, also re-elected, 
Al 

Vice president——Everett Fitzgarrald, 
Progress Manufacturing Co., Arthur, 
Il 

I reasurer 
ern lank & 
Owensboro, Ky 

Executive Committee—J. A. Hav- 
stad, Brown Steel Tank Co., Minne 
polis, Minn., and W. A. Sladek, 
Butler Manufacturing Co., Kansas 
Cit Mo 

Executive Secretary 
Smith. 


W. E. Kennedy, South 
Manufacturing, Inc 


Allen R. 


R. EK. Mahany, new Burlington 
branch manager for A. Y. Me 
Donald Mfg. Co 
in his old post as branch manager at 
Columbia, Mo., by M. G. Toft. Toft 
formerly was assistant 


Kansas City, Mo 


low i 


has been replaced 


manager at 


new equipment —} 


Robert G. Fox 
represents Delta 
lank Manutac 
turing Co., pro 
ducers of storage 
tanks and cylin 
ders tor liquefied 
petroleum gas 
and inhydrous 
ammonia, is. the 
Kentucky Ohio 
sales. territory 

Fox, who lives in 
formerly was southern 
sales representative for Anchor Cou 
pling Co. John T. Nesser is the new 


Lexington, Ky 


sales manager of the LP-gas equip 
ment division at New Orleans 
. 

DD. M. Singleton and Frank H. Ray- 
mond head the central division office 
of Erie Meter Systems, Inc., as man 
assistant 


ager and manager, respec 


tively. With headquarters in Chicago, 
Illinois, Indiana, 
eastern Missouri, Wisconsin, Minne 
sota and the Dakotas. Raymond for 


merly was a salesman for a major oil 


the men will cover 


company 


G. Howard 
Yandell will man 
age the new liq 
uefied petroleum 

gas tank division 
established by 
Modern Welding 
Co., Owensboro, 
Ky. A past officer 
of the Kentucky 
L.P-CGras Assn., 
Yandell was 4a 
salesman for 
A. O. Smith for seven years. He has 


1% years of sales 


Yandell 


experience in Indi 
ana, Illinois and Kentucky, heavy mar 
keting territory for Modern Welding 
as 
Arthur D. Brookfield, 
chairman of Unitog Co ol 
City Mo died March 21 


heart attack while enroute home by 


board 
Kansa ; 


following 


train from Florida 

\ native of Michigan and former 
high school principal, Mr. Brookfield 
moved in 1910 to Kansas City, 
he was co-founder of 
Brookfield Knitting Co 
in World War I, he 
Manufacturing Co 


president and sales 


where 

Goodenow 
After serving 
joined Cowden 
where he was vice 
manager until 
1932 [hen it the age of 454, he 


founded Unitog, which now supplies 


uniforms to eight major oi! companies 


Survivors are his widow, three son 


one of whom now is president of 


Unitog, and two daughters 
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| FIELD SERVICE UNIT 


checks work sheet with dealer... 


and goes to work on repair job 


Equipment Repair House Calls Win Nod 


( N-THE-SPOT maintenance — of 

service station lubrication equip 
ment is catching on with Wisconsin 
oil marketers 

Since R. J. Baer, president of Ale 
mite Co. of Wisconsin, sent a service 
truck out on a 13-stop experimental 
run around Milwaukee in the fall of 
1953 

e The service territory has been 
expanded to include 27 counties, and 
entered 4 more counties this spring. 

@ Pure Oil Co. has signed a service 
contract for 37 of its stations. That 
number probably will be expanded in 
the 1955 contract 

e The truck has built up a clientele 
of about 250 service stations. 

Two more service contracts are in 
the process of negotiation with large 
scale Wisconsin marketers, 

Phe truck took the road April 1 
and will be out almost constantly until 
October 

Baer’s objective is to expand the 
service throughout the area in which 
he sells Alemite lubrication equipment 
through his jobbers as the exclusive 
distributor for the manufacturer. This 
aurea includes most of Wisconsin and 


146 


the Upper Peninsula of Michigan. He 
will try for contracts with oil jobbers 
and major oil companies wherever 
possible. 

Ihe Pure contract calls for Baer’s 
service truck to check the equipment 
at each of the contract stations twice 
a year and make any necessary re- 
pairs. For this service, he levies a flat 
rate of $14 per station. This covers a 
total of three hours work for each 
Repair parts and additional 
labor are extra 

Pure Oil pays the bill, though it 
doesn’t own the lube equipment in 


station 


many of the stations 

Other than the Pure contract, the 
service truck works on an appoint- 
ment basis with individual station 
dealers. Labor rate is $4 for the first 
hour and $3.75 for every hour after 
that, with an extra charge for parts. 
There is no charge for the trip. 

The bill for an average non-contract 
station call is $11.58 ($6.62 for labor 
and $4.96 for parts). All parts are sold 
through the Alemite jobber in the sta- 
tion’s area 

At those prices, Baer doesn’t make 
money. He doesn’t intend to. He is 


satisfied if the program breaks even. 
Baer is after three things—good will, 
lubrication equipment sales and new 
customers—and the plan is paying off 
in all three fields 


HOW IT STARTED 


Baer launched traveling service 
truck idea in the fall of 1953. At that 
time, his five-man service department 
was repairing lube pumps and othe 
pieces of equipment shipped to the 
Milwaukee office by customers. 

When he noticed that, in some 
cases, the customer had to pay as 
much in shipping charges as he did 
in repair costs, Baer decided to try 
taking service to the station. 

He outfitted a truck and arranged 
with the Alemite jobber in Sheboygan 
to book a short trip in that area as 
an experiment. George Krause, head 
of Baer’s service department, took the 
truck on the 13-call trip and on sev 
eral other similar trips arranged by 
other jobbers. The truck’s reception 
convinced Baer to go ahead with the 
project. 

In June of Jast year, Baer sent a 
survey sheet to service stations, ga- 
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rages and a few industrial plants. He 
asked how they felt about on-location 
repair for lube equipment and what 
they thought of regular preventive 
maintenance checks to keep thet 
equipment in service 

Almost all of the station dealers 
replying said they wanted on-location 
service and the great majority favored 
preventive maintenance checks 

Later that same month, a letter 
was sent out to Alemite jobbers in the 
Milwaukee area asking them to sound 
out their customers about the plan 

When bookings from Alemite job 
bers came in they were thrown into a 
pile with request cards received from 
dealers and the itinerary for Krause’ 
first large-scale trip was worked out 


SERVICE PROVIDED 


Krause or Harold Filter, who some- 
times takes the truck out, will repair 
lube pumps, hose and reels, control 
valves, adapters and couplers on all 
makes of lubrication equipment. They 
also will repair all models of under- 
body coating equipment and Stewart 
Warner and Alemite wheel balancers 

Ihe service men also have had re 
quests to fix air compressors, lifts, hy 


draulic jacks and other pieces of 
equipment. The service may be ex 
panded to those fields later, but no 
plans have been made so far 

In addition to the actual repair 
work, the service man will check all 
equipment that is in working ordet 
and point out anything that may cause 
trouble in the near future. He will 
explain to the dealer how to perform 
minor repairs to keep the equipment 
in service until the truck returns on its 
next trip 

Alemite of Wisconsin also does in 
stallation work on new equipment, 
and in many cases, the local Alemite 
jobber and the station dealer plan this 
to coincide with the service truck’s 
arrival. Since he pays only for the 
labor time involved, the dealer saves 
money on the installation and gets the 
job done by trained men 

Krause and Filter have been able 
to do 80% of the repair jobs on the 
station premises. When they run into 
one they can’t handle, usually a very 
old unit or a competitive lube pump, 
they take it back to the service shop 
in Milwaukee 

lo keep the dealer operating while 
repairs are being made, they leave a 


loaner pump” for the dealer to use 


YOUR REPEAT SALES 
AND SATISFIED 
CUSTOMERS... 


with 


lOW-30 


CHAMPLIN'S WQUIP mutti-craDE MOTOR OIL 


PROVIDES .. . 


+4) 


AIR W ION protection 


Here the toughest motor oil ever built to give your cus 


Complete Warehouse Stocks 
of HI-V-I oil available: Enid, 
Oklahoma City, Okla; Su- 
perior, Omaha, Grand Is- 
land, Lincoln, Nebr; Hutch- 
inson, Kans.; Mason City, 
Rock Rapids, Cedar Rapids, 
lowa; Fulton, Mo.; Amarillo, 


Texas; Denver, Colorado 
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temperature changes 

It flows instantly on frosty mornings, yet retains that longer lasting 

film of protection when outside temperatures rise to 100° or above 

Its powerful detergency action removes sludge, varnish and carbon from 


tomers guaranteed engine lubrication regardless of sudden 


dirty engines and helps keep them clean 
Piston rings and valves stay free of carbon and other by-products of incom 
plete combustion and oil oxidation 

Up your repeat sales and satisfied customers this summer 
is increased with this All-Season motor oil that cleans as it lubricates 


A Product of CHAMPLIN REFINING COMPANY 
ies GENERAL OFFICES: ENID, OKLAHOMA 


NEWS 


equipment —} 


until his unit is returned. There ts no 


charge for use of the “loaner.” 


TWO-WAY BENEFITS 


Baer says the reason the program 
has grown so fast is simple—every 
body benefits 

Alemite of Wisconsin gets good will 
and new customers. [he service sta 
tion gets a convenient and low-cost 
solution to a troublesome equipment 
problem 

To show how serious that problem 
is, Baer points to a major oil com 
pany survey that says 

e Lube equipment 
11% of service station equipment re 


accounts” for 


pairs 

e Proper maintenance could pre 
vent 80% of those lube equipment 
breakdowns 

Another oil company survey shows 
that the lubrication departments of 
2,200 stations were “down” an avet 
age of seven days each per year, Total 
days of down-time was 15,400, which 
meant that, in effect, 42 stations were 
out of the lube business for the year 

Baer says the program has proved 
an effective complement to the 18 
maintained by 


service depots now 


Alemite jobbers in his territory od 


gasoline mileage 
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$ Outdoor telephone booths at stations 
are bringing in revenue in two ways— 
from the use of the phone itself and 
from added gasoline and products sales. 
The booth is provided by Bell System 
companies when they feel a station is in 
a good location, The booth is made of 
aluminum and glass 


A “home-made’ 
ganized by Roy Stonecipher, a Sin 
clair dealer in La Crosse, Wis., drew 
75 entries. A cash prize of $5 went to 


prize contest of 


the contestant who submitted the long 
est ear of corn. It measured 13% -in 
Naturally all of the ears were put on 
display in the station window 


" 


" 


Good example of a sales pitch to 
sell premium motor oil, is that used by 
a Standard of Indiana dealer, H. | 
Murphy, of Shenandoah, lowa. He 
always mentions that 1OW-30 Super 
Permalube costs no more than 50¢ pet 
drain above the cost of many other 
Presented in that light it 
helps the customer see how little he 
needs to spend to get the better quality 
product 


motor oils 


$ 


4 


A dealer in Warrenton, Va., 
an employee each evening to a nearby 


sends 


motel to clean windshields on cars in 
the parking lot. The man leaves a card 
under the wiper blade calling attention 
to the courtesy service, and to the free 
ice water and road information avail 
able at the station. The dealer finds it’s 
pulling extra business for his station 


$ 


v7 


A new way of “saving pennies” is 
being tried by Standard Oil of British 
Columbia. By dropping the cents in 
many calculations it is eliminating a 
long-standing nuisance in much of its 
internal accounting. The method is 


148 


applied to the valuation of fixed assets, 

erves, profit and loss, and in the 
preparation of reports to parent com- 
iccounts are now fig- 
A Van- 
couver spokesman estimates that about 
two-thirds of the internal accounting 
The com- 
pany expects to lose only about $250 


panies. Thes 
ured to the nearest dollar 


work has been eliminated 


under the new system, a fraction of 
the time value saved 


oS 
&, 

Because Outboard owners need a 
mount for their engines while they are 
doing overhaul work, a Mobil dealer 
them out with empty lube 

Floyd Stubbs of Montrose, 


Calif., found that a drum filled with 
enough water to counterbalance the 


helps 


drums 


engine’s weight is a perfect outboard 
motor stand. In a community where 
there are lots of outboard owners, he 
now has a waiting list for the next 
empty barrel 


D 


A parcel depot for housewives is a 
goodwill inaugurated in a 


Station in 


service 
British-American service 
loronto. For customers of his subur 
ban station, dealer Crate Haggart has 
had some signs printed for a house- 
wife to put in her window if she will 
not be home when she expects a parcel 
delivery Ihe sign reads: “Mr. De 
livery Man: Please leave delivery at 
Hagegart’s Service Centre, North Serv 
ice Rd 


them sign for it 


Applewood Acres, and have 
Thank You.” The 
card also bears the B-A_ trademark 
Haggart has found that parcel accu 
mulations never have become burden- 
some because only a few women use 
the service at any one time 


> 


It’s a good idea to collect a few vent 
plugs from old batteries before junk- 
ing them, Canadian Oil Companies, 
Ltd., tells its dealers. Occasionally a 
customer is likely to lose a vent plug 
from his battery, and will appreciate 
a prompt, cheap replacement 


$ 


\ simple way to speed up inventory 
checking of storage batteries earned a 
$50 award for Herman H. Stenner, 
district marketing clerk at Hartford, 
for Socony Mobil Oil Co., Inc 
(formerly Socony-Vacuum Oil Co.) 


Conn., 


He suggested that batteries be assem- 
bled in the factory with the lead cell 


connector in which is cast the battery 
type designation always facing front. 
In the past this connector faced front 
on some batteries but faced the rear 
on others. The front, or name plate 
side, is usually faced outward wher- 
ever batteries are stored either in the 
warehouse or the service station. In 
taking inventory it’s a big tme saver 
if the type designation can be read at 
a glance without moving the battery. 


g 


A power tool for crimping drum 
covers has been devised by a mainte- 
nance man, Harold Knittel, in the 
Buffalo, N. Y., plant of Socony Mobil 
Oil Co., Inc. (formerly Socony-Vac- 
uum Oil Co.). Knittel turned in a 
prize winning idea for using a tank 
truck cylinder in combination with 
20-lug closing tool for 120-lb. drums, 
operated from an air line, by spring 
return valves. A second valve has been 
series-added as a safety measure. This 
insures both of the operator’s hands 
being on the valve handles, clear of 
the crimping head, when air is applied 


$ This “robot” played a big, but some- 
what mechanical role at the grand open- 
ing of Pete Rinaldi’s Shell station in St. 
Clair Shores, Mich. A picture of it ran 
in the opening day ad in the local paper 
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A NATIONAL SYSTEM saves enough 
time and money to pay for itself 
every year at this neat, modern 
service station. 


MR. JOHN SHIMLEY, shown here 
with his National, is very pleased with 
the better control it provides over 
charge sales at his service station. 


“Our Calional System 
saves us*/00 annually... 


pays for itself every year!” 


—Shimley’s Richfield Service Station, Duryea, Pa. 


“Our National System is well worth 
the money invested,” explains Mr. 
Shimley. “The safeguarding of each 
charge transaction, plus the value of 
having individual records for each 
department, has more than paid for 
the register in one year. 

“As our National System compels 
all charges to be recorded on the 
register, we no longer lose money 
through forgotten charges. Classified 
sales records, department by depart- 
ment, now enable us to know quickly 
and accurately which department is 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


IN 94 COUNTRIES 


977 OFFICES 
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making a profit for us and which is not 
We save 6 hours a week we used to 
spend trying to get accurate records. 

“These benefits alone, apart from 
the other advantages of our National 
System, save us $700 annually which 
means our National System pays for 
itself every year! I heartily recom- 
mend it to everyone in the service 
station business.” 


There is nothing unusual in Mr. Shimley’s 
story. Thousands of service stations across 
the country are getting the same National 


benefits—protection that saves money, 
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information that makea money. If you are 
dissatisfied with your present method, we 
uggest you call your nearby National 
representative, a trained systems analyst 
He'll gladly show you what a modern 
National System can do for your service 
station. His number is in the yellow pages 
of your phone book 


*VRAGE MARK AEG. U.6, PAT OFF, 





—fj markets 


Strong Resid 


N INCREASINGLY tight posi 

tion on residual fuels highlighted 
oil markets in April. With consump 
tion of distillate fuels tapering off, and 
the big gasoline season not yet under 
way, the spring changeover was ex 
pected to bring an over-all decline in 
refined products demand of as much 
a8 1,000,000 b/d 

Consequently there was an exten 
sive move among refiners to reduce 
crude runs (see p. 12) 

But heavy fuel appeared to be “im 
mune” to seasonal influences. Prices 
were higher in the Mid-Continent, at 
Great Lakes terminal points, and Cen 
tral Michigan. There was ready for 
eign demand for any residual offerings 
at the Gulf. And in the Midwest, there 
was a 
supplies 


scramble among buyers for 

Frade reports point to these factors 
aS contributing to the strong residual 
market: 

¢ The road oil market, especially 
in the Midwest, is off to a flying start, 
and some observers estimated this de 
mand will take 5% to 8% more heavy 
ends than last year. 

@ Steel company purchasing agents, 
except for relatively nominal pur 
chases in the first quarter, held off 
buying No. 6 fuel until after April 1, 
anticipating a “seasonal decline” in 
prices, At mid-April they were in the 
market for big quantities, particularly 
those who had let inventories drop 
below company-set safety margins 

@ Many Mid-Continent and Rocky 
Mountain refineries were down for 
“cleanout.” As a result, normally large 
producers of heavy fuels were in the 
market for material to meet contract 
commitments—and finding no sellers 

© New coking plants were making 
a big dent in residual supplies 

© Added to the heavy domestic de 
mand, European buyers also were in 
the U. S. Gulf market for residual 
This meant only one thing—the buyers 
couldn't find sufficient supply in the 
Caribbean area 

Distillate fuel prices generally were 
steady despite the seasonal slackening 
in demand, The cargo price for No. 2 
fuel was down 0.25¢ at the Gulf 
Prices were unchanged in all other 
primary supply districts 

Gasoline, on the other hand, did 
not fare so well. Industrywide inven 
tories were described as “excessive” 
by several refiners in announcing re 
ductions in crude runs 


Detroit Street Railways awarded 
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ual Demand Tops Market 


have been a shipside transfer of mate- 
rial, saving 6¢-7¢ on terminal through 


a one-year contract to Ashland Oil & 
Refining Co. for 22,000,000 gal. of 
motor fuel at 11.464 
Price in the 


regular-grade 
gal. beginning May | 
DSR contract is 12.47¢ 

At Chicago, Bulk Petroleum Co. 
was awarded a contract by the city’s 
Park District for 440,000 gal. of regu- 
lar motor fuel at a firm-delivered price 
of 12.03¢. Last year, Avalon Petro- 
leum Co. was successful bidder for the 
Park District’s business at a price of 
13¢ with escalation based on local 
tank wagon 


DISTRICTS 


Gulf Coast 


A drop of 0.25¢ in No. 2 fuel and 
gas oil cargo prices was the only price 
development at the Gulf. Trading ac- 
tivily 
and contract signings for next year’s 
No. 2 fuel supplies 

No. 2 fuel quotations fell to 8.75¢ 
gal., and gas oil prices went to 8.75¢ 
for 43-47 d.i., 8.875¢ for 48-52 d.l., 
and 9¢ for 53-57 d.i 

On No. 2 fuel, refiners and northern 


centered around negotiations 


cargo buyers were negotiating around 
three broad pricing arrangements for 
the coming year 

Prices to escalate with low re- 
ported Gulf cargo quotations, FOB 
Gulf 

Prices on contract CIF basis, de 
livered East Coast 

Prices FOB the Gulf to escalate 
on a pre-determined differential off 
prevailing CIF East Coast contract 
prices 

Spot offerings of heavy fuel were 

virtually nonexistent at the Gulf, ex 
cept to regular-customer buyers, as 
continued export demands and a high 
rate of production 
worked together to keep bunker “¢ 
in tight supply 


domestic — steel 


Atlantic Coast 


Spot distillate trading ground to a 
virtual standstill, and 
much more activity in residuals at 
eastern terminals 


there wasn't 
Traders said resell 
ers were not interested in lifting any 
but “absolutely necessary” supplies of 
No. 2, preferring to wait for possible 
announcement of “summer-fill plans.” 

On residuals, spot offerings at “S¢ 
off” reportedly “dried up completely.” 
One reported sale of 20,000 bbl. of 
bunker “C” at $2.30 bbl. (Sé under 
current barge postings) turned out to 


NATIONAI 


put 


Mid-Continent 


Residual fuels, by far the strongest 
products in the Mid-Continent, rose 
5¢ bbl. to $1.55 as demand continued 
strong. Two sales of low-sulfur mate- 
rial were reported at “l0¢ 
Group 3 “lows,” and several resellers 


over” 


were in the Kansas market 

On gasoline, the trend was toward 
higher octanes. Several refiners with- 
drew quotations for 92-oct. premium 
and 84 regular, and started quoting 
94 and 86-oct. respectively. Pricewise, 


motor fuels were easy 


Midwest Wholesale 


Heavy fuels continued strong (see 
above). But the principal market de- 
velopment last month was the trend 
toward higher octane gasolines 

Some suppliers came out with &6 
oct. regular grade and 94-oct. premi 
um. Great Lakes Pipe Line Co. an- 
nounced that line will begin shipping 
89-oct. regular and 95-oct. premium 
to its Chicago (Franklin Park) termi- 
nal on May 1. New higher octane 
products will replace present grades 
at that point only, and company will 
continue to transport &6-oct. regular 
and 94-oct. premium to its other ter- 
minals. 

Low reported quotations for gaso- 
unchanged, but 
crude runs and downturn in gasoline 
stocks at mid-April appeared to be 
firming prices. 


line were reduced 


Central Michigan 


Several refiners increased residual 
fuel prices and supplies were tight 
No. 5 oil was up 0.75¢ gal., ranging 
from 8.7¢ to 9¢, and No. 6 was up 
0.25¢ to 7.95¢. 

The call for residuals was particu- 
larly active from the metropolitan De- 
troit area, where one large refiner with- 
draws from the residual market on 
May | because of coking operations 


Western Penna. 


Large export inquiry for 
pounded cylinder oils (reportedly 800 
tons), was in the market. But aside 
from this, open market trading in lu- 
bricating oils was quiet and shipments 
were only moderately heavy against 
Prices were unchanged. 


com- 


contracts 
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MARKET BAROMETER 


PRODUCTS VS. CRUDE GULF COAST PRODUCTS VS. CRUDE MID-CONTINENT 


REGULAR-GRADE 
ee 
+ KEROSINE } 


30 GRAV LOW COLD 
TEST COASTAL CRUDE 


CENTS PER GALLON 
CENTS PER GALLON 


1955 


U.S., CALIFORNIA EXCLUDED PRODUCTS VS. CRUDE U.S., CALIFORNIA INCLUDED 
++ + +4 +4 


+--+ -4--+ 4+ 4 + ; ; ; +—4 ; 


FOUR PRODUCTS 7 Sa ml met htt FOUR PRODUCTS 


CRUDE 


DOLLARS PER BARREL 
DOLLARS PER BARREL 


; 
} daemd + Spammer =o SPREAD PRODUCTS O 
PRODUCTS 


etl 


J FMAMI JAS OND 


6 
1955 
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MOTOR GASOLINE 
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MOTOR GASOLINE 
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Ss, Or Cat indicates price change 


NATIONAL PETROLEUM NEWS * May, 1955 





—fe] prices REFINERY AND TERMINAL 


BaltImore, Md 
Keroaine/No. | 
do barges... 
No. 2 fuel. 
do barges 
Diese! oil, shore 
plants 
No. 4 fuel 
do barges 
No. 5 fuel 
do barges 
No. 6 fuel, no sulf 
guar. 
‘o barges 
Light Diesel 
bunkers 
Heavy Diesel, 
bunkers . 
Bunker C, bunkers 


Baton Rouge, La. 

Kerosine/No 1}. 

No. 2 fuel 

Diesel oil, shore 
plants 

No. 5 fuel 

No, 6 fuel no eulf 
guar 
do barges 

Light Diesel, 
bunkers 

Heavy Diesel 
bunkers 

Bunker C, bunkers 


Boston, Mass 
Kerosine/No. | 
2 fuel 
oil, shore 
plants 
No. 6 fuel 
No. 6 fuel, no eulf 
quer 
do barges 
light Diesel 
bunkers 
Bunker C, bunkers 
*Subject to 0.28 
Buffalo, N. Y. 
Kerosine 
Deine! oi! 
No, 2? fuel... 
No. 6 fuel, 


Charleston, 8. C 

Kerosine/No | 

No. 2 fuel 

Diesel oil, shore 
plants 

No. 6 fuel, no aulf 
guer 
do barges 

Light Diesel 
bunkers 

Bunker C, bunkers 


Chicago, i 
Range oil/Ne 


No. 5 fuel, low 
sulfur 

No. 5 fuel. high 
uw 


No. & fuel. low 
No. 6 fuel, high 
sulfur 


Cleveland, Oble 
No. 5 fuel 
No. 6 fuel 


DISTILLATES & FUELS 
Apr. 8 Aor. 1 


10. 95(9) 10. 95(9) 
10 _7(6) 10.7(6) 
10 2(11 10.2(11) 
9 05(4) 9.95(4) 


10 6(5 10 4(5 
$3 44/2 $3.44(2 
$3 38 $3.38 
$3 OF $3.06 
$3.00 $3.00 


$2 38(6 
$ 


2.35 5) 
$4 30/4) 


$4 05(2) 
$2. 35(4) 


$4,343 
$2 36(5) 
é**y bas 


a 


$42 


$2.27(3) 


0 Sa 


8 85a 


a—delivered Cleveland 


Corpus Christi, Tex 


No 6 fuel. no sulf 
guer 
do br rges 
Bunker C, bunker 


Detroit, Mich 
Kerosine 
Diese! oi! 
No. 1 fuel 
No. 2 fuel 
No. 5 fuel 
No. 6 fuel 


Houstun, Tex 

Kerosine/No. | 
do basges 

No. 3 fuel 
do barges 

Diesel oil, shore 
plants 

No. 6 fuel, no eulf 
quar 
do barges 

Light Diesel, 
bunkers 

Heavy Diesel, 
bunkers 

Bunker C, bunkers 


May, 1955 


(3)$2 O8-2.10 


$2 O5(¢ 
5)$3.96-4. 06 (5)$3.95-4 05 
$3.7014 


2.0501 


¢ NATIONAL PETROLEUM 


DISTULLATES & FUELS 


Apr. 1 
Jacksonville, Fla 
herosine/No. | 1) all 
No. 2 fuel 0 68 
Diesel oil, shore 
plants 
6 fuel, no eulf 
guar 
lo barges 
light Dierel 
bunkers 
I her C, bunkers 
Miami, Fia 


Kerosine/No 1 


Diesel ol, shore 
lante 

No. 6 fuel, no sulf 
guar 

do barges 

Light Diesel 
bunkers 

Bunker C, bunkers 


Mopls-St. Paul, Minn 


Mobile, Ala 
Kerosine/No. | 
No. 2 fuel 
No. 6 fuel, a0 sul 

guar 

do berges 
Light Diesel 

f snkers 
Hunker C, bunkers 


New Haven, Conn 
Kerosine/No. | 
No, 2 fuel 
Diese! ofl, shore 
plants 
No. 4 fuel 
No. 6 fuel, no sulf 
quer 
do barges 
bunker C, bunkers 


New Orleans, La 
Kerosine/No. | 
do barges 
lo 2 fuel 
do barges 
Diese! ol, shore 
plants 
No. 5 fuel 
No. 6 fuel, no sulf 
quer 
do barges 
Light Diesel 
bunkers 


h 


Hunker C, bunkers 
New York Harbor 
Kerosine/No. 1 
do barges 

Yo. 2 fuel 

do barges 


evel oil, shore 


do barges 
No. 6 fuel, no sulf 
guar 
do barges 
No. 6 fuel, mas 
1%, eulf 
do bergea 
Light Dienel 
bunkers 
Heavy Diesel 
bunkers 4 O44 
Bunker C, bunkers 2 36011 2 45 $2 36111 
Norfolk, Va. 
Kerosine/No. } ] 0 9 10 96 
No. 2 fuel 10 2 0 216 
Diesel oil, shore 
plants f ) 66 
No. 6 fuel ( $3 06 
No. 6 fuel, no sulf 
guar 
do barges 
Light Diesel 
bunkers 
Heavy Diesel 
bunkers 
Junker C, bunkers 
Pensacola, Fla. 
Kerosine/No. } 
No. 2 fuel 
Diese! oil, shore 
plants 





REFINERY AND TERMINAL 


DISTILLATES & FUELS 


Apr. 8 Aor. 1 Mar. 26 
Philadelphia, Pa 
Kerosine/No. | 
do barges 
No, 2 fuel 
do barges 
Cae house gas oil 
Diesel ei, shore 
plants 10 6(6) 
Neo. 4 fuel b3 $3 41 
No. 6 fuel 5 $4 0616 
No. 6 fuel, no aull 
guar 
do barges 


10.95/10) 
10.7(7 10.7(7) 
10. 2(10) 10.2010) 
9 95/6 % 96(6) 


10. 96(10) 10 95(10) 
10.7(7 
10. 2(10) 
9 95(¢ 


No. 6 fuel, max 
1%, wulf 
do barges 
Light Diesel 
bunkers 4 
Heavy Diesel, 
bunkers $4 0514 
BunkerC, bunkers $2 32(8 


40(4) 


Pt. Everglades, Fla 
Kerosine/No 1 
No. 2 fuel 
Diesel oil 
plants 
No. 6 fuel, no sulf 
guar 
de barges 
Light Diesel 
bunkers 4 
BunkerC, bunkers $2 20(3) 


Portland, Me 
Kerosine/No | 1 160 
No 2 fuel 10 44 
Diesel oil 
plante 
No 6 fuel, no wulf 
quer 
do barges 
Bunker C, bunkers 


1) KS 1) 8(5) 
10 6(4) 
shore 
10. 6(4) 
$2 23/2) $2 2 
$2. 2018 $2 2003 
45214 $4 45214 
$2 2013 $2 2018 


shore 
10 #4 


Providence, R. 1 
Kerosine/No, 1 1) Ob 11 0619 
No. 2 fuel . 10 30 { 10 39 
Diener oil, shore 
plants 
No. b fuel 
No. 6 fuel, no eulf 
guar 
do larger 
No. 6 fuel 
1% wulf 
do barges 
Light Diesel 
bunkers 
Bunker C, bunkers 


10 7(4) 


mas 


Savannah, Ga 
Kerowine/No, | 
No. 2 fuel 
Diesel oil 

Hants 
No Btuel 
No. 6 fuel, no sulf 

guar 2.d00 

do barges $2.27(6 

Light Diesel, 

bunkers 
Bunker C, bunkers 


10 607 
shore 

10 616 

2.87 


) 


$4 4652/6 
$2 2716 
Tampa, Fla 
Kerosine/No. | i 
No. 2 fuel 
Diesel oil 

plante 
No. 6 fuel, no sulf 

guar $2 2014 

do barges $2 1814 

Light Diesel 

bunkers 
Bunker C, bunkers 


7(8) 11. 7(8 11.718 
10.516 10.616 10. 6(¢ 
shore 


10.616 10 516 10. 516 


4.4115 
62.1815 


Hopewell, Va 
Wilmington, N ( 
Charleston, 5. ( 
Savannah, Ga 

Port Everglades, Fla 
Tampa, Fla 


AVAILABLE 





Mar. 18 


10. 95(10 
10.707 
10 2 


1) 059 


10 


1) 8(7 
10 6(7 


10 615 
$2.57 


$2 3016 
$2 2716 


$4. 452(6) 
$2.27(6 
11.718 
10 5(6) 


10. 5(6 


SOUTHERN TERMINALS 

Panama City, Fla 
Birmingham, Ala 
Montgomery, Ala 
Columbus, Ga 

Greenville, Miss 
Knoxville, Tenn 


DISTILLATES & FUELS 


Apr. 8 
Toledo, Ohio 
Kerorine 11.9 
Diese} oil 11.9 
No. | fuel 11 65-12.06 
No. 2 fuel 10 66-11 .05 
6 fuel R 2 
6 fuel 


Wilmington, N.C 


Kerowine/No. | 

No. 2 fue 

Diesel oil, shore 
plants 

Light Diesel 
bunkers 


Okla. (Okla. shpt.) 

42 44 w.w. kero 9 625-10 

Kange oil 9 625-975 

64 & abv. di 
Diesel 

No. ! fuel 

No. 2 fuel 

No. 6 fuel 


(4)9 25-9 875 
(2)9 375-9 76 

& 75-9 375 
2)$1 50-1.65 


Okla. Group 3 (Northern ehpt.) 

42 44 w.w. kero 95-9 875 

Itange oil 9 5-9 625 

58 & abv. di 
Diesel 

No. | fuel 

No 2 fuel 


No. 6 fuel 


(2 


0-9 625(2 

9 25-0 625 
(6)8 75-9 
(3)$1 60-165 


N. Tox. (Tex. & New Mex. shot.) 


42 44 ww. kero 9.2-10 
68 & abv. di 
Diesel 


No. 6 fuel 


(2)9 9.76 
x(2)$1. 60 


W. Tex. (Tex. & New Mex. shot.) 
42. 44 w.w. kero 10-10.75 
No. 1 fuel 9 75-10.25 
No. 2 fuel 9 25-9 .5 


No. 6 fuel $1 65-1 90 


E. Tex. (Truck transport lots) 

42 44.w.w. hero. (2)0.6-9.76(2) 

68 & abv. di 
Diesel 

No. 6 fuel 


6.75-9.75 
$1.60-2.00 


Cent. W. Tex. (Truck transport lots) 


42 44 ww. kero 05 
68 & abv. di 

Dieee! , 9 25 
No. 2 fuel 85 
No. 6 fuel $2 52 
No. 6 fuel $1 65 


Kane. (For Kans. destinations onty) 

42 44 w.w. kero 3)0.875-10.125 

62 & bel. d.i. Diese! 9 625 

68 & abv, di 
Diesel 

No. | fuel 

No. 2 fuel 

No. 5 fuel 

No. 6 fuel 


9 625-9 75(2 
(4)0.625-0 875 
(2)8 875-9. 25 

$2 00-2 30 
$1. 60-1. 80(2 


Highest Quality 
Petroleum Products 


e Gasoline 

e Kerosene 

e Diesel Fuel 
e Heating Oils 


(3)$1.50-1 65 


Apr. 1 Mar. 7 
13.9 1} 

1) 9 

11 65-12 { 

10 65-1106 


x7 6-7 


0 625-10 


9 625-975 


a4 


(3)$1.50 


9 5-9 875(2 


9 5-9 625 


(4)$1 50-1 65 


9.2 10 


2)9-9.75 
$1 50-1. 60 


10-10. 75 15 ( 

0 75-10 25 176-1 ) 9.75 
9 25-9 6 0 25 956 9 25 
$i 66-1. 90 65-1 90 $! 65 


(2)9. 6-9 7512 (2)9.5 9 


6.75 


10 26 
0.5 


100 


9.75 


$1. 60-2 00 


9.6 


9 25 
85 
$2 62 
$1 65 


(3)9.875-10.12E 9 875-10 125 (3)9 875 
9 


125 { § 9 625 
9.626-9.76(2 
(4)9.625-9.875 


(2)8. 875-9 25 


9.625 
4)9.625 
2)8 876 


$2 00-2 40 2 $2.00-2 


$1 60-1 80(2 $1 60 


—— 


ATLANTA, GA. 
1401 Peachtree Street 
PITTSBURGH, PA. 
Benedum-Trees Bidg. 
TEXAS CITY, TEXAS 
Refinery 


10.125 


u 75 2 
Fr 
U.RID 
2 30 
3 


1 80(2 
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fe] prices REFINERY AND TERMINAL 


DISTILLATES & FUELS DISTILLATES & FUELS 

Apr. 8 Apr. 1 Mar. 26 Apr. 8 Mar. 25 
Ark. (For shpt. to Ark. & La.) Dresel fuel 
42-44 w.w. kere 10 10 10 PS 200 12.2 
Tractor fuel 10 10 10 Light fuel 
52 & bel. d.i. Diesel 9.5 9.5 fs 300 $2.35 
ai Heavy fuel 

9.875 9 875 § PS 400 $2 05 

9.125 9.125 2 Tank Truck (400 gals. or more) 

$2.25 $2.25 24 40-43 w.w. kero 17.6 

$2.05 $2 05 { Stove dist 

$1.90 $1.90 ‘ PS 100 

Diesel fuel 


Western Penna PS 200 


Bradtord-Warren: 
Kerosine (3)11- fr 3)11 5-11 85 3)11 5-11 85 $11 6 11 85 Pacific Coast 
55 cetane Diesel 11(2) 11(2 11(2 

No. 2 fuel f (3)10.75-11.1 3)10.75-11.1 3)10 75-11 1 
36-40 gravity fuel 10 26-10 6 10 25-10 & 10 25-10 & San Pedro, Calif. 


Ships’ bunkers, or deep tauk lots 


Oli City: Diesel— PS 200 4 $4 Wis $4 5 4 6 
Kerosine 11.6-11.85 511.85 115-11 85 11 5-11 85 HuokerC—PS400 $1 $1 8015 $1 80(5) $1 80(5) 


die { 
Nor fuel aan 10 6 11.26 §- 11.26 10 5-11 25 0 5 It. 2 od A $4 44144 $4414 $4 4114) 
: ( ( 


No 2 fuel 10. 25-11 f 10 25-11 10. 25-11 = - 
36-40 gravity fuel 10.25 28 10.26 BuokerC— P8400 $1 $1 8514) $1 85u4 $1 8514) 
Seattle, Wash 


Pittsburgh: Diesel— PS 200 4 4 6244 $4 624) $4 62(4) 
Kerosine (4)11.75 12.26 3 7é 15 é 75-12.2 ‘ 75-12. 28 BunkerC—PB400 $2 $2 1014 $2 1044 $2. 10(4) 
11-114 1 
11 6-121 
(3) 11-11 35 
36-40 gravity fuel 10. 7-11.25 


Portiand, Ore 
Diesel— I’ 200 $4 62 HM A244 6214 $4 62( 
Bunker ¢ 18400 $2 10 $2 104 $2 Wid) $2.10 


Central Michigan 
oO oe. Su0.. _ 1-19.6 ok x's +t Ra. NATURAL GASOLINE 
Range oil 2)13-13 , 2 1 2 
P. W distillate 
No. 2 fuel 2)11 75-12 12.3 1.7 2.3 , 15 126 Prices are to blenders on freight basw shown, shipments may originate in any Mid-Coa 
U.G 1. gas oil 0 9 2! 9 25-1 9 25-1 Linent manulacturing district 
No 6 fuel 7-9 05 8 75 6 { 
No. 6 fuel 7 ) 5 7 45 § 5 7 45 Apr. 8 Aor. 1 Mar. 25 Mar. 18 
FOB Group 3 
Ohio Quotations of 8 
Gira te 26 70 1 
Kerosine : Oo MA 
No. } fuel 12 3 23 ‘ FOB Breckenridge, Tex 
No. 2 fuel 1! d | 
(seade 26 70 
California - Los Angeles District ( 
Rack 
Stove dist 
PS 100 9 5-10(2) 
Diesel fuel 
PS 200 9-9 25 )9-9 25 +9 25 
Light fuel Producers’ cor 
PS 300 2 0 2 $2.00-2 10 $2.00-2.10 2)$2 00 2.05 
Heavy fuel 
PS 400 § $1 556.1 85 1 8 t (2)$1 B5-1 85 Propane 
Tank Car New York Harbor 
40 43 w.w. kero 13. 6 13 6 13 Vhiladelphia, I'a 
Stove dist loledo, Ohio 
PS 100 5-1 9.5 2 9 5-1 95 Houston, Tex, 
Diese! fuel 
PS 200 7 (3)9-11.7 11.7 9-117 Obishome 
soup 3 
Light fuel 
PS 300 $2 00-2 30 2 00-2.30 
Heavy fuel- 
PS 400 2)$1.55-2 00 2)$1. 55-2 00 j 55-2 2)$1.55 2.00 
Tank Truck (400 gals. or more 
40-43 w.w. kero ores 


Stove dist > «4 mT : LUBRICATING OILS 


PS 100 


aton Kouge, La 
Shreveport, La 
New Orleans la 


I fue 
ey ” Apr. 8 Apr. 1 
siees : Western Penna 

San Francisco District Viscous Neutrale No 3 col. Vie at 70° F 
Tank Car 200 vis. (180 at 100°) 420-425 fi 
40-43 w.w. kero ] 10 pt f 
Stove dist 15 p.t 

PS 100 y 3.7 ; 13.7 25 p.t 





Para 


f orrrer 
ho : Petroleur > 
PATENT CHEMICALS H 
nCcCOoORerorv arto 
St. N.Y.C. EV 8-4100 Paterson 4, New Jersey j 


PETROLEUM CORPORATION 


INDEPENDENT 
MARKETERS 


2] on a 














Marketer of Petroleum Products 


NEW ENGLAND PETROLEUM CORPORATION iis 


New York Boston NEW YORK 20.N 


Maine te South Carolina 
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Western Penna Apr 


LUBRICATING OILS 


& Aor. 1 Mar, 18 


160 vie. (143 at 100") 400-406 fi 


10 pA. 
16 pt. 
26 pr 


Bright Stock 


17.6 
166 
(4)16-16 


146-166 vie. at 210°. No. 8 col 


10 pt 19.6 
16 pt 14 6 
25 pt 17(6) 
Cylinder Stocks 
000 ar. filterable 
6H0 er 

600 flash 

630 flasl 


Mid-Continent 


(2)10 & 


(2)11 6 


FOR Tulea basic, for domestic shipment only, bright stock, 


at 100° 0-10 pp 


Bright Stock — Conventional 
200 vie. D, 

10-25 p.p 20 
160-160 vis. D 
0-10 p.p 
10-26 p.p 
120 vie fi, 

0-10 p.p 17 


Bright Stock Solvent 
160-160 vie., 
0-10 p.p., 96 v.i. (5)2 


Neutral Olle Conventional 


76 


276 


% 26 

36 

3 76 
300 vis. No, 3 col 
Neutral Olle Solvent 
170-180 vis 
200 210 vis 
200 vie 


Cylinder Stocks 
600 a4., 
olive green 


86 


(2)15.75 
(2) 16.25 


1656 


Gulf Coast 
for export. 


Bright Stock vis. at 210° 
150-160 via.; 


0-10 p.t., 06 vi. (4)19 20 


Noutral Olle—Vis. at 100°; 96 v.1.; 


100 vie. 1465-1 
200 vie. 15-16 
300 vie. 4)16 
600 vie if 





(2)18-13.6 j 
14 513 ) i4 45 eal 


(2)15 5-16 6(4) 


Bolvent Refined Oile from 





South Texas 


Apr. 6 


LUBRICATING OjLs 


Aor. 1 Mar. 25 


Via. at 100° F FOB 8B. Tex. refineries for domestic and/or export shipment. 


Pale Oils: 
100 vis. No. 14% 
24% col. 
200 via. No, 

20 
300 vis, No, 2-3 
col 
500 vis. 
3% col 
| 760 vis. No 
12 f 1.5 5-12 col 
f 1 1200 vie 


2-3 


No. 24% 


34 
No. 3-4 
2000 vis No. 4 col 


vie. at 210° neutrale v 


Red Oils: 

100 vis. No 
col 

200 vis. No 
col 

300 via. No 


5-6 
56 
66 
56 
750 vis. No 


col 


1200 vis. No 


co 
2000 vis 
col 


No 
Pale Olle 


Guilt Coast, 
Cargoes 
Grade 115/145 
Grade 110/130. . 
Grade 91/96 


I Baltimore, Md 
(2)15 6-16.6(4) (2)15,6-16.5(4) (2)15.6-16.6(4 Grade 100/130 
4) (2)15.76-16.75(4) (2)18.75-16.76(4) (2)16.75-16.76(4 Grade 91/96 
3) (2)16,26-17.25(3) (2)16.26-17.25(3) (2)16.25-17.25(3) Grade 80 


16.76 
17.25( 


Boston, Mass. 
Grade 100/130 
Grade 01/96 
Grade 80 


16 6 15.6 15 5 


Mid-Contineot grade crude; FOB ship at Gulf 
Charleston, 8. C. 
Grade 100/130 

(4)19 Grade 91/96 

spe Grade 80 

0-10 p.t.: 

6 14. 5-1 


75 15-16.75 


Houston, Tex. 


Grade 100/130 
Grade 91/96 
Grade 80 


YOU'LL FIND PRICES in 


for long range planning in the 


perspective 


Statistical & Reference 
YEARBOOK of 
Oil and TBA Marketing 


National 
Petroleum 
News 


mailing to all NPN subscribers May 19th 


IF YOU ARE NOT AN NPN SUBSCRIBER, 
write now to NPN’s Reader Service Dept., 
330 W. 42 St., N.Y.C. 36 for your own 
personal copy of this ready reference 
book for oil marketers. Price per copy: $1. 





12. 26(6) 
13. 76(6) 
14 25(6) 
14. 76/6) 
16(6) 


15 6(6) 
16(6) 


12. 25(5) 
13. 76(6) 
14. 25(6) 
14.75(6) 
15(6) 

15 5(6) 
16(6) 


12 25(6) 12. 25(6) 12. 25(6) 


13 75(6) 13. 75(6) 13. 75(5) 


14. 26(6) 14 25(6) 14. 25(6) 


14. 75(6) 14 75(6 14. 75(6) 


15(6) 16(6) 15(6) 
15 6(6) 
16(6) 


16. 5(6) 
16(6) 


15 6(6) 
16(6) 


12. 25(5) 12. 25(5) 25(8) 


13.756) 13. 75(6) 75(6) 


14. 25(6) 14. 25(6) 25(6) 
75(6) 
15(6) 


15. 5(6) 


14. 76(6) 14.756) 


15(6) 15(6) 


15 5(6) 15 5(6) 


16(6) 16(6) 16(6) 


AVIATION GASOLINE 





NATIONAL 


(MIL-F-5572) 


Apr. 1 Mar, 25 








This Is Your 
Market Place! 


Write today for Advertising 
Space Rates. 


NATIONAL PETROLEUM NEWS 


330 West 42nd St., 
New York 36, N. Y. 





Solvents 


» URNPORAA HIGH QUALITY 
) DEPENDABLE SUPPLY 
DEEP ROCK OIL CORPORATION 


P.O. BOX 1051 PHONE 2-435! 
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AVIATION GASOLINE 
(MIL-F-5572) 


Apr. 8 Aor.! Mar. 25 
New Orleans, La. 
Grade 100/130 17.25 7 25 16 75 
Grade 91/96 5.75 15.75 15 25 
Grade 80 15.5 f 15 
New York, N.Y 


Grade 100/130 
Grade 91/96 
Grade 80 


Norfolk, Va 


Grade 100/130 
Grade 91/96 
Grade 80 


Toledo, Ohio 


Grade 100/130 
Grade 91/96 
Grade 80 


JET FUEL 


(Mil 5624) 
Guilt Coast, 
Cargoes Apr. 1 


Grade JP-4 


NAPHTHAS & SOLVENTS 


Apr. 8 Apr. 1 Mar. 25 


Baltimore, Md. 
Mineral spirits 16 5(4) 5( 16 514 


Boston, Mass. 


V.M.&P 
naphtha 
Mineral spirite 


New York Harbor 


V. M. & P. 
naphtha 
Mineral apirite 


Philadelphia, Pa. 
V.M. & P. 

naphtha 5(4) 17.64) 
Mineral spirits 5(5) 16 5(5) 


Providence, R. 1. 


V.M&P. 
naphtha 5 19 
Mineral spirite 5(5) 17. 515 


FOB Group 3 

Stoddard solvent 375(4) 12.375(4 2 375(4) 
Cleaners naphtha 12. 875(3) 12 876(3 2 875(3) 
V. M. & P. 


naphtha 12 875(4) 12. 875(4 2 875(4) 
Mineral spirits 11. 875(4) 11. 875(4) 875(4) 

Rubber solvent. 12 875(3) 12 875(3 875(3 2 
Lacquer diluent... (2)13.125-13.375 (2)13.125-13.376 (2)13.126-13.375 (2)! 
Bensol diluent (2)14.125-14.625 (2)14.125-14.625 (2 1256-14625 (2)! 


Western Penna. 
Ol City: 


Stoddard solvent 16 16 

Plitsburgh: 

Steddard solvent 16(3 16(3 

Ohle— Quotations ef 8. 0. Ohio for delivery to Obie points 


V.M.&P 
napbtha 18 18 
Mineral spirits 17 
Stoddard solvent 17 
Rubber solvent 15 875 


E. Tex. (Truck transport lots 
Stoddard solvent 12 25 

Cent. W. Tex. (Truck transport lots) 
Stoddard solvent 115 


PARAFFIN WAX 
Apr. 8 Aor. 1 


Western Penna. (tc. in bulk) 
134-4 AMP white 
crude scale 


(2)6 25-6 66 (2)5 26-6 65 2)56 26-6 66 (2)6 26-6 66 
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PARAFFIN WAX 
Atlantic Seaboard 


Melting points are AMP, 3° higher than EMP. Prices for carload lots 


Domestic prices 


FOB refinery; ecale in bags or bbis.; fully refined, slabe loose, Export prices VAS; seale in 


bags or bbis.; fully refined in bags or cartons 


Apr. 8 Mar. 25 

New York Domestic 
124-6 white etude 

scale 
123-6 fully refined 
125-7 fully refined 
128-30 fully 

refined 
133-6 fully refined 
135-7 fully refined 
138-40 fully 

refined 55( 8. 55(3 
143-6 fully refined 55(2 8.5602 
149 51 fully 

refined 10.56 


New York Export 
124-6 white crude 
scale 
123-6 fully refined 
125-7 fully refined 
124-30 fully 
refined 
130-32 fully 
refined : f 8 45 
133-6 fully refined (2 2 , 8 55 
135-7 fully refined 6 § 256-8.55(2 
138 40 fully 
refined ) f 5 i 25 8 55(2) 
143 56 fully refined g 26-8 55(2) 


PETROLATUMS 
Apr. 1 


Western Penna 

Bbla., carloads; tank ¢ 

yw white 
‘oft white 
Lily white 2)6 625-7 25 25 25 2) 625-7 26 
Cream 125-6 7512 2g 75(2 125 6 7501 
Soft yellow 2)6.25-6 75 5 2 7 2)5 26-6 76 
Light amber 5 25-5 2)6 25-6 7t 15 26-6 75 
Amber 


Red 








with lime-green trim” 





“This is nice, but mine has cocoa brown upholstery 


Mar. 18 


7. 1(2) 

7 06-8.45 
8 45(3) 

8 45(3) 

8 65(3) 

8. 55(3) 


8 55(3) 
8 6602 


10.55 


78 


) 


666 
8-8 25 
848 45 


(2) 
(2)8 8.45 


(2)8-8 45 
(2)8-8 65 
8 26-8.56(2 


8 25 8 56(2) 
8 26-8 6612 


2)7.126-7 76 
(2)6. 75-7 37612 
2)6 626-7 26 
6 126-6 7612 
5 256-6 75 
2)5 26-6 75 
236-5 6 
4 75 6 376 











—fe] prices TANK WAGON 


Price for 
nape 


fumn 


gasoline do not include 
fees as shown in neat ¢ 
include ’¢ federal and 
as indicated in footnote 
her tare 
ave she 
sted hy 
ubyect te 


taxe 
tion olumn, Ga 
tate 

Kerosne tank 
where levied are 
footnotes. These 
marketing compantes 
tion 


line 
taxes; als 
waqon 
fare 

if an 
a fr 
hut 


sine indicated 
prices 


at 


on Y 


prine tpal 


/ 
later carre 


Socony Vacuum 


Mobilgas Aircraft 
(rade 


(rade Grade 
91 
WwW 
New York City 
Manh 
sromx 
Kings 
Chueens 
Kiehmond 
Albany, N 
tinghamton 
Buffalo 
Jamestown 
Mt. Vernon 
Piattaburg 
Rochester 
Syracuse 
Bridgeport, Conn 
Danbury 
Hartford 
New Haven 
HKangor, Me 
Portland 
Hoston, Maas 
Coneord, N. H 
Lancaster 
Manchester 
Portamouth 
Providence, KR. I 
Burlington, Vt 
Rutland 
fank Wagon Prices Buffalo 
19.4 
21.5 


Mineral Spirits 
V.M.&P. Naphtha 
Taxes: N.Y.C. prices are ex 4° 
Discounts: Mobile Kerosine 
Mobilfuel Diesel all 
Mobilheat New York 
Notes Premium-ewrade 
xMar 


tax 
City 
wagon 


city sales 
New York 
tank 

(all 
t.w 


24. 


points, 
City boroughs) 


wasoline 4 


Effective dates 15; ®Mar 


Ohio Standard 


Sohio 
Avia Avia 


nO 


(,asoline 
Taxes 
Akron 
(anton 
Cincinnati 
Cleveland 
Columbus 
Dayton 
Lima 
Manafield 
Marion 
Portamouth 
Toledo 
Youngstown 
Zanesville 


Taxes: Hangar 
to supplier 
Discounts: Sohio Aviation on contract 
Notes: Kerosine, Nos. 1 & 2 Fuel 
Naphthas & Solvents Prices 
Premium-grade gasoline price 


x Effective Apr 12 


operators can purchase aviation 


Prices are fc 
for 


consumer 


are t.w 


t.w 


Indiana Standard 


Tank wagon 


bulk 


prices listed below 


the 


vere 


of Indiana plants where company pric 
Red Crown 
(Rew 


rw 
18 
19 


Kero- 
mine 


16 6 


(amo- 
line 
I ates 


(rade 
Die 
r.W 
Chicago, Ill 16% 1.0 
South Bend, Ind 
Detroit, Mich 
Mpla.-St 
Des Moines, la 
St. Louls, Mo 
Wichita, Kans 
Omaha, Nebr 
Fargo, N. D 
Huron, 8. D 
Milwaukee, Wise 


16 0 
18 16 5 
17 16 10 
16 15 7.0 
Ls 16.7 0 
15 14 mi) 
17 16 0 
17.4 
17 

18 


17.6 
16.8 
i7.0 
16 
16 
18 
16.! 
17 
17 


17. 


Paul 


16% i 0 
16 7.0 
17.3 


158 


they 


price also ad 


in 
their 


(all 
less 
and 


price 2. 


to hangar 
or 100 gal 
and 


obtained 


di é include 
tare own mH 


cuty and 


separate 
tare 
lude 
ount 
1955 
offices 


county 

o not im 
footnotes. Dise 
41pril 15 
heaquarters 


in 
effect 


Mobilgas 
Regular Grade 
( 


Ss/V 
No. 6 
Fuel 
news 


Mobilheat 
No. 2 Fuel 
Yard i 


Mobilfue 
100 ae 


Mobil Kerosine 
Ww | Ww 


Yard 

14.9 x6 . 3° 
xf 
x6 
x6 
x6 
6% 


10 3: 
10 : 


33 
33 
33 
33 
33 
97 


10.05 


"a OnKDNSDeEODXNE 


1 
1 
1 
1 
l 
15 
l 
1 
1 
1 
] 
1 


12.2 


N. Y. City 
18.0 


19.6 


Rochester Providence 


19.5 


21.5 


Hartford 


20.0 


Boston 
19.0 
20) 


Syracunme 
20 22.0 


22.5 23.5 21 


Syracuse 2% city sale 
Vernon 
of 


wagon 


prices ex 2 
boroughs) and Mt 
0.5e for deliverie 


Mt. Vernon, tank 


above regular 


tux, applicabie to price of gasoline 
tank ‘ of 
gal 
les 0 be 


wagon le O.5e for deliveries 


KOO or more 


for 


are 


deliveries of 


delivered price 


100 gal or 


Jamestown t.c prices all other t.c terminal 


Sohio X-Tane Gasoline 

Regular Grac Naphtha & Solvents 
Con- Re- S.R D.C. V.M.& 
sumer sell- Sol- Naph- Naph- 

rw ers vent tha tha 

x18 114.9 21.5 23.0 23.0 

14.9 y 5 23.0 23.0 

15.6 21 5 23.0 23.0 

15 6 2 ) 23.0 23.0 

) 23.0 23.0 


4 

4 

1 

1 

1 4 

1 f 21.6 23 23.0 
1 e oe 
1 

1 

1 

1 

1 


r. W. 

Sohio 
Avia 
100 


. We 
Sohio No. 1 
Sohio- 


Heat 


No. 2 
Sohio- 
Heat 


14.3 


K erosine 
Varno- 

lene 

22 


29 


1 

1 

1 

1 

1 

23 23.0 2 < f 1 
23.0 2% 5.! q 1 
23.0 ‘ 5% 1 
23.0 1 
23.0 1 
23.0 1 

0 23.0 1 


99 
299 
99 


22 { 


gasoline less upporting purchase with State Form A-10 


and resellers, 2¢ 
or 
deliveries 


consumer t.w 
al,, add 1¢; 1 


or more 


operators 


more: for 50-99 zg 49 gal., add 2¢ 


of 500 


regular 


gal 


drum 
§ ellers 


t¢ above re 2.3¢ above regular. S.s. prices are at company operated station 


Fuel Oils LW Chicago, I, 
Star 
Furnace 


15.6 


Standard 
Heater Oil 
1 99 gals 16.6 
100-149 gals 15 6 
150 gals. & over 
100-399 gals 
100 gals. & over 


fard 
oil 


by NPN correspondents wh ited Standard 


es are publicly posted 

Standard Furnace 
100- 100- 175- 
174 349 819 
aale aale gala. 


100 
aals 


& over 


850 
wales. gale 


& over & over 


1-99 
gals 
1-749 gale 
750 gals. & over 
16! 
St includes le 
and furnace 
State 
to he 


Louis, Mo., gasoline tax 
Des Moines, Ia., kerosine 

do not include 6¢ tate 
occupation, con and use 
added, where applicable 
Discounts: Red Crown 
Omaha CTW 


more 


Taxes: 
city tax 
oil 


ales 


prices tax 


imer taxes 
Wichita CTW less 1.1¢ 


less 2¢, for deliveries of 100 gal 


or 
Note. 
erally 


Premium-grade gasoline t 


2¢ above regular 


w. prices gen- 


*“Temporary” price 
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Standard of 
California 


Regular) 


vals. 


San Fran., Ca 
Los Angeles 
Fresno 
Phoenix, 
Reno, Nev 
Portland, Ore 
Seattle, Wash 
“pokane 
Tacoma 


‘ 
Ariz 1s 
- 


Be 
¢ 
16 
15 
17 
l 


16 
16 


Honolulu, ” 
Fairbanks, A 
Juneau 


Standard 


CHEVRON 
v. 30/87 
r.T. 

& over 
1Y 
19 


20 


x 


6 


32x 


l 
7 
5 
) 


1 
l 
“ 
l 


Oe ke ie ie Be ee 


Price 
ar 
subtr 


imperial 
Oil 

Faso (easoline 

Regular Grade 


Dealer (asoline 
w laxes 


mime 
St. John’s, Nfld 
Halifax, N 

St. John, N. B 
Charlottetown, 
Montreal, Que 
Tore Ont 
Hamilton, Ont 
Winnipeg, Mar 
Brandon, Man 
Regina, Sask 
Saskatoon, Sa 
Calgary, Alta 
Edmonton, Alta 


mto, 


Standard Vancouver, B. ¢ 


Diesel Standard Stove 


Fuel 
Bes 
& ove 
19 


Ke rosine 
Si. 


100 gals 
San Frar 17.6 
Angeles 17 
Fresno I 
Phoenix 
Reno 
Portland 
Seattle 
Spokane 
Tacoma 
Boise 
Salt Lake 
Honolulu 
Fairbanks 
Juneau 


Los 


Taxes: 


: 
toime 


Notes 
Ga 

(Regula 
400-gal 
0.5¢e for 
Marine 
Aviation 
to 40 9 
add 5.0« 
less than 
than 100 
Chevron 
ply to 
Price fc 
» He gal 
which 
ular) 
gal 
over 
for 
100 gal. 
Kt) 


are ¢« 
for q 
deliveries 
price ex 
than 4 
hore 
iantit 
>. a. 100 
Kerosir 
400 wal F 
than 40 gz 
40-199 al 
deduct 
Standard 
Stove Oil 


Diesel 


gals. orn 
add l« 
gal add 


*Standard 


Texas 
Co. 


Dallas, Tex 
Ft. Worth 
Wichita Fa 
Amarillo 
Tyler 

El Paso 
San Angel 
Waco 
Austin 

He 
San Ant te 
Port Arth ur 


yuston 


Notes: 
lasses of cor 


of 


Dealer 


va 
Premium-gr 


above egular 
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bire-Chief G 
Regular G 


Furnace 
Oil 
r 


r fuel only 


state 


otor 


cluding 
differential 
thar 


i add 5.0 


trade 


asoline 
rad 


PETROLEL 


sx all taxes 


Kerosine 
Dealer 


w 


TANK WAGON 


Kero- 


llumble 
(-asoline onine 
Ke 
tat 


Ww 


Retail 


laxes Wa agen 
- 19 9 ! 


i t 
14 8 i” 9 t 
j ‘ 

t 





fuel 


SAN FRANCIS 
e 


fuel 


LOS ANGELE 


ties can save you freigh 


trimmed—safely! 


against sudden market 


gives you the benefit of 


WRITE, WIRE OR PHONE 
for samples and details, without 
obligation We do 


our 


important 
not “high-pressure 

We 
of our proposition and let you 


be the judge 


pros 


pects tell you the merits 





Klk has modern storage 


indicated on the map above. 


Our sensible customer- 


FALLING 


facilities located at the points 
These modern, nearby facili- 


t and also keep your inventories 


supplier agreement protects you 


price increases and immediately 


price decreases 


ELK 


REFINING COMPANY 


Charleston 24, W. Va. 


Refiners of Highest Quality Pennsylvania Grade 
Petroleum P.G.C.0.A. Permit No. 25 
FOUNDED 1913 
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—{f-j prices TANK WAGON 


Atla 


Atlantic 


(asoline 


Refining ‘ Romney Grade 


, 


Allentown 
Va 
Altoona 
Erle 
Greensburg 
Harrisburg 
Philadelphia 
Pittaburgh 
Reading 
Wilkes Barre 
Williamsport 
Wilmington 
Del 


Hartford, 
Conn 
New Haven 
Boston 
M ase 
Springfield 
Prov., R.1 
Camden,N 
Newark 
Albany, N.Y 
Binghamton 
Buffalo 
Elmira 
Rochester 
racuse 
Watertowr 
Baltimore 
Kiehmond, 
V a“ 
Charlotte, 
N. ¢ 
Jackson ville 
Kia 
Miami 


Kero 


No 


Fuel 


r.W 


] 
l 
j 
l 
l 
j 
l 
, 
] 
l 


, 
) 


4 


14 


9.0 
9.0 


Mineral Spirits 
1. W 


Philadelphia, Pa 
Pittsburgh 


148.6 


22.0 


Heavy Kuecl Oile TW, 


Philadelphia, Pa 


Notes: 
Premium-grade 
above regular, except 
Kerosine -Thru Pa 
for t.w. deliveries of le 
time Add l« 
than 


Camden 
wala., 2e for 
Mineral 


Solvent 


less 
Spirits 


Effective dates: xMar 


wane 


prices 


Georgia 


& 


s than 


fo 


No 
BOSD 


tw 
and 
Del., add 


deli 


100 gal 


16; 


also apply 


®April 8. 


prices 
Florida 


tk 


le 


100 wal 


of 


& 

1 No. 2 
Fuel 
T.W 


l 
] 
] 
l 
j 
l 
l 
l 
] 
] 


2. he 
2¢ 
gal 
at one 


a9 


per 


100 


toddard 


Kentucky 
Standard 


Crown (aseo- 
Net 
Dealer 
Covington, K 16 


Lexingtor 17 


line 
laxes 


9.0 


Louisville 16 
Paducal 15 
Jackson, Miss 16.6 
Vicksburg 16.0 
Birmingham, 16.4 
M 15.8 
16 


obile 
Montgomer 
Atlanta, Ga 
Augusta 

Macor 

avannah 
Jacksonville, Fla 
Miam 

Pensacc 


Tampa 


Taxes 

(,a mn ax columr rvelue theme y 
Mobil sirminghan le 

ounty Montgomery l city & le 

Ver city. Other 


prices kero 


acola, le ine ded ir 


(,eorgia ontgomer 


kere 1 M i r I Of 


on 


conditior 


Conoco Demand 
N-Tane trad 

regular) Grade 
lank Wagon 


14.8 


Kero- 


sine 


(Chaso- 
lime 
Daxes 
Denver, ¢ 
(;rand June 
Puet 
Casper, W 
( he 
Billings 
Butte 
Great Fal 
Helena 
alt Lak 


Twit 


enne 


Mont 


Albuque 
Roswell 

anta Fe 
Muskogee, Okle 
Oklahoma Cit 


Tulsa 


county; 








Canadian Licensee: 


VENTALARM* the Original and 


Dependable WHISTLING TANK FILL SIGNAL 


Over 4,000,000 VENTALARM 
Signals have been installed 
on household fuel tanks. 


Underwriter’s Laboratories Listed 


FULL PATENT PROTECTION 


Universally Approved by 
Leading Fire and Safety 
Authorities 


Full variety of models to satisfy every tank condition, new or old. 


SCULLY SIGNAL COMPANY 
174 Green Street, Melrose 76, Mass. 


EMPIRE BRASS MFG. CO., LTD., London, 
*T.M. Reg. US. Pat. Off 


Ontario 
© 1954 Scully Signal Company 











NATIONAI 


these city 


Santa 


ludes 
yuquerqu oswell, 0.5 


yenne 


City and “ gasoline and 
veries of less than 


vc; 400 gals 


and dealers 


prices 2.5¢ 


co points ; 


Faso Gasoline 
Regular Grade 
(,asoline 


Dir. 


Esso 
Standard 


Cons. 
Atlantic 
ewarhk 
Baltimore, M 
Cumberland 
Washington, 
Danville, Va 
Petersburg 
Norfolk 
Richmond 
Roanoke 
Charleston, W 
Fairmont 
Parkersburg 
Wheeling 


Charlotte, 


SONIAIAAISDSOKTOKe 


Charleston, 
Columbia 
partanburg 
New Orleans, Ls 
Baton Rouge 
Alexandria 
Lake Charles 
hreveport 

New Iberia 
Knoxville, 
Memphis 
Chattanos 


Tenr 


ga 


Naphthas T.W. & Steel Bbls. 
Newark. N. . Min. Spirite V.M. & P. 
3,600 gals Ove 18.0 
0 


Washington, 
3,600 gals 


FURL OLS 


Atlantic Cit 
Newark 
Baltimore, Md 
Washington, ID 
Danville, Va 
Petersburg 
Norfolk 
Richmond 
toanoke 
Charlotte, 
Hickory 
Mt. Airy 
Raleigh 
Salisbury 
Charleston, 
Columbia 
Spartanburg 


Taxes: Laouisians do not in 


ide le 


price 


tate tz 


Kerosine No ] 
deli 


99 


Atlantic 


00 gal or 


Notes: 
are for 


for 100 


City price 


add l« 
100 gals 


ere more 


gal than 
prices 2? Fe 
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CRUDE OIL Domestic—in $ per bbl. of 42 U. S. gals. at the well 


SCHEDULE 
Gravity 

12 

9 

9 

gy 


15 


News 


~- & 


FIELDS EAST OF CALIFORNIA 





I’rices in fields east of California were ef 
fective as of 7 a.m., June 15, 1953, except as 
noted. Prices as shown by states and by gen 
eral areas in most states. Details of fields 
where each company posts and exceptions to 
gravity schedules as shown above will be fur 
nished on request to NPN. Scattered fields on 
gravity schedule as well as fields for which 
flat prices are p sted are shown in the Flat 
Price Section 


GRAVITY SCHEDULES 


ARKANSAS—Sweet Crude 
Schedule A: Arkansas Fuel, Easo, Gulf, Mag 


nolia 


ARKANSAS—Sour & Other Crudes 
Schedule M: Ark. Fuel, Esso, Ohio O 


COLORADO—Sweet Crude 
Schedule A: Continental, Phillip 
lair, Texace 


KANSAS—AII fields 
Schedule A: Carter 

nental, Gulf, Phillips, 
tanolind, Texaco 


LOUISIANA—Central 

Catahoula Lake & Other Fields 
Schedule N: Fase 

Hamphill & Other Field 
Schedule O Kaso, Gul 

Olla & Other Fields: 
Schedule P Ark 


LOUISIAN A—Coastal 

kalver! & Other Field 
Schedule F: Gulf 

Eunice & Other Field 
Schedule FE (24-29 gravity) 
un 


LOULSIAN A—FEast 

Delhi & Other Field 
Schedule N: Hane i 
sirview & Other Field 
Schedule O: Fane 


LOUISIAN A—North 
Athens-Pettit & Other Field 
Schedule M: Eaeo, Gulf 
Caddo, Homer & Other Field 
Schedule A: Ark. Fuel, Fax 


LOUISIANA—South 

Schedule P: Cities 
Gulf, Mag ia Pu 
Te 


MISSISSIPPI 
Schedule Q: Fe 
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MISSISSIPPI—Fayette & Other Fields 
Schedule O: | I 


MISSISSIPP1—Overton & Other Fields 
Schedule N ‘ 


MON TANA—Sweet Crude 
Schedule A: Carte a 


MONTANA—Sour Crude 
Schedule R: ¢ t 


j 
' a 


NEBRASKA—AII fields 
Schedule A: Pure ir 


NEW MEXICO—Intermediate Crude 
Schedule D Atlanti Citic er 
nenta iulf, Hum Magnolia, Ph 


nelair t nd, Texac 


NEW MEXICO—Sour Crude 
Schedule ¢ Atlantic, Citie 
Humble, Magr 
Texacc 


NORTH DAKOTA All fields 


Schedule A ar 


OKLAHOMA 
Schedule A: ( 
Gulf, Ma 


tanoline 


OKLAHOMA 
r Jeff 
4 
Schedule 


Tex 


rEXAS—FEast Texas Field 
$2.90 Flat Price A I 
Golf. H ‘ “i 


I} 


rEXAS—FEast Central 
Schedule B: H é 


rEXAS—Galf ¢ 
A ne & Othe 
Schedule P 


Anal & 
Schedule F 
Mag ia 
he 
& Ot 
Schedule J 


; e Cree & Othe I w f 
Schedule FE (24-40 Gravity 
Hastings & Othe 
Schedule FE (24 
Humble Par Ame 


NEWS 


rEXAS—North, North Central 


Schedule 


rEXAS—Northeast 
(Asphalt Crudes) 
& Othe 
Schedule K: | 
& Other I ‘ 
Schedule I Hun 


rE XAS—Panhandle 
chedule A Gulf, Hur 
I 


rEXAS—Southw eat 
' & Othe Field 
Nehedule I: Citie ‘ 


r ine Sur 


k & Othe eld 
Schedule H: Humble 
M do & Other Crude 

Schedule G (24-29 Gravity 
‘ in Texace 

ef & Other Crude 
Schedule G (20-40 Gravity 
Jumble 1 , i 


rEXAS—Weat Central 
schedule A Humble 
I 


TEXAS We 
Schedule 


H 


TEXAS —West Texas Intermediate 
ichedule D ‘ t ( 
H M 


rEXA West Texas Sour 
tchedule ¢ tlant 
iH 


WYOMING-—-Sweet Crude 
chedule A ( ter. ¢ 


WYOMING—Sour Crade 
Schedule K ( ter ( 


FLAT PRICES 


Listings aleo inclade some fields on gravity 
schedules 


ARKANSAS 





prices CRUDE OIL 


ILLINOIS 


Kastern I) 
Iil, Basin 
», Ohio 
hell 4-19-56, ] lia 


24 


except flel 


(Sohio, Dudley field 
(Sohio, 
field 
Piymouth (Ohio 
INDIANA 
All fields & pool 
Western Ind Ohio Oil 


KENTUCKY 


Owensboro Area 

Kagland Grae 
mmernet 

Western Ky 


(10-11-64) 
IAIUISIANA 


Hayou Pigeon 


(Republic 
(Continental) 
(Atlantic) 
(Pure) 

ville mackover Lime 
Condensate Art Fuel 
Crude (Ark. Fuel, Gulf) 
Nene (Atlantic) 
Yorth Lauisiana ¢ 
Cotton Valley (1 
Gloyd (fF 


onden 


ith Imuisiana Ce 
weet Lake (Pure) 
Urania Arh Fuel 
Ville Platte (¢ 


ontinenta 


Elbridge & 


MICHIGAN 


MISSISSIPPI 


OHIO 





( 
( 
( 
lima 


Deomestico—in $ per bbl. ef 42 U.8. gals. at the well 





PENNSYLVANIA—Penn. Grade 
1-21-55, except as noted) 

Allegany, N. Y. (Sinclair 2-1-55) 
Bradford, Pa. (Seep, Tide Water) 
Kureka, W Va 
Middle Penna 
outhwest Penna. (Seep) 

Zanesville, Ohio (Ashland) 


on 


(Seep) 


(Seep) 


rEXAS 
Agua Dulee (Republic) 
Atlee (Republic) 
Benedum Condensate 
Cayuga Condensate (Pan 
Chapel Hill 
Condensate (Sinclair) 
Crude (Sinélair) 
Charlotte Humble) 5¢ above Schedule 
Clay Creek (Sun) 2 
Conroe (Humble, Sun, Texaco) 3 
Darst Creek (Humble, Magnolia, 


(Shell) 


American) 


tS fo oo oO 


Texaco) 2 
Pearsall (Humble) 5¢ below Schedule 
Quitman-Paluxy (Pan American) 2 
Tomball (Humble, Magnolia, Stanolind) 3 
Van (Humble, Pure) 2 
Willamar Pan 2 


American) v4 


WYOMING 
Beaver Creek (Stanolind) 
Big Sand Draw Condensate 
Byron (Ohio Oil tanolind) 
Garland (Ohio Oil tanolind) 
Hidden Dome (Ohio Oil) 
North Sand Draw (Sinclair) 
Orevon Basin (Ohio Oi Stanolind, Tex 
aco) | 
Dome (Stanolind Schedule 
Schedule 


Schedule 


(Sinclair) 


Schedule 


iverton 


Wertz 


inclair) 


ro cecon 


Qo" 


65 
D 
ra 





S. O. California prices effective Sept 


SCHEDULE 
(ravity 
12-12.9 
18-148.9 
14-149 
I 15 9 
16-16.9 
17-179 
18-18 9 
19-19 .9 
20-20 9 


21-21.9 


! 4 3 


22-22 .9 
23-23 .9 


26 
27-27 .9 
28-28 9 


SCHEDULE 
(,ravity 
2-12.9 
$13.9 
4 


1 
l 
1 
l 
1 


an 4 
49.39 9 
40.40 9 


Schedule 
Aliao Canyon 
Relridge 
Buena Vista Hills 
Canfleld Ranch 
Coalinga 
Coles Levee 
Cymrte 
Del Valle 
Kast Coyote 
Edison 
Elk Hilla (Shallow 
Elk Hille 
El Segundo 


Stevens Zone) 


162 


Elwood 

Gato Ridge 
Creeley 
Guijarral Hills 
Huntington Beact 
Inglewood 
Kern Front 
Kern River 
Kettleman Hill 
Lakeview Area 
Leffingwe! 
Loat Hille 
McKittrick 


CALIFORNIA 


uravities above those quoted take highest 


SCHEDULI 


41 

16 

Schedule 
Midwa t 3 
Mission 2 
Montal 


Pool 22 


Montal 
Pow 
Montebe 


ugar 


‘ r Thar 


Anaheim Sugar Area 


Schedule 


Pleasant Valley 


Ranch 35 
Round Mountain 

Santa Fe Springs 

Santa Maria Valley 
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price offered for the field specified 


ok Sd 


> BHen 


ronment 


oro ns re rote te 


17 
22 
26 
30 
33 
36 
39 
3.43 
43 3.47 


Schedi 


Long Beach) 


Schedule 
21 Signal Hill 
34 Tejon Hills 
Hill il Torrance 
34 Wasco 
en West Cat Canyon 
ate Flores 
11 West Cat Canyon 
quoe Zone) 
West Coyote 
Wheeler Ridge 
Whittier 
Wilmington 


News ¢ May, 


ale 
19 
17 
26 
11 
4 
4A 
17 


20 





CRUDE OIL Foreign—in $ per bbl of 42 U. 8S. gals., except as noted. 


Venezuelan Crude Prices 


Prices per bbl. for cargo-lot quantities, FOB vess« 
and to availability and other terms stated below; 2¢ 
except as noted. Prices fi ide « i at point 


transportation and terminalling requirements 





Creole Petroleum Corp 


« ‘ , ei . rs ° . 
ran Sara Pp er = ee Canadian Crude Prices 
Bachaquero ***16 5-16.9 80 Las Piedras or Amuay 2-18-55 

Tia Juana Heavy ***18 5-18.9 11 Las Piedras or Amua 
Lagunillas Heavy lat Las Piedras or Amuay 

Tia Juana Medium 26 .5~-26.9 Amuay 2 ) lian d 
Tia Juana 102 L. P 26 .0-25.4 Amuay 

Tia Juana Light 0-31.9 Amuay B Alberta 
Mara 29 .5-29.9 Las Piedras nu > 

Cumarebo Tucupido 2 ; Achesor 
San Joaquir Puerto La Cru e~] ) Armisic 
Oficina, 
Mulata 
Jusepin 
Quiriquire 
Temblador 
Pedernales 


ow 


Postings 


tote tof 
on 69 oc 
toc 


te 
— 


nec 


x 


Puerto La Cruz ¢ ; Duham<e 
Car 


nit Excelsi 
i 


wea 
te 


aripito ye | Fer 
Boca de ( 


(apure 


re Doro hots oS 


Colon Development Co. Lid je 
West Tarra 0-37.9 2.99 Cardor ! Ledu 


La Cruces/l.os Mant ‘ 30 .0-30.9 2.58 Cardor ) 
2. 4 Malmo D 


Malmo L)-% 


Compania Shell de Venesucla 


San Joaquir 0-41.9 3.04 Puerto La Cru 
Oficina 32 .0-32.9 2.82 Puerto La Cru 
Paconsib 33 .0-33.9 2.71 Cardon d , Pem} 
Lagomar 0-29.4 ] Cardon ; 
Mara »-29 9 2 40 Cardor 

Cabimas 4 l Cardor 

Lagunillas **approx ) 1.% Cardor ei Man 
Bolivar Dist. Heavy ##*12 5-12.9 6 Cardor mo | 


Kedwater 


*2.5¢ bbl differential per 4 deg. grav Pp at regardiess of grav 
deg. grav tSha w draft or 


Middle East Crude Prices 


Prices are per bbl. of 42 U.S. gals., exclusive of local port or other governmental charges, sales 
taxes, ete., if any; FOB loading port indicated, for gravities shown; 2c per bbl. differentials per 
degree of gravity applies for gravities below and above those shown 

Persian Gulf 

Crude Gravity Price Crude Gravity Price Suskatehewan 
Arabian (ex Rastanura) 36-86 9 $1.97 Iranian (ex Abadan) $1-31.9 Pureka 

Esso Export (7-27-53), Soc.-Vac. Overseas Sup British Petroleum, CFP, Iranian Branch, 

ply (7-24-53) Petroleum (10-29-54), Iran California 
{ . « ‘ (12--29-—64 Soe ac. Ove * : yply { ) 

Arabian (ex Rastanura 34-34 .9 1.93 12-29-54), Va )verseas Supply (11-3 furner Vall 

M. E. Crude Sales (7 53) Iraq (ex Fao, Iraq 46-86.9 1.92 FOB 
Basrah (ex Fao, Iraq) 86-86 .9 1.92 British Petroleum (7-16-53), Soe.-Vac. Overseas 

Esso Export (7-27-53) Supply (7-24-63) 
Iranian (ex Bandar Mashur) 34-384 .9 1.91 Iraq (ex Fao, Iraq) 35 

British Petroleum, Esso Export, Shell Petroleum Shell Petroleum (7-20-53 

(10-29-54), CFP, Iranian Branch, Iran Cali Kuwait (ex Mina-al-Ahmadi 81-81 

fornia Oil = (11-1-54), Gulf International sritish Petroleum, Gulf Exploration (7 

ai 5- , Soce.-Vac Overseas Supply (11-83-54), Soc.-Vac. Overseas Supply (11-83-64) 

The Texas Co. (Iran) (11-4-54) Qatar (ex Umm Said) 40-40 
franian (ex Abadan 34-34.9 1.86 sritish Petroleum (7-16-53) 

British Petroleum, CFP, Iranian Branch, Esso Qatar (ex Umm Said 19-39 

Export, Shell Petroleum (10-29-54), Gulf Ir Shell Petroleum (7-20 : 

ternational (11-65-64), Iran California Oi) Supply (7-24-53) 

(12-29-54), Soe.-Vae. Overseas Supply (11-3 Qatar (ex Umm Said) 

64), The Texas Co. (Iran) (11-17-54) Easo Export (7-17-63) 


«y 


Fastern Mediterranean Crude 


Gravity Price Crude Gravity Price Company 


Arabian (ex Sidon, Lebanon 86-36.9 $2.39 Iraq (ex Tripoli, Lebanon Gravity 
Esso Export (7-17-53), Soe.-Vaec. Overseas Sup Banias, Syria) » 36 ..3 Price 
ply (7-24-53) British Petroleum 7-1 } y port FOB 

Arabian (ex Sidon, Lebs 34-84 9 2! 7-17-63), Shell Petr ( ¢.-\ 

EF. Crude Sales (7-2 ) Overseas Supply (7 


API 


Effective Dates 





Natural 


rasoline 


Crude-Products Index Unchanged 


BLS figures, with petroleum indexes based on Platt’s All com 
OILGRAM quotations, follow (1947-49 equals 100): moditi 110.0 
(*) Preliminary 
Change Change 
Mar.* Feb. Mar. Mar. vs. Mar. ’55 —_———— 
1955 1955 1954 Feb. 1955 vs. Mar. ’54 NPN Gasoline index 
Crude 120.4 120.4 120.6 Dealer T.W. fank Car 
Crude and (cents per gal.) 
products 11] 111.7 ; ‘ 16.1 | 
Gasoline . E22 ; A 
Kerosine 119 4 — 
Distillate 
fuels 
Residual 
fuels 





Lubricating 








oils 
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the new approach to service station wear... 
LION presents the 
a: “BUSINESS CLOTHES LOOK" 


with new fabrics, new 
styling and fine tailoring 
features 


NOW! A new Lion uniform that keeps dealers 
looking sharp ’round the clock. Lion’s new “business 
clothes look” takes uniforms out of the work-clothes 
class, adds business-look prestige to service station 
wear. Lion uniforms are styled to look right at the 
pump, right at the bank, right for every work-day 
duty 

Garments fashioned with the “business clothes 
look” feature wool and the new miracle “wash and 
wear” Orlon and Dacron fabrics as well as better- 
than-ever cotton chinos and cotton gabardines. 
Styled for looks and comfort, jackets have new 
“yoke” pleated backs, pants have neat, smart- 


appearing pleated fronts. 


The “business clothes look” plus traditional 
Lion quality and durability add up to best appear- 
ance, longest wear, lowest uniform costs. That’s why 
more major oil company service men wear Lion than 
any other brand! 


Wear your LION uniform ‘round the clock! Write for further information. 


DAYTON 3, OHIO 


Write—44 WEBB STREET pepr. A 
FOR SAMPLES & CATALOG 
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statist 


Gasoline Consumption by States, January, 1955* 


American 


fax Ratet 
uary 
Cents 
Alabar 
Arizona 
Arkansas 
California 
Colorado 
Connecticut 
Delaware 
District of C 
Florida 
( 


ieorgia 
Idaho 
Illinol 
Indiana 
lowa 
Kansa 
Kentuch 
Louisiana 
Maine 
land 
Massachusett 
Michigar 
Minnesota 
Mississippi 
Missouri 
Montana 
Nebraska 
Nevada 
New Hamp 
New Jerse 
New Mexico 
New York 
North Carolina 
North Dakota 
Ohio 
Oklahoma 
Oregon 
Pennsylvania 
Rhode Island 
South Carolina 
South Dakota 
Tennessee 
Texas 
Utah 
Vermont 
Virginia 
Washingtor 
West Virs 
Wisconsin 
Wyoming 


hire 


Total 4% 

Dail AV 
Change from 
Total change 
lercentage cl 


In genera 

for a tax 
The t “are 
(r) Revised 


Gasoline Prices for 50 U.S. Cities 


ible 


stute 


for regular-grade gasoline on 
Co. to American Petroleum 
(d) indicate 


Averages of 
ported by the 
per gal.; (1) 


March 1 


prices 
Texas Institute 


in ¢ ind increase or decrease is Cé 


with 


Tax 
(incl. 24 
federal 


154 


Service 
t/w price Station 
(ex tax) (ex tax) 
16.24 1-21.42 1 


14.70 


Dealer 


Average U.S i 
Portland, Me 

Manchester, N.H 
Burlington, Vt 22.70 100 
Boston 1%.90 7.00 
Providence 
Hartford, ¢ 
Buffalo 
New York 
Newark, NJ 
Philadelphia 
Dover, Del 
Baltimore 
Washington 
Charleston 
Norfolk Va 
Charlotte, N¢ 
Charleston, 5S.¢ 
Atlanta KOO 
Jacksonville, Fla , 100 
Birmingham, Ala 2 10.00* 


0.90 ROO 


20.90 1.OO 


18% OF x 


onn 15.6 17 


1D. 
W.Va 


9.00 


9 U0 
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April 1 


ymmipared 


Petroleum 


iS I¢ 


Figure 
{ 


Service 


Station 
(incl. tax) 


1-28.96 
RY) 


Institute figures) 


rr 194 
Gallons 


Vicksburg, M 
Memphi I 
Lexington, K 
Youngstown, Ol 
South Bend, Ind 
Chicago 

Detroit 
Milwaukee 

Twin Cities, Minn 
Fargo N.D 
Huron, S. D 
Omaha, Net 

Des Moine 

St 


Butt 
Bouse 
Salt I 


Month of 
Jan ry 
(allons 


1955 


i 


January 1954 
Gallons 
1os8 O00 
8 000 
13,000 
000 
000 
000 
000 
000 
000 
000 
» 000 
000 
000 
000 
000 
000 
Poaod 
oun 
, 000 
ooo 
ooo 
000 
o0o0 
1000 
000 
000 
; 000 
ooUu 
000 
+ 000 
000 
000 
000 
5.000 
000 
000 
000 
000 
000 
00 
Ooo 


000 
000 
000 

1 000 


> 000 





The only new major 


oil-dock hose 


In a generation! 


The U. S. Amazon H™1515 weighs 
44 less than conventional dock hose! 


No more bothering with heavy, stiff hose that’s hard to handle and 
hoist. No more wasting 30 minutes or over in make-up time to a 
header (with dock charges running as high as $200 an hour or more) 
Get it done with U.S. Amazon H-1I515 in 5 minutes. Four years of 
Navy service and up to three years’ use by every major oil company 
in America and in most foreign countries have proved conclusively 
that U.S. Amazon puts conventional oil-dock hose back into the 
horse-and-buggy age. 
Note these facts: 
ee No more delays from accidents caused by handling heavy hose and 
fittings. @ Weighs 2/3 ke than conventional hose, End fittings also 
weigh 50% | @ Flexibility? U.S. Amazon H-ISIS has a semi 
rigid construction which remains undamaged by the folding and flatten 
ing encountered in ordinary hose use. @ Oil compani barge and 
towing lines from coast to coast praise its economy and order more 
U.S. Amazon H-1515, Dock workers are outspoken in their praise, 
and like to work with it. U.S. Amazon H-1515 is made by United States 
Rubber Company, and is sold through any of the 27 “U.S.” District a hoist. 
Sales Offices. Further information is obtainable by writing to 


addr¢ below 


Ihe light weight of H-1515 makes it the only 
dock hose that should be used for hard-to- 
reach bunkering headers. Photo shows a 
connection being made without the need for 


“U.S.” Research perfects it... .°U.S.” Production builds it... U.S. Industry depends on it. 


UNITED STATES RUBBER COMPANY 
MECHANICAL GOODS DIVISION + ROCKEFELLER CENTER, NEW YORK 20, N. Y. 


Hose ¢ Belting ¢ Expansion Joints « Rubber-to-metal Products « Oil Field Specialties « Plastic Pipe and Fittings « Grinding Wheels « Packings « Tapes 
Molded and Extruded Rubber and Plastic Products « Protective Linings and ¢ outings « Conductive Rubber « Adhesives « Roll Coverings « Mats and Matting 
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About Oil People | 


Fuel 
been 


Wesley E. Downing of State 
Co., East Boston, Mass., has 
re-elected president of the Independent 
Oil Men’s Assn. of new England 
Other officers are Robert W. Carney, 
Carney-Young Utilities Corp., Brigh 
ton, Mass. and Carl Blanchard, Wyatt, 
Inc., New Haven, vice presidents; 
John L. Matthewman, White Fuel 
Corp., South Boston, Mass., treasurer; 
and Mahlon W. Walker, Sears Fuel 

o., Plymouth, Mass., 

. 

Herbert M. Bailey 
ager of Shell Oil Co.’s marketing ope 
ations in Sacramento, Calif. He re 
places H. W. Stewart, who 
July 1 after almost 35 years with the 
company. 

Bailey was division manager in 
Albany, N. Y. Stewart is widely 
known in the Northern California 
area, and was chairman of the North 
ern California Oil Information Com 
mittee in 1954. He is presently act 
ing as assistant to the general sales 
manager—West visiting mat 
keting divisions from New York City 
to Hawaii. 


secretary 


is division man 


retires 


Coast, 


t 


J. A. Miller 


Bronce L. 
has been 
a vice president 
member of 


Ray 


elected 


and 
the 
committee of 
Standard 


executive 


Esso 
Oil Co 
Ray 


associated 


has been 
with 
Esso’s sales oper 
ations for more 
than 30 years. 
He was elected a director of the com 
pany in 1952, and became 
manager of marketing in 1953 

John A. Miller 


G. D. Donald 


general 


succeeds Ray as 
general manager of marketing. He 
joined Esso in 1934, and was named 
assistant general manager earlier this 
year 

Gordon D. Donald, 


formerly man 
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NI 


Foster Holloway 


Stretton Hayman 


INTERNATIONAL handshake takes piace at West Coast Oil Heat Institute convention 


at Seattle. Participants are J. T. Foster, 


Richfield Oil Corp., 


Los Angeles, and Cyril 


G. Hayman, secretary of Vancouver, B. C., Fuel Oil Dealers Assn. Charles R. Holloway, 
jr., Liberty Fuel & Ice Co., Portland, Ore., and S. E. Stretton, Standard Oil Co. of 


California, look on 


aver of division sales, moves into 


Miller’s 
and tts 


served with 


1923 


position. He has 
affiliates 


Esso since 


Griffin, Griffin Fuel 
has been re-elected pres 


Oil-Heat 


Frederick P. 
Co., Seattle, 
ident of the 
Washington. Other officers re 
are Ed Bell, Bell Fuel Co 
president; J. B. Huff, 
Yakima, secretary, 
Watson-Hall Co., 


Institute of 
elected 
| acoma, 
Western 
and John 

Seattle, 


vice 

Fuel Co., 

A. Hall, 

treasurer 
. 

gional man 


G. L. Lory, tormerly r 


ager, has been promoted to Phillips 


Petroleum Co.'s assistant sales mana 
ger in Charge of the company’s Kansas 
City, Des Moines Minneapolis 
Omaha, Wichita, Amarillo, Wasatch 
(Salt Lake City), and Inland Empire 
(Spokane) divisions 

In other Phillips 
changes, John Getgood, 
manager, takes charge of the 
St. Louis, Indianapolis,, New 
Atlanta, Raleigh, 
Tulsa divisions 
E. Glatfelder succeeds Lory as 
manager of the Chicago, St 
Louis, Indianapolis and New York di 
visions. W. O. White, formerly 
the Atlanta 
places Glatfelder 


sales de partment 
assistant sales 
Chicago, 
York, 
lampa, Houston 


and 
regional 


man 
ager of sales division, re 
as regional manager 


in charge of the Tulsa, Houston, 


lampa Atlanta and Raleigh divisions 
Kred W. Cordell White as 
Atlanta division manager, Cordell has 
been director of market development 
Southeast. All but Cordell 
Bartlesville, Okla 

* 

Stroud, vice pre 
Refining Co., 
manutacturing, 
clected to the 
directors He 
by the 


succeeds 


in the will 


have offices in 


W. F. 
Atlantic 


manager of 


sident of 
and its general 
has been 
company’s board of 
fills a vacancy 


death of Harry C. Carr. 


caused 


©. Prior 


A. W. Peake retires this month a 
president of Standard Oil Co. (Ind.) 
He is Frank ©. Prior, 
executive vice president of the com 
195] 
headed the 


and was 


SUCCCE? ded by 


pany since 
Peake 
1945 
of the 34 years he served the company 
His s filled 


has company 


since a director for 


at on the board will not be 


167 





—F Jabout oil people 


reducing the number of directors to 
15. Peake began his career as a $60-a 
month roustabout and had extensive 
field experience before entering the 
executive branch of Indiana Standard. 
Prior, a company director for the 
last 10 years, also started out as an oil 
field laborer. He has succeeded Peake 
in a number of executive positions 
- 
B. W. Pickard 
has been chosen 
to succeed E. W. 
Endter as 
dent of the Cali- 
fornia Oil Co. 
Endter resigned 
in March. 
Pickard has 
been in the mar- 
keting department 
of Standard Oil 
Co. of California 
for 33 years, and has been the com- 
pany’s assistant general sales manager 
for the last four years. California Oil 
is an East Coast subsidiary of Stand- 
ard of California. 
7 
W. H. Melton, Jr., formerly mer- 
chandising manager in the South 
Carolina division of Esso Standard 


presi- 


B. W. Pickard 


PROTECT the 
PUMP 
ISLAND 


STOP 
TIRE SCUFFING 


with the rolled-top edge 


Oil Co., has taken a special six-month 
assignment with Carter Oil Co., a 
Standard Oil Co. (N.J.), subsidiary 

° 


’ 


K. Dyson S. W. Davis 


Expansion and relocation moves by 
Arkansas Fuel Oil Corp. have brought 
about a number of personnel switches 
in the company. 

Kirk Dyson, formerly Louisiana dl- 
vision manager, Is now special repre- 
sentative in charge of the new south- 
western regional sales office in 
Shreveport, La. Ben F. Brian will be 
in charge of the Louisiana division 
sales office, which is transferred from 
Shreveport to Alexandria. He has 
been based in Birmingham for the last 
several years as Alabama _ division 
manager 

Silas W. Davis, who has been TBA 





——( SPIFFY ) 





A one-inch steel tube runnin 
of rubber hose used as a 





STEEL FORM 


Tires of heavy trucks won't chip and scar island edges. This 
form is constructed so that concrete fill setties around 
welded to inside making it impossible for form to lose shape 
through the island form takes care 
riveway alarm signal. This removes 
hoezard caused by draping hose over pump isiand 


Newberry Equipment Co., Inc. 
P. O. BOX 293, MEMPHIS, TENN. 
EQUIPMENT JOBBERS WRITE FOR PROPOSITION 


ee lugs 








superintendent in Shreveport, is pro- 
moted to Alabama division manager 
His position will be filled by Oliver C. 
Epps, former retail distributor for 
Orange State Oil Co. 
e 
E. F. Jacobs is director of sales pro- 
motion in Gulf Oil Corp.’s domestic 
marketing department in Pittsburgh. 
He succeeds M. C. Enright, who be- 
came general manager of retail sales 
in the company’s Philadelphia division. 
Jacobs has been with Gulf since 1931, 
when he joined the company as a 
service station attendant. He was 
supervisor of retail sales outlets in 
the sales promotion office before his 
new appointment. 
e 
Ivan Trousdale 


fills the new posi- 
tion of advertis- 
ing and sales pro- 
y => ashen wh i 
for the marketing 
division of Stand- 
ard Oil Co. of 
British Columbia, 
Ltd. ‘Trousdale, 
former public re- 
lations officer for 
the company, will 
handle all phases of Standard’s adver- 
tising, as well as promotion on the 
service station level. Public relations is 
now under Croft Brook, assistant to 
company president Ralph D. Baker. 
Brook and Trousdale have been with 
Standard since 1935. 
e 
Thomas Thornhill joins Lynchburg 
Oil Co., Inc., Lynchburg, Va., as 
partner and secretary-treasurer. His 
brother, B. P. Thornhill, Jr., is presi- 
dent of the Richfield distributorship. 
* 


Ivan Trousdale 


Karl E. Weick 
is assistant retail 
manager in 
charge of con- 
sumer sales for 
Ihe Ohio Oil Co., 
Findlay, Ohio. 

Succeeding him 
as assistant dis- 
trict sales man- 
ager in charge of 
operations for the 
Ohio district is 
Carl A. Krueger. Dana B. McMillen, 
formerly clerk in the Ohio district 
office at Findlay succeeds 
Krueger as Ohio district co-ordinator. 

Weick has served with Ohio Oil 
since 1930. 


K. E. Weick 


sales 


- 
W. R. Wolsiffer has moved from 
Union Oil Co.’s resident manager at 
facoma, Wash., to district sales man- 
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She is one of the most im- 
portant “oilmen” there is, 
although she may not work 
with a tank gauge or on a 
tank farm. Accidents can 
happen in any job. And when 
they do—the refinery nurse 


knows just what to do. 


Whether it’s a cinder in 


an eye...a cut finger... 
a broken leg ... no matter 
what it is, she’s there to help 
get emergency service under 
way. That’s why it’s impor- 
tant—and mighty comfort- 


ing—to have her around. 


The Texas Company 
pany 
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=f] about oil people 


Renner, former retail representative 
at Astoria, Ore., fills the Tacoma 


vacancy 


Announcing A New Premium Gasoline 
that Gives Your Car the 


BIGGEST POWER BOOST 
IN GASOLINE HISTORY 


It's the 


NEW RICHFIELD ETHYL 


| Extra:High 
Octane 


Floyd G. Murray is new southern 
district manager for Swan-Finch Oil 
Corp. of New York. Murray has been 
a salesman for the firm for 10 years. 
Swan-Finch, which sells heavy duty 
oils and greases, will keep Murray at 
his present base, Memphis 


Gordon L. Benjamin, Gulf Oil 
Corp., is new president of Oil Trades 
Assn. of New York, Inc. He succeeds 
Joseph W. Hart, H. Hentz & Co., who 
is elected to the board of directors. 
Other new officers are W. C. Hard- 
esty, Acme-Hardesty Co., vice presi- 
dent; Joseph C. Smith, Smith-Weih- 
man Co., Inc., secretary, and Dart E. 
Hoffman, Tide Water Associated Oil 
Co., treasurer. 


L. E. Stuart 
becomes director 
of sales adminis- 
tration for Conti- 
nental Oil Co. He 
succeeds J. W. 
Flynn, who retires 
after 43 years 
with the com- 
pany 
Stuart joined 
Conoco in 1922. L. E. Stuart 
He has held vari- 
ous positions in the marketing depart- 
ment in the Midwest and Northwest. 
He was appointed assistant director of 
sales administration in 1954, holding 
that position until his present pro- 
motion. 


Extra Power 
Top Mileage 
Anti-Rust 
Anti-Stall 





Look for the sign of the Richfield Eagle and the Cream-ond-Biue pumps—from Maine to Florida 


ee a ee a a ee ee ee Se Se Se OG GD GD ee ee cee ee ee ee G. B. Hargens will head a market- 
ing research division being created by 
Standard Oil Co. of California in San 


G R EAT N EW A D V E RT | 5 | N G F 0 Pp Francisco. He has been in marketing 


for Standard for 20 years, and will 


RICHFIELD’S GREAT NEW GASOLINE continue as assistant to the vice presi- 


dent. 

If you were a Richfield distributor you'd be selling this great new re * 

Ethyl gasoline and your selling would be backed by powerful new Howard F., Ellis fills the new post of 
advertising and sales promotion. But more than that you’d be an sales supervisor for Shell Oil Co.’s 
independent businessman with a franchised territory. You'd be Green Bay-Madison (Wis.) area. His 
cashing in on Richfield’s greatest year most recent position was real estate 
representative in the company’s St. 


Shouldn't you be a Richfield distributor? Write direct 
Louis division. 


e 
C. Everett Elliott of Charles I 


Elliott Co., Danvers, Mass., is presi- 
dent of the Oil-Heat Institute of New 
) England for another term, having 


OIL CORPORATION or NRW YORK been re-elected by directors at the an- 


579 FIFTH AVENUE, NEW YORK 17, N. Y. nual meeting. Others re-named are 
| Augustus L. Dwelley of Automatic 


Serving the Eastern Seaboard from Maine through Florida | Heating Corp. of Mass., Boston, and 
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Marcel A. Fugere of Manchester Coal 
& Ice Co., Manchester, N. H., vice 
president; and Fred N. Beckwith, sec- 
retary-treasurer 

Executive committee members are 
Dwelley as chairman and Thomas J. 
Scott of Buckley & Scott, Watertown, 
Mass., and Frederick A. Whetton of 
Whetton’s Oil Co., Needham. Mass 

* 


B. W. Hurst 
takes Over as dis 
trict manager tor 
the Socony Mobil 
Oil Co., Inc. (for 
merly Socony 
Vacuum) in Pitts 
burgh. Hurst, for 
merly retail mar 
keting assistant in 
the southern New 

B. W. Hurst Jersey district, re 
p | aces Bas P. 
Fyler, who is retiring after 29 years 
with the company in both automotive 
and industrial marketing 

H. A. Pfitzinger fills Hurst's vacancy 
in southern New Jersey. 

7 


Albert KE. Weightman has _ been 
named general manager of Tide Water 
Associated Oil Co. (Canada) Ltd. He 
succeeds R. S. McLaughlin, who be 
comes export sales manager at the 
eastern division headquarters of Tide 
Water Associated Oil Co. in New 
York City. Weightman is succeeded 
as sales manager by R. F. Turner. 

* 

R. S. Ritchie 
has been ap 
pointed manager 
of the British 
Columbia mal 
keting division of 
Imperial Oil, Ltd 
Ritchie joined the 
company in 1947, 
and has served as 
assistant to the 
manager of its 
Ontario market 


Ritchie 


ing division since 1953. He was a 
Canadian delegate to the Common 
wealth Relations Conference at La 
hore, Pakistan, and has written a 
widely distributed essay, Western Oil 
Its Economic Implications 
. 

EK. H. Dudley is now manager of 
distributor marketing in Atlantic Re 
fining Co.s southern region tn 
Charlotte, N. ¢ Dudley, formerly 
was district manager for Atlantic in 
Georgia and North Florida 

* 
Hugh J. Falvey joins the Amalie 


division of L. Sonneborn Sons, Inc., 


May, 1955 * NATIONAL PETROLEUM 


For the 


Modern Bulk Plant 


specify 
Viking Twin Pumps 


with Mechanical Seals! 


Order your modern 
Viking Twin or Multiple 
Bulk Plant Units with 
mechanical seal pumps. 


This amazingly simple 
seal, WORKS WITH, 
rather than against pres- 
sure. There is no repack 
ing ... no maintenance 

and because there is 
no leakage, this feature is 
particularly desirable from 
a safety standpoint 


Mechanical Seal pumps of 
this type are also equipped 
with bearings requiring 
no external lubrication 
Cuts maintenance to a 
minimum. 


For the complete new 
Viking oil equipment 
catalog, ask for Section 
Gr today. 


Cedar Falls, lowa 


See our catalog in SWEETS 


NEWS 


Figure 14 
Viking Standard 
J 90 GPM 
4 Twin Unit 
(Packed Pumps) 





Viking Roto Ring 


Mechanical Seal Pump 








Cut-Away Viev 
Roto Ring 


Mechanical S« 





=f] about oil people 


New York 
state and western New England are 
Falvey has been a territorial salesman 
for Bancroft Oil Co Worceste! 
Mass. His Albany 


as salesman in the eastern 


base 1s 


Jack Sembower, head of Shell Oil 
Co.'s public relations operation on the 
West Coast, has moved his headquar 
ters from San 
geles. Samuel FF. Bowlby, Shell's rank 
ing vice president on the West Coast, 


Francisco to Los An 


is based in Los Angeles 
Fy Scoggins, Shell public 
representative in New Orleans, goes to 
Los Angeles to become Sembower’s 
Bob Pearson, 
She TT News 


relations 


No. 2 man formerly 


manager of and informa 


tion division in New York, replaces 
Scoggin 
Carl Totten, 


the public 


formerly manager of 


relations special projects 
division in New York, is new manager 
of the New York 
tion division. His 
L. A. Holl, 
Shell's Queens 
district 

Paul Harvey, formerly public rela 
tion 


informa 
old post is filled by 


news and 


formerly manager of 


Manhattan marketing 


representative in Los Angeles, 
back to San Francisco, in the 
capacity. William Gordon 
from San Francisco to Seattle, open- 
with 


new re 


moves 
same goes 
coincidental 
Shell's 
finery at Anacortes, Wash 
William Hoyt, formerly West Coast 


ing an office there 


the construction of 








utterly ruined 


mechanisms 


Swing joints 





Morrison Line Strainers and Swing Joints 
Are Built for Important Protection 


A valuable pump is wrecked 
It happened because foreign substance 
was pumped through the lines into the highly important 


Losses are increasing steadily due to leaky, inefficient 


These Morrison line strainers end swing jeints, inex- 
pensive though they ere, will prevent meny breekdewns 
ond loss of time and products 


Please write for full information 





A fine costly meter is 





Fig. 365 


MORRISON BROS. COM PANY 


OllL EQUIPMENT HEADQUARTERS 


{ is 1!Qy 


=; 


OW A 


NATIONAI 





editor of Shell News is transferred to 
the public relations department, and 
from San Los 


moves Francisco to 


Angeles 


Harry L. 
Knapp is the new 
assistant to. the 
sales manager in 
Ohio Oil Co.’s 
marketing — divi- 

sion 
\ veteran of 
23 years in oil 
marketing, Knapp 
joined Ohio Oll 
H. L. Kesee in 1932 as a 
clerk. He has 
been a zone manager at Muncie, Ind., 
since 1947. Active in the Oil Industry 
Information Committee, he was Dela- 
ware County (Ind.) chairman in 1950 

a 
J. A. Lindsay, assistant general man- 
ager of the administrative department 
(sales) for Standard Oil Co. (Indiana), 
has been appointed to a new 
department position, assistant general 
manager at large 


sales 


DEATHS = 


Edwin L. Grif- 
fin, 46, prominent 
Wash., 
distribu- 
out- 


Tacoma, 
fuel oil 
tor and an 
standing figure in 
the fight against 
natural gas in the 
Pacific North- 
west, died at Ta- 
coma March 9. 
President and 
owner of the 
Griffin Fuel Co., Griffin gained na- 
tional fame in October, 1954, with a 
sensational 


FE. L. Griffin 


counterattack against the 
invasion of natural gas in his 
Confident that fuel oil dealers could 
use the existing oversupply of their 
product to favorably with 
gas, Griffin guaranteed to deliver fuel 
oil to any home, apartment, industrial 
or commercial plant in his company’s 
trading area at a lower cost per Btu 
than natural gas, manufactured gas, or 
electricity. He extended his pledge 
10-year period, promising to 
insure each contract with Lloyd’s of 


area, 


compete 


Over a 


London 

Griffin entered his company, which 
wus founded by his father in 1889, in 
1931, and developed it from a one- 
truck business into a thriving concern 
with a 25-truck fleet. He suffered head 
injuries in an auto accident 22 months 
had 
care since that time. 


and been under a doctor’s 


ago, 
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...Wwith the Motor Oil 
that gives your Customers 


HIGHEST OCTANE 
PERFORMANCE 


...Greater Gasoline Mi leage 


From its first appearance, VEEDOL 
10-30 has been a nationwide sales 
leader. Motorists know this motor 
oil gives them highest octane per- 
formance and greater gasoline mile- 
age... up to 40 miles more per tank- 
ful. And those are just the first of 
many important advantages. New 
Veedol 10-30 Motor Oil means easier 
starting, longer battery life and 
quieter hydraulic valve action. It’s 
an all-weather multi-grade oil of 
extra high detergency that will give 
engines longer new-car life. Stock, 
display and push VEEDOL 10-30... 
it will build business for you. 


TIDE WATER 
= ASSOCIATED 
OlL COMPANY 


a is ee Houston Tulse 


May, 1955 * NATIONAL PETROLEUM NEWS 





Foote Lithium Does It! 


INVENTORY 


with 


& & 
Lithia 


ins 


Stock One Grease Instead of Four or More! 


Inventory costs money—especially when it consists of a whole 
line of slow moving special purpose lubricating greases. Today, 
more and more oil jobbers, service station owners, fleet opera- 
tors and industrial lubrication engineers are stocking and using 
a single lithium base grease for practically all lubrication 
requirement from automobiles to heavy equipment and 
machinery. This ONE water resistant lithium grease lubricates 
efficiently at temperatures ranging from Arctic cold to desert 


heat regardless of operating conditions. 


lt will pay you to contact your grease supplier for detailed infor- 


mation about lithium base, multi-purpose lubricating grease. 


We will be glad to send you a 
copy of “Front Wheel Bearing 
Lubrication,” an N.L.G.U. report. 





LITHIUM HYDROXIDE 
FOR INDUSTRY 





FOOTE MINERAL COMPANY 
444 Eighteen W. Chelten Bidg., Phila, 44, Pa. 


RESEARCH LABORATORIES: Berwyn, Pa. 
PLANTS: Exton, Pa.; Kings Mountain, N.C.; Sunbright, Va 


=| meetings 


AFirst listin 


MAY 

Liquefied Petroleum Gas Assn., annual con- 
vention, Conrad Hilton Hotel, Chicago, May 
1-4, 

Empire State Petroleum Assn., annual meet- 
ing, Hotel Biltmore New York City, May 
K-10 

APennsylvania Petroleum Assn., pring con 
entior Bedford pring Hotel, dford, 
May 15-17 

National Tank Truck Carriers, Ine., annual 
meeting, Mark Hopkin Hotel, San Fran 
ciseo, May 15-20 

Tennessee Oil Men’s Asan., spring meeting 
Gatlinburg, May 1 

American Petroleum Institute, division of mat 
keting lubrication committee, The Green 
brier, White Sulphur Spring W. Va., May 
16-1 

National Fire Protection Assn., 59th annual! 
meeting, Netherland Plaza Cincinnati, 
May 16-20 

Indiana Independent Petroleum Assn., spring 
meeting, French Lick Springs Hotel, French 
Lick, May 1-19 

Virginia Oil Men's Assn., semi-annual meet- 
ing, John Marshall Hote Richmond, May 


ANational Oil Jobbers Council, Chase Hotel 
St. Louis, May 20-21 

AOil Heat Institute, Commercial Industrial 
Oil Burning & Equipment Conference, Ke 
logg Center, Michigan tate College, Fast 
Lansing, May 2 

American Petroleum Institute, mid-year meet 
ing of the division of marketing, The Chase 
and Park Plaza Hotels t. Louis, May 23-25 

ACanadian Oil Industry TBA Group, annual 
meeting Royal York Hotel, Toronto, May 


North Carolina Oil Jobbers Assn., pring 
convention, Hotel Carolina, Pinehurst, May 


) 


JUNE 

Fourth World Petroleum Congress, tome, 
Italy, June 6-15 

Oil Heat Institute of New England, Hotel 
Statler, Boston, June 7-10 

Oil Industry Information Committee, Wm 
Penn Hotel Pittsburgh, June &-9 

Pennsylvania Grade Crude Oil Asen., 42nd 
annual meeting, Hotel William Penn, Pitt 
burgh, June 9-10 

Society of Automotive Engineers, golden anni- 
versary summer meeting, Chalfonte-Haddon 
Hall, Atlantic City, June 12-17 

Interstate Oil Compact Commission, Hotel Co 
mopolitan Jenver June 16-1% 

Northwest Petroleum Assn., annual meeting 
Breezy Point Lodge, Pequot Lakes, Minn 
June 19-21 

ALouisiana Oil Marketers Assn., annual con- 
vention, Jung Hotel, New Orleans, June 19 
20 

Wisconsin Petroleum Assn., annual golf tour 
ney and stag party, Dell View Hotel, Lake 
Delton, June 21 

American Society for Testing Materials, an 
nual meeting, Chalfonte-Haddon Hall At 
lantic City, June 26-July 


JULY 


Truck Trailer Manufacturers Assn., Inc., Ho- 
tel Sheraton-Cadillac, Detroit, July 22-23 


AUGUST 

Society of Automotive Engineers, golden anni 
versary, West Coast meeting, Hotel Mult 
nomah, Portland, Ore Aug 15-21 

National Congress of Petroleum Retailers, Inc., 
annual meeting sheraton-Cadillac Hotel 
Detroit Aus 4 


SEPTEMBER 

Oil Industry Information Committee, Conra: 
Hilton Hotel, Chicago ept. 8-9 

National Petroleum Assn., 53rd annual mee 
ing, Hotel Traymore Atlantic City, Sept 
14-16 

Florida Petroleum Marketers Assn., Daytor 
Plaza Hotel, Daytona Beach, Sept. 15-16 


Independent Oil Compounders Assn., annus 
meeting, Hotel Bismarck Chicago, Sept 


26-27 
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whatever .@ 
your 
publication needs... 


Equipment Manuals — Product Cata- 
logs — Handbooks — Training Aids — 
Industrial Relations Literature Pro- 
cedural Guides Engineering 
Presentations — and any type of 
technical literature 


use our specialists in —— — 


WRITING . . . EDITING 
ILLUSTRATING .. . PRINTING 


McGRAW-HILL 
Technical Writing Service* 
330 West 42nd St., N.Y.C. 36 
LOngacre 4-3000 
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CLASSIFIED 


EMPLOYMENT 


Position Vacant 


General Office Manager 


two employee office 


Position Wanted 


Sales Manager: Extensive administration TBA 

Depot fer r 4 npar ‘ erienced 

f nd 4] the 
nt store i 


| EQUIPMENT--used-surplus | 


For Scle 


For Sale 2110 gal. truck tank 6 compartments 
fety value never wrecked —n nted on C.O.4} 
m ¢.M-¢ Ai 


AM ¢ 


1951 Ford Fi, new motor, 1951 Frazier tank 
Capa 1091 oa Com! ) 12-676 ‘ 
Ai brake 

id te re \ te I f Okla. Cit ia) 


For Sale 
foundat 
| 


15000 gal storage tanks with 
turn tee Centra re eu 


4800 gallon, 3-compartment, tandem, single 


brake ; 


S OPPORTUNITIES 


Bulk Oil Plants—-Propane Gas plants selected 
perties th ghout th ' ext. We ‘ 
Produce Bank Bid Minne Mir 

For Sale: Texas Company jobber in South Central 





STEEL STORAGE TANKS 


Railroad Tank Car Tanks 

6,500 to 12,000 Gal. Cap 
Colled and Non-Colled 

Cleaned — Painted — Tested 

Heavier — Safer — Cheaper 

Other Tanks Too 

Also — Complete Tank Cars 

8,000 and 10,000 Gai. Cap 
Your Inquiries Solicited 


MARSHALL RAILWAY 
EQUIPMENT CORPORATION 


50 Church Street 
Phone: COrtiandt 7-8090 
New York 7, N 








FOR SALE 


TANK TRAILER & TRUCK 


1500 Gal. tank trailer and 1941 Ford tractor 
with new motor and good condition. Bargain 
$800.00 

1600 Gal. 1946 Dodge tank truck, Neptune 
printer meter, Electric hose reel, 125 ft 
114" hose. $1200.00 and cheap 

Reason for selling—Standardizing of our 
fleet and these are odd numbers 


Andrews-Pitzer-Butler Fuel Oil Corp. 
326 Albemarle Ave., 5. E Roanoke 13, Va 








Tank Trailers For Sale 


Single and Tandem, | to 6 compartments. Some 
with Meters, every unit clean and guaranteed 
For Gasoline, Water, Asphalt, Fuel Oi! 
Call Hiland 1385 
Bruce E. Hackett Co. 
621 West 58 St., Kansas City, Missouri 








WANTED 


EMPTY CANS 


SURPLUS STOCKS — MISPRINTS 
DISCONTINUED BRANDS OVER RUNS 
LITHO 1 & 5 QT, 2 & 5 GAL 


WARREN OIL CO. 
OMAHA 8, NEBR. 











f on GAS DISTRIBUTORSHIPS ‘ 
@ Largest selection in N.Y. state 
@ Gals. 500,000 to 6 million 
@ Price $17,000 to $375,000 
Principals Only 
Oil Business Exchange Inc. 
. = Woll St, N.Y. C. 5, wa ow 2 





WANTED 
Fuel Oil 
and Oil Burner Business 
Regardless of size, in Metropolitan Philadelphia 
BO—-6224 National Petroleum News 
330 W. 42 St New York 36, N.Y 








Gallons Compartments Heads 


1—-4980 3 Single 
1—-5100 4 Single 
3—-5400 3 Double 
Priced from $1750.00 to $2,000 0: 


PEAKE TRANSPORT CO. 








TANK TRAILERS 


Make Tires 
Std. Steel 
Fruehaut 
Std. Steel 
0, clean, immediate delivery 


Brakes 


Val 
6" Air 
6" Air 


Tandem 
10.00x20 
10.0020 
10 00x20 


Chester, Nebraska 


Reyco 
Reyco 
Reyco 











ADVERTISERS 


This index is published as a conven 


lence to the readers. kvery care is 
taken to make it accurate, but Na 
MONAL PETROLEUM NEWS assumes no 


responsibility for errors or omissions 
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—new performance too! 


See what you get in a Tokheim: BEAUTIFUL OUT-AHEAD 
STYLING with exclusive new VISTA-DIAL... TWO COMPLETI 
PUMPING SYSTEMS delivering one or two products... FOUR 
DIALS which mean that you can use either hose on either side 
of island... DESIGNED FOR TWO-COLOR DECORATION ... 
EASY TO INSTALL because it’s shipped in two crates. Add to 
these, new ease of service and a new degree of silence in operation, 
and you have the year’s best buy in a dual pump. Also available as 
an island dispenser for the Tokheim Central Service System. See 
this Tokheim soon. Write for new bulletin today! 


TOKHEIM CORPORATION 


DESIGNERS AND BUILDERS OF SUPERIOR EQUIPMENT 
FORT WAYNE SINCE 1901 INDIANA 





Subsidiaries: Tokheim N. V., Leiden, Holland—GenPro, Inc., Shelbyville, Indiana 
Factory Branch: 1309 Howard Street, San Francisco 3, California 
Canadian Distributor: H. Reeder, 205 Yonge St., Toronto, Ontario 


MODEL 
300 TWIN 


There is no substitute for 
TOKHEIM QUALITY / 


OKHEIM 


GASOLINE PUMPS 





You get all these advantages when you 


Buy lubricants from Sun for 
resale under your own brand name 


One reliable source of supply for your convenience. Blending stocks and 
finished oils and greases are available to meet all API Service Classifications 


as well as most military and equipment manufacturers’ specifications. 


Strategically located marine terminals and warehouses provide the 
advantage of volume pick-ups and of flexibility in operations and inventory. 
Kach terminal and warehouse has blending facilities to provide finished lubri- 


cants for marketers who lack blending equipment. 


Uniform quality is assured because Sun controls every step in processing—as 


a producer, transporter and refiner. 


Sun’s sales help and product information is available to assist in solving 
specific problems. Any Sun representative or the Wholesale Manager at the 
offices listed below can supply the latest product data, prices and delivery 


information. 





BOSTON . . . HUbbard 2-7765 DALLAS . . . PRospect 1611 NEW YORK CITY... LExington 2-9200 
CHICAGO . . . HArrison 7-2562 DETROIT . . . WOodward 1-7240 PHILADELPHIA . . . Kingsley 6-1600 
CINCINNATI... GArfield 3930 JACKSONVILLE . . . EXbrook 8-5715 PITTSBURGH . . . GRant 1-1645 
CLEVELAND ... VUican 3-6100 | MONTREAL... Willbank 2131 TORONTO . . . GLadstone 3581 

















GENERAL WHOLESALE DEPARTMENT 


SUN OIL COMPANY, PHILADELPHIA 3, PA. 


IN CANADA: SUN OIL COMPANY, LTD., TORONTO AND MONTREAL 





